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Further Simplifying 
Of Rating Schedules 
Suggested By Expert 


Daw, N. Y. Rating Organization, 
Says Many Inconsequential 
Changes Lead to Trouble 


SUMMERS NEW PRESIDENT 


Heads Underwriters Ass’n of New 
York; Daw on Supplemental and 
Vandalism Covers 











Constructive criticism of present fire 
insurance rating methods were offered 
by Lawrence Daw, veteran manager ot 
the Syracuse division of the New York 
Fire Insurance Rating Organization and 
secretary of the Underwriters’ Associa# 
tion of New York State, when present- 
ing his report at the annual meeting ot 
the association on Tuesday in Syracuse. 
Speaking from a broad background of 
rating experience Mr. Daw made a 
strong plea for further simplification of 
rating methods. This state witnessed, 
he said, a decade and more ago the evo- 
lution of most intricate schedules fol- 
lowed recently by a return to a more 
sensible system of rating, involving only 
such features as are pertinent under- 
writing factors, as in the case of the 
new mercantile schedule. “We believe,” 
he asserted, “there is still room for fur- 
ther improvement.” 

Summers Elected President 


J. W. Summers, Home of New York, 
was elected president of the association 
on Tuesday. He succeeds W. H. Bryant, 
American of Newark. Other officers 
elected were as follows: first vice-presi- 
dent, J. E. Forbes, Sun; second vice- 
president, W. T. Bessant, Great Ameri- 
can; chairman of executive committee, J. 
R. Ryan, New Hampshire ; new members 
of the executive committee, J. B. Douglas, 
London & Lancashire; Harold Wilkin- 
son, Hartford, and L. D. Goulding, Jr., 
Fireman’s Fund. Other members of the 
executive committee are E. R. Pond, R. 
E. Wands, E. O. Yackel, David Davidson, 
S.R. Ross, P. M. Taylor. Lawrence Daw 
continues as secretary of the association 
and Arthur Birchenough as assistant sec- 
retary. Mr. Summers is also a member 
of the Albany Field Club. 
Special Hazards Schedule 

Citing a few specific instances of op- 
portunities for changing rating methods, 
Mr. Daw said: 

“The simplification of the occupancy 
and occupancy hazard charges of the 
special hazard schedule into one item 
Making a unit charge for these hazards 


(Continued on Page 26) 
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The Sign Of 
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LONDON 
Guarantee & Accident Co., Ltd. 


Head Office: 55 Fifth Ave. 
NEW YORK 


+ 
J. M. Haines, United States Manager 
E. W. Lane, Resident Manager, 90 Maiden Lane, New York 
+ 
WRITES 
Automobile, Boiler, Burglary, Credit, Elevator, Engine, Flywheel, Liability, 
Plate Glass, Compensation and Personal Accident and Health 
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Deeper and Deeper 


An imposing tribute to legal reserve life insurance is 
the stupendous $110,000,000,000 owned by 64 millions of 
policyholders. Virtually our entire population, approxi- 
mately 128 millions, has an interest in these 110 billions, 
there being, of course, 64 millions of beneficiaries, 


Legal reserve life insurance is the combined product of 
actuarial science and supervisory law. Actuarial calcula- 
tions, based on never-changing mathematical principles, 
are the secure basis for life insurance reserves. Law, in 
force in every state of the Union, prescribes that such re- 
serves shall be maintained—hence, “legal reserve.” With- 
out these two, and without able company managements, 
and the industry of skilled life insurance salesmen, this 
vast economic service could not exist. 


Deeper and deeper grows our people’s faith in the 
institution as scientific life insurance consequently draws 
nearer and nearer to universal adoption. 


THE PENN MUTUAL LIFE INSURANCE CO. 


Wo. H. KIncstey, President 
PHILADELPHIA 


Independence Square 
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Superintendent Pink 
Urges Investment In 
Housing In Report 





Department Counsel Now Prepar- 
ing Permissive Bill to Present 
to Legislature 


EFFECTIVE FOR 5 YEARS 





Considers Such Housing Invest- 
ments as Safe With Adequate 
Return to Company 





Low rental housing as a_ possible 
medium of investment for life insurance 
company funds was again emphasized 
this week, following Governor Lehman’s 
strong recommendation to the New York 
Legislature that permissive laws be pass- 
ed, by Superintendent Pink in bs an- 
nual report. So important does Siperin- 
tendent Pink regard this proposal that he 
worked on this part of his report in the 
hospital where he was confined following 
an operation. 

In his report the Superintendent de- 
clares such investment would be safe for 
life insurance funds, but would limit the 
amounts involved and the duration of 
such activity. The bill which is being 
drafted by counsel for the Department is 


, strictly an emergency measure and would 
¥ limit such operations to December 3 
3 


There has already been considerable 


a qaperience with low rental housing by 


companies. The Metropolitan Life 
in 1923 erected at Woodside, L. I., the 
largest housing unit of this kind ever at- 
tempted. The Prudential built three 
housing developments in Newark, two in 
cooperation with the city. The New York 
Life is the largest single investor in FHA 
housing. projects. 

Superintendent Pink’s Comments 

Discussing this subject in his annual 
report Superintendent Pink said: 

“The offer of the Metropolitan Life In- 
surance: Co. to invest $100,000,000 in low 
rental housing as soon as the necessary 
authorization can be secured raises in- 
teresting questions involving life insur- 
ance investments and the housing field. 
The greatest difficulty that life insurance 
companies have today is to find adequate 
investments for their funds. There has 
been considerable discussion of various 
ways of widening the field of investment. 
The suggestion which has perhaps been 
most talked about is to permit life in- 
surance companies to invest a portion of 
their assets in productive real estate. 
While this may be urged on the ground 
of necessity and also on the theory that 
there is safety in diversity, it would seem 
inadvisable to open the gates to such an 
extent. 

“The investment laws of New York, 
while severe, have proven most salutary 
and over a long period of time no life 
company domiciled in this state or au- 
thorized to do business in this state has 
failed with any loss to policyholders. As 
a result of foreclosures the life compa- 


(Continued on Page 16) 






















Living Proof of @ 
an Ordinary Man's 
Extraordinary 


g 
Success... . 







wr 


* Sa 


0 


7 | 


% 
a; 


i 4 


E. truest financial success, 
for achievements unsurpassed in brilliance, look 
not only to men of vast wealth. Look also to or- 
dinary men, of ordinary earnings, living ordinary 
lives, who discovered how to make modest savings 
create security for their families and themselves. 


through Ordinary Life Insurance. 
| 


In 1938, Northwestern Mutual’s national magazine 
advertising will show how Ordinary 
Life insurance, arranged in a care- 


fully-planned program, is indeed an 


EXTRAORDINARY Life Plan. 
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LIFE INSURANCE COMPANY sions 


“A BILLION DOLLAR ESTATE 
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THE NORTHWESTERN MUTUAL LIFE 


i 


This campaign depicts typical scenes of every-day 
living. It suggests how to plan a program to provide 
for a family’s money needs, should death stop 


earnings,and to create old-age retirement income 


—all through the EXTRAORDINARY Life Plan. 


To make that advertising an efficient, workable 
tool, Northwestern Mutual agents enjoy a full 
equipment of effective selling aids and promo- 
tional material — all smoothly 
coordinated, designed to achieve 
one objective: more high quality 


business. 
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Securing A Million Dollars Worth of 
Assistance Without Cost 


By Clinton Davidson 


President The Estate Planning Corporation 


The life insurance and motion picture 
businesses are in better position to se- 
cure free advertising and sales assistance 
than any other type of business. They 
can obtain such assistance, worth mil- 
lions of dollars per year, without any 
cost to themselves. 

For fifteen years, the picture compa- 
nies have bcen doing this on a large na- 
tional scale through the “exploitation” 
departments of their home offices and 


locally through the theaters. What the 
picture companies call “exploitation.” 
meaning “exploiting a specific picture,” 


we call cooperation. This type of co- 
operation has been used more or less by 
individual agents ever since life insur- 
ance was first offered for sale, but we 
are just beginning to use it on a national 
basis. 

About fifteen years ago, the picture 
companies learned that if they used na- 
tionally the same cooperative methods 
that the theaters were using locally, they 
could secure many results not otherwise 
possible. For example, a local theater 
cou.d not secure a full page ad in the 
Saturday Evening Post free of charge, 
nor could it secure a half-hour coast-to- 
coast radio program reaching 20 million 
people, free of charge. However, the 
large picture companies, seeking co- 
operation or exploitation on a national 
scale, have done both quite frequently. 

Because I believe that the life under- 
writers, by using through their national 
association the same principles of co- 
operation which they have been using 
locaily, can hkewise secure free adver- 
tising continuously in all national maga- 
zines and on coast-to-coast radio hook- 
ups, I shall try to outline the develop- 
ment of this method bv the picture com- 
panies, and shall also mention several of 
the cooperative methods used by indivi- 
dual underwriters. Possibly 1 should 
state that I spent one year cooperating 
with the exploitation men of Paramount, 
First National and Universal, and there- 
fore shall refer only to items regarding 
which I have first hand information. 

How the Picture Companies Have 

Done It 

In a motion picture company, there are 
three departments under the head of 
public relations. They are, advertising, 
publicity and exploitation. The adver- 
tising department pays for its advertise- 
ments, which usually advertise the com- 
pany rather than the picture; the pub- 
licity department seeks write-ups re- 
garding pictures and stars in all publica- 
tions; and the exploitation department 
tries to secure timely advertising of 
specific pictures, such advertising to be 
paid for by others. 

“Exploitation” comprises two principles, 


which are the “tie-up” and “back- 
sc-atching.” Before the picture compa- 
nes took up exploitation, some local 


theaters found that they could get free 
advertising by the “tie-up” method. For 
example, when a Warner Oland or other 
Chinese picture arrived, one theater 
Owner persuaded a tea company to have 
aman dressed up like Warner Oland and 
have him carry a sign wh‘ch announced 
the picture, the theater and the date, and 
which also referred to the tea as the 
best that China produced. The wide- 
awake theater owner watched for op- 
portunities to tie in the title of his pic- 
ture with goods sold by local merchants, 
and he always permitted the merchant 
to pay the cost of such advertising. Oc- 


casionally, he persuaded the merchant to 
run an ad in the newspaper, advertising 
the picture title and tying in his goods 
with the title. 

The picture companies recognized the 
possibilities of making such opportuni- 
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ties available to all theaters and they 
therefore establishcd exploitation depart- 
ments. The importance of tie-up cx- 
ploitation was recognized to such an ex- 
tent that the exploitation department 
was required to assume a leading part 
in selecting titles for all pictures—titles 
with tie-up possibilities. By handling ex- 
ploitation on a national basis, the value 
of the cooperation was multiplied and 
the standard of dignity was raised. 


Examples of Tieups 


When the title, “Glorifying the Ameri- 
can Girl” was selected for one picture, 
field exploitation men persuaded several 
merchants jointly to buy a double page 
in their newspapers. A section across 
the top advertised the picture and the 
remainder of the page was divided 
among the merchants, each one explain- 
ing how his goods helped to glorify the 
American girl. The merchants paid the 
cost of all of the space. The possibili- 
ties of this title were without limit. 

The same idea has becn used countless 
times all over the country. You prob- 
ably recall that when Gilda Gray ap- 
peared in pictures, posters were placed 
b-fore the customers at all soda foun- 
tains advertising her pictures and recom- 
mending a Gilda Gray milk shake. Mer- 
chandiscrs using national advertis'ne 
have frequently used in thir magazine 
advertising space a picture of a star and 
an ad for the picture the star was ap- 
pearing in whenever it was possible to 
te up their products with the title of 
the picture. 

In looking through several recent is- 
sues of the Saturday Evening Post, I 
found the following: 

The picture “Some Blondes Are Dan- 
geerous” starring Dorothea Kent, secured 
a half page free. The ad pictured Miss 


Kent holding a white radio. It read, 
“Two lovely blondes get together in 
Hollywood. Dorothea Kent who sup- 


plies the spark in new Universal’s pic- 
ture ‘Some Blondes Are Dangerous’ 
tunes in the big fight scene on her Arvin 
Blond Radio.” The DeSoto gave Warn- 
er Oland a full page, stating “Warner 
Oland now starring in the 20th Century 
Fox Picture ‘Charlie Chan at Monte 
Carlo’ was quick to ‘detect’ the extra 
value in this great new DeSoto.” 

The Pullman Company gave Helen 
Hayes a full page. * Under headlines of 
“To the Queen’s Taste” it quoted her 
as saying “I can bestow nothing but 
praise upon the excellence of Pullman 
service—its great comfort and security. 
It’s very much to the Queen’s taste.” 

DeSoto gave a full page to the picture 
“A Star Is Born” starring Janet Gaynor, 
tying up the picture title with their own 


headline, “A great star is born: New 
DeSoto for 1938.” 

Even the head designer for Metro- 
Goldwyn gets into a full page Gruen 


watch ad as follows: 

“Omar Kiam, head designer for Sam- 
uel Goldwyn productions, including ‘The 
Hurricane’ and ‘The Adventures of 
Marco Polo,’ judges the New Gruen 
Curvex. Says the distinguished Holly- 
wood stylist: etc., etc.” 

Who are Grant Withers and Dorothy 
Appleby? The Sinclair Oil ad published 
their p’cture with Withers dressed as a 
locomotive engineer, stating “Grant 
Withers and Dorothy Appleby are work- 
ing on the railroad in ‘Paradise Express’ 
a Republic Picture—but Sinclair lubri- 
cants or fuels are working on 150 Ameri- 
can railroads, etc., etc.” 


“Back-Scratching” 

“You scratch my back and I’ll scratch 
yours” is the other principle used by the 
cxploitation departments. Last night. 
over the radio I heard a Hollywood 
photographer explain the importance of 
using Lux to secure the best photographs 
and a star explained what Lux had done 
for her. These people recommended 
Lux because Lux gave them the privilege 
of telling 20 million people. over the 
radio, about their new picture which 
will soon be released. 

The following examples appeared in 


recent issues of the Saturday Evening 
Post: 
A full page permitted Lily Pons to 


confess that her favorite food drink is 
Libby’s Tomato Juice. 

Another full page paid for by Katha- 
node Battery, said, “See Richard Arlen 
in his latest starring picture, ‘Park Ave- 
nue Dame’ a Columbia Production.” The 
headline stated “Richard Arlen gets low- 
down on new kind of battery.” 

Joy Hodges, star, John King, leading 
man, and Barbara Read. all of the 
“Merry-Go-Round of 1938” get a_ full 
page and we are told that Barbara Read 
lounges and listens to an Arvin Chair- 
side radio between scenes. 

“Rochelle Hudson, pretty young star 
of the 20th Century-Fox production, ‘She 
Had to Eat’ is also “astounded by new 
battery’—the Kathanode. 

Aga'n a Post ad tells us, “Leo Car- 
rillo, noted character star who plays a 
famous chef in Walter Wanger’s new all 
star musical ‘52nd Street’ discovers 
amazing new battery”—the Kathanode. 

The above are just a few illustrations 
taken from one magazine. They occur 
every week in practically all of the bet- 
ter magazines having a large national 
circulation. Since taking up coopera- 
tive publicity on a national scale, the 


movies have been able to secure adver- 
tising through the best channels, costing 
millions per year, and to have it all paid 
for by our largest and best merchandis- 
ing corporations. 

Why Can’t Insurance Underwriters Do 

Likewise? 

The movies have demonstrated, to a 
greater extent than any other industry, 
that an organization capable of giving 
publicity and helping in publicity can 
trade this asset for advertising paid for 
by others. 

In what way, you may ask, can the life 
insurance business give publicity or help 
in publicity? The agency force of the 
institution of life insurance is a_ very 
powerful publicity unit. Innumerable 
agents operating individually have fre- 
quently demonstrated that even one 
agent is recognized as a powerful force 
in his community and they have been 
able to trade on this fact. We have at- 
tempted to make practical use of this 
force nationally in only two ways. One 
method was available only to agents 
writing large policies—probably not more 
than 10% of all agents. The other 
method affects more agents and is more 
successful. 

May I illustrate first, the cooperative 
results secured by individual agents; 
second, the results secured through our 
two national cooperative experiences; 
and then suggest the possibilties. 

Cooperation by Individual Agents 

Almost as soon as an underwriter got 
his rate book, he began thinking, “I'll 
scratch your back in the hopes that you 
will scratch mine,” and he started look- 
ing for backs that needed scratching. 
Whenever he heard of anyone being in 
the markct for an automobile, he called 
up the automobile salesman who was on 
his prospect list and told him about it. 
So did we all. 

Usually after persuading some office 
clerk to purchase $1,000 of 20-Pay Life, 
one agent whom I know would try to 
get him to start a weekly or monthly 
savings account to save towards his 
premium. Of course, he recommended 
the bank which was most helpful to him. 
Other agents also boost bond salesmen 
and stock brokers whom they consider 
to be their prospects. There is hardly 
anything that an agent hasn’t helped 
someone sell in the hopes that the seller 
would buy insurance from him. 

At least one successful agent, who sold 
in the country exclusively, carried an ex- 
perienced farm hand with him so that 
the farmer could turn his plow, reaper 
or tractor over to this assistant and give 
his attention to the agent. 

The Oases Club was a unique in- 
stance of cooperative selling. In a cer- 
tain city, one man from each of twenty 
non-competitive lines, selling to busi- 
ness offices, formed a club and met for 
luncheon weekly. The name was taken 
from their various businesses—O for of- 
fice supplies, A for adding machines, (1 
have forgotten S), E for electrical equip- 
ment, and the last S for sales. At 
luncheon, they did not sing songs and 
boast about the super-righteousness of 
their club, as some civic clubs do. They 
exchanged helpful information. When- 
ever a new telephone was ordered for an 
office building, the telephone salesman 
reported it so that the furniture sales- 
man could suggest desks, etc.; so that 
the typewriter man and all of the others 


(Continued on Page 14) 
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G. S. Nollen Presides At 
Premier Club Dinner 


LEADING WRITERS OF COMPANY 


A Number of Home Office Men Present; 
European Dance Star Makes U. S 
Debut at Banquet 

The leading producers of the Bankers 
Life Co. of Des Moines spent three days 
in New York City last week, attended 
a banquet in the Jade Room of the Wal- 
dorf-Astoria, saw many of the principal 
sights of the town. They also visited 
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the opera and the theatre. These pro- 
ducers in New York were members of 
the President’s Premier Club, top club 
of the Bankers Life. 

Three divisional schools of the 
pany are being held which are being 
attended by members of the club. These 
schools are for what the company calls 
its region aces. The school in Washing- 
ton, LD: C., has already had its session. 
This week members of the Premier Club 
attended the school at Edgewater Park 
near Biloxi, Miss., and from there go to 
Phoenix, Ariz. 

Head Office Group 


President Gerard S. Nollen and Vice- 
President W. W. Jaeger, who is in charge 
of the company’s production, headed the 
home office group at the President’s 
Premier Club gathering in New York 
City and also will go to Edgewater Park 
and Phoenix. Mr. Nollen presided at the 
Waldorf Astoria banquet. Accompany- 
ing him to New York were Mrs. Nollen 
and their two daughters who are fresh- 
men at Smith College. 

Other home office representatives pres- 
ent were these: 

E. McConney, vice-president and actu- 
ary; Bert N. Mills, secretary; J. P. Lo- 


com- 


ventzen, general counsel; W. F. Winter- 
ble, director of agencies; M. E. Lewis, 
superintendent of agencies; John M. 


Grimes, agency secretary; Ben H. Wil- 
liams, assistant superintendent of agen- 


cies; and Dr. A. E. Johnson, assistant 
medical director. With Mr. Mills was 
his wife and son Scott. 


Top man in the President’s Premier 
Club was T. S. Reinhard of the Flanigan 
agency, 225 Broadway, whose sudden 
death Monday is reported on this page. 


Helped By Wife 


J. H. Rowe, second among the leaders, 
is a Chicago man. His insurance experi- 
ence has been out of the ordinary. His 
first connection with the company was 
when he started as a telephone boy in 
the western metropolis. Job was to tele- 
phone to leads and make appointments 
for agents. A clerk in the office who 
assisted him in his work later became 
his wife. She persuaded him to go into 
the field with the agents who had gotten 
appointments through his telephoning 
and to learn how insurance was sold 


with the objective of becoming an agent. 
He did this and soon became so suc- 
cessful that for a period of five years he 
led all the other agents of the company. 
Mrs. Rowe was in New York with Mr. 


T. S. Reinhard Dies 
Suddenly 


T. S. Reinhard of the J. E. Flanigan, 
New York City, agency Bankers Life 
Co., died suddenly, Monday evening, 
January 10, at his home in Huntington, 

I. 





“Mr. Reinhard was one of the out- 
standing producers of the country, and 
had just been elected president of the 
Premier Club of the Bankers Life Co. 
having attained the leadership of the 
entire field force for 1937 

Mr. Reinhard was connected with 
the Bankers Life Co. in New York 
City for more than twenty years. 

He leaves a widow and five chil- 
dren, Joan, Theodore, Jr., Robert, 
Faith, Helen. He is also survived by 
his mother, Mrs. Lena Reinhard, and 
a brother, Sam. 











Rowe and shared with him in the con- 
gratulations for his record. 

The No. 3 ranking agent is Joseph 
Jancier of Pittsburgh who also has had 
an interesting career. Born in Czecho- 
Slovakia he came to this country and 
became a coffee salesman. Although his 
knowledge of the English language at 
the time was somewhat limited, he be- 
came an agent and began to sell insur- 
ance in the steel mills and other indus- 
trial spots. He became the first presi- 
dent of the President’s Premier Club. 
That was in 1927 when he paid for 
$1,000,000. 

Some other members of the club who 
were here are H. M. Teare of New 


York City who sold his first policy for 
the Bankers here; B. H. Demarest of 
Lansing, Mich., who has been with the 
company nearly twenty years; J. S. 
Smith of Chicago who sells insurance in 
the Chicago suburban territory on the 
North shore; S. Bornstein of Seattle, 
who vy been writing insurance for six 
years; M. Cannon of Pocatello, Idaho ; 
W. H. abe of Cedar Rapids, Ia., who 
sells to farmers almost exclusively; C. J. 
Pointer of Chippewa Falls, Wis., who 
writes lots of applications in small towns; 
D. M. Olswanger of Memphis, Tenn., 
who made the club in this, his first year 
in the business. 


European Star Makes Debut 

Following the banquet talks which 
were short, and one of the speakers 
being Felix W. Coste, New York man- 
ager of the D’Arcy Advertising Co., 
which handles the Bankers Life Co.’s 
account, there was an_ entertainment 
which proved one of the best which any 
insurance company has had in recent 
years here. It was a strictly high class 
affair in which a new Russian ballerina 
star made her first American appear- 
ance, and included other acts of top 
vaudeville rank. 


TO HAVE TRAINING SCHOOL 


Atlantic Agency of Richmond, Va., 
genéral agent for the Atlantic Life, is 
planning a school for training salesmen, 
with Robert G. Richards, agency sec- 
retary, as director. There will be a se- 
ries of courses, the first beginning Jan- 
uary 17 and lasting for two weeks. Those 
attending the classes will be trained not 
only.in salesmanship but in the funda- 
mentals of life insurance. Instruction in 
salesmanship will be supplemented by 
actual training in selling. A. O. Swink, 
a former president of the Atlantic Life, 
is now president of the agency. ; 





THIRTIETH ANNUAL STATEMENT 


CONTINENTAL AMERICAN LIFE INSURANCE COMPANY 


WILMINGTON, 


DELAWARE 


Decemser 31, 1937 





ASSETS: 


Bonps: U. S. GovERNMENT 


$1,925,333.92 





CANADIAN GOVERNMENT 


97,907.69 





STATE, CouNTY & MUNICIPAL 
RAILROAD 


1,395,797.92 





UTILITY 


1,905,193.73 
2,480,171.19 





INDUSTRIAL 





First MorTGAGES ON CITY PROPERTIES 


61,624.46 $ 7,866,028.91 
6,695,147.84 





First MorTGAGES ON FARMS 


134,887.29 








REAL ESTATE 
Poticy LIENS WITHIN THE RESERVE 


734,936.84 
4,266,394.11 





PREFERRED AND GUARANTEED STOCKS (at market Value) eocsocscsnersnn ‘ 


BANK Stocks (at market value) 


710,960.00 
44,664.00 





CASH 


678,842.68 





TOTAL 


$21,131,861.67 








LIABILITIES: 


LEGAL RESERVE 


$18,518,753.00 





RESERVED FOR PoLicy DivipENDs, TAXES, ETC 


CONTINGENCY RESERVE 





560,922.40 
52,065.28 





TOTAL LIABILITIES 


$19,131,740.68 





CAPITAL STOCK 





SURPLUS 


$ 637,530.00 
1,362,590.99 





TOTAL 


ASSETS IN EXCESS OF LIABILITIES 


2,000,120.99 





$21,131,861.67 














ASSETS 
$12,280,225 
$21,131,862 

INCREASE 72% 


DECEMBER 31 
1929 
1937 


PROGRESS SINCE 1929 


NEw 
INSURANCF 
$15,866,960 
$19,245,383 

INCREASE 21% 


PAYMENTS TO 

POLICYHOLDERS 
$1,067,438 
$1,840,103 
INCREASE 72% 


INSURANCE 
IN Force 
$ 92,448,696 
$123,390,103 
INCREASE 33% 





For General Agency opportunities in 


PENNSYLVANIA 


New York ConNECTICUT 


MASSACHUSETTS 


On10 
WEst VIRGINIA 


MaryYLAnpD 
VIRGINIA 


Inquire of W. M. RorHaerMe., Vice President 
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Revenue Bureau Gives 

Memorandum on Agents 
WRITES FORMULA FOR A. L. C. 
Recent Rulings Which Place Agents 


Outside Security Act May Hold for 
Most Companies 








A memorandum from the Internal 
Revenue Bureau at Washington, D. C., to 
the American Life Convention at Chicago 
received last week states that recent rul- 
ings regarding the status of agents under 
the Social Security Act may be con- 
sidered determinative of the status of 
agents of other insurance companies. The 
memorandum is from Charles T. Russell, 
acting commissioner of the Internal 
Revenue Bureau, and is addressed to Col, 
C. B. Robbins, manager and_ general 
counsel of the A. L. C. The Bureau's 
letter does not constitute a “blanket” 
ruling which under the law the Bureau 
is not permitted to render but serves 
greatly to clarify and simplify the situa- 
tion for companies. 

The effect of Acting Commissioner 
Russell’s memorandum—which is in effect 
a letter of instructions to life companies 
—is that companies upon whose agency 
contracts the bureau as yet has not ruled 
in respect to status under Social Security 
whose circumstances correspond to those 
of companies whose commissioned agents 
already have been held to be “indepen- 
dent contractors” and not subject to the 
act nor the tax, need not request a 
formal ruling on the status of their 
agents. 

“You are advised,” Acting Commis- 
sioner Russell stated, “that the Bureau 
has recently issued several rulings . .. 
holding that the general agents and 
soliciting agents of particular life insur- 
ance companies have such independence 
in their operations as not to constitute 
them employes of the companies for pur- 
poses of the taxes imposed under the 
Social Security Act. 

“These rulings, together with such 
other rulings relative to the question as 
have been made in the past with respect 
to particular cases, may be considered de- 
terminative of the status of agents of 
other insurance companies, provided the 
circumstances surrounding the perform- 
ance of services by such agents do not 
differ in any material respect from those 
existing in the cases upon which the Bu- 
reau has ruled. 

“Accordingly, if the circumstances sur- 
rounding the performance of services by 
agents of any insurance company which 
has not yet received a ruling from the 
Bureau in the matter are such that one 
of the rulings heretofore issued is ap- 
plicable to such agents, it will be un- 
necessary for the company to request a 
formal ruling on the status of its agents 
under the taxing provisions of the act, 
provided the company is able to substan- 
tiate its conclusions if called upon to do 


so.’ 
A. L. C. Requested Formula 


If in any case a company is in doubt 
whether its agents come within the scope 
of any decision previously made by the 
Bureau, Commissioner Russell said, and 
desires a formal ruling in the matter, de- 
tailed information should be submitted 
by the company or its duly authorized 
attorney or agent who is enrolled to 
practice before the Treasury Depart- 
ment. 

The request for a formula for presen- 
tation of factual information to the Bu- 
reau relating to agents in connection with 
Social Security was made several months 
ago by the American Life Convention. 
By means of the formula uniformity in 
filings may be secured and tke work of 
the Bureau in deciding on the status of 
individual companies’ agents considerably 
expedited. The A. L. C. has that formula. 





GEORGE F. STANGE HONORED 


George F. Stange, agent New York 
Life at Kenosha, Wis., on Dec. 31 com- 
pleted 200 consecutive weeks of produc- 
tion, during which he has written one of 
more applications. He has been enrolled 
in the Nylic Double Century League and 
received the certificate of merit. 
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Sun Life Has Long 
List of Promotions 


HALE AND COOPER’ RETIRING 
Suee eeded by F. J. Cunningham and 
. E. Duckworth as Secretary and 
Comptroller, Respectively 





\rthur B. Wood, president and manag- 
ine director Sun Life, announces retire- 
ment Su H. Warren K. Hale, secretary, 
and J. Cooper, comptroller, and the 
ap] tan nt of F. Cunningham, 
F.A.S., assistant actuary, as secretary, 
and E. E. Duckworth, assistant secre- 





F. J. CUNNINGHAM 


tary, as comptroller. The retirement of 
Messrs. Hale and Cooper will take effect 
officially March 31, but in the meantime 
Messrs. Cunningham and Duckworth 
will be associate secretary and associate 
comptroller respectively. Other appoint- 
ments announced, which will take ef- 
fect immediately, are H. F. Gundy, 
F.A.S., assistant chief underwriter, to 
be assistant actuary; E. W. Crowe, 
F.A.S., chief clerk, to be assistant actu- 
ary, Q. C. D. Bovey, supervisor of head 
office personnel, to be assistant secre- 
tary; K. D. Macaulay, supervisor of 
head office routine and planning, to be 
assistant comptroller. AH six of the 
newly appointed officers started with the 
company as clerks in various departments 
at the head office, Montreal. 

Mr. Wood, in announcing the retire- 
ment of Messrs. Hale and Cooper, paid a 
tribute to both officers for their long 
and faithful service. Mr. Hale has been 
with the Sun Life since 1911. In 1918 
he was appointed comptroller, and in 
1923 became secretary. Mr. Cooper, a 
graduate of Cambridge University, is 
popular with the staff and officials of 
the Sun Life throughout the world. He 
joined the company in 1902 and for 
many years was associated with the gen- 
eral direction of the administrative de- 
tail of the actuarial department. In 
1919 he was appointed assistant actuary, 
in 1932 associate actuary, and in 1934 
comptroller. He is an Associate of the 
Institute of Actuaries of Great Britain, 
and a Fellow of the Actuarial Society 
of America. 

Careers of Appointees 

¥. J. Cunningham is a graduate of 
McGill University and joined the com- 
pany in 1922 in the actuarial department. 
He was appointed chief clerk of the 
Profits department and later became chicf 
clerk of the mathematical department. In 
1930 he was appointed assistant actuary. 

“dward E. Duckworth is a graduate 
ot Liverpool University and was science 


mister of Langholm Academy, Scotland. 


He joined the Sun twenty-six years ago. 
en years later he was appointed 
sunerintendent of the department of 
insurance in Quebec and rejoined the 


(Continued on Page 8) 









































TANGLED LIVES 


Circumstance, rather than lack of affection, popu- 
lates those institutions devoted to the care of little 
children. 


Mothers send their children away 
only when they are unable to 
care for them for lack of 
money. Such mothers almost 


invariably are widows— 


Widows of men who neglected to 
their 
needed insurance on their own 


protect families with 


lives. 


Warn fathers of this danger! 





























Equitable Society 
Names Vice-President 


VANCE L. BUSHNELL APPOINTED 





First Entered Society in 1919; Will 
Serve Now in Agency and 
Group Departments 





President Thomas I. Parkinson of the 
Equitable Society has announced the ap- 
pointment of Vance L. Bushnell as sec- 
ond vice-president in the agency and 
Group departments. 

Mr. Bushnell first became associated 
with the Equitable in September, 1919, 





VANCE L. BUSHNELL 


and from that date until 1924 served in 
various capacities as agent in Indian- 
apolis, special representative of the 
Group department at Chicago, and finally 
as sales manager of the Group depart- 
ment at the home office. At the close of 
1924 he resigned from the Group depart- 
ment to join a leading banking and brok- 
erage house in which he later became 
sales manager and a partner. He en- 
tered the service of the Continental 
Bank & Trust Co. of New York in 1932 
as assistant vice-president and a year 
later was promoted to a vice-presidency 
in charge of new business. 

Mr. Bushnell was born in Michigan, 
and after finishing college enlisted with 
the English in the World War, serving 
in the Coldstream Guards, later trans- 
ferring to the first division of the Amer- 
ican forces. Upon returning to this 
country he started his business career 
in the service of the Equitable Society 
as a member of the Indiana agency. 





Equitable Had Sixteen 
Millionaires in 1937 


Equitable Society’s million dollar pro- 
ducers in 1937 were Robert W: Tones, 
Ott agency, New York; Harry T. Wright, 
Woody agency, Chicago; David A. 
Freedman, Rosenstein agency, New 
York: James H. Machette. Devitt agen- 
cy, New York; Louis Behr and Harry 
Steiner. Lustgarten agency, Chicago; 
Lloyd H. Bunting, Wilson agency, New 
York; Stuart MacCallum, Devitt agency, 
New York; John Morrell, Lustgarten 
agency, Chicago; Isidor Hirschfeld, Ben- 
der agency, New York; Max Reibeisen, 
Harris agency. New York: Lisle A. 
Spencer and John M. Pfeil, Woods agen- 
cy, Pittsburgh: Isidor Artsis, Karsch 
agency, New York; R. E. “Dick” Han- 
ley, Woody agency, Chicago; Courtenay 
Barber, Jr., Barber agency, Chicago. 
Leading producer in Ordinary insurance 
was Robert W. Jones; leader in Group 
volume was Keith Morgan, Miner agen- 
cy, New York, and leader in Salary Sav- 
ings and total cases was LeRoy S. 
Kussy, Golly agency, Peoria. 
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Illinois Operations 
Covered in Report 


ENDED JUNE 
People Paid Over Half Billion for In- 
surance of All Kinds, Most of It 
For Life Policies 
For the fiscal year ended June 30, 1937, 
Illinois policyholders paid $501,733,045 in 


YEAR 30, 1937 


premiums, according to the annual re- 
port of the Insurance Department. The 
payments were classified as _ follows: 
Life, fraternal, mutual benefit and burial, 
$367,877,288; casualty, $75,662,264; fire, 
$58,193,493. 

At the close of the fiscal year 1,187 
companies were licensed in Illinois, as 
compared to 1,161 June 30, 1936. Those 
licensed were classified as follows: Fire 
584; casualty, 219; life, 141; fraternal, 
139; mutual benefit and burial associa- 
tions, 104. 


Licenses were issued to 9,715 brokers, 


3,679 solicitors, 75,915 agents and 344 
company service representatives. 
At the close of the fiscal year the De- 


partment had $39,143,489 on deposit for 
protection of policyholders. 

Mr. Palmer’s report also disclosed the 
fire marshal’s office made sixty-four ar- 
rests, conducted investigations, ob- 
tained 35 indictments, resulting in guilty 
verdicts against forty-four persons. The 
marshal’s staff made 4,455 inspections, 
issued 647 correction orders, resulting in 
393 compliances, and ay ined removal 
of 79 dilapidated building 


Guarantee ‘Mutual Nemes 
Three Agency Directors 


A division of the 
into three sections, 


550 


territory 
known as the 


company’s 
to be 


Eastern, Central and Western divisions, 
was anounced last week by A. B. Olson. 
agency vice-president of the Guarantee 
Mutual Life of Omaha. The men who 


will have charge of the three field divi- 
sions will be known as directors of agen- 
cies for their respective divisions. 

Paul Stewart, who has been operatin: 
as a field supervisor over the major part 
of the company’s territory, has been 
placed in charge of the Eastern division 
while Dwight E. Keider, supervisor for 
the State of California, takes charge of 
the Western division, which consists of 
the States of California, Oregon. Wash- 
ington and Utah. Ralph E. Kiplineer 
who has been operating as a Guarantee 
Mutual general agent in central Nebraska 
for the past three years, has relinquished 
his general agency and has been placed 
in charge of the Central division. 

The company does not contemnlate an 
enlargement of territory durine the cur- 
rent year, but plans a more definite con- 


solidation and a closer and more help- 
ful supervision of the agencies now 
operating. For 1937 the comnanv re- 


ported $23,480,000 of net issued business 
and a gain of $7,000,000 in insurance in 
force for the year. 


Jefferson Standard Has 
Best Year Since 1928 


Standard Life, 
. reports an all-time high 
insurance in force at the end 
of 1937. According to A. R. Perkins. 
agency manager, the volume in force is 
now $371,000,000. The sales org raniza- 
tion paid for $53,600,000 in new business 
during 1937. 


The Tefferson 
boro, N. C 
fizure of 


Greens- 


This is an increase of ap- 
proximately $3,000,000 over 1936. Lapses 
were $1,500,000 less in 1937 than in 1936 
Net results for the year show an in- 
crease of $23,000,000 in insurance in 
force. This is the largest gain of any 
year since 1928 and is one of the best 


records from the stand-point of net g 
in the history of the company. 


ROBERT RAINEY WAIT DIES 
Robert Rainey Wait, Hudson branch 


ain 





manager, Metropolitan Life, at Pough- 
keepsie, N. Y., died January 4. He had 
been with the company twenty-four 
years. 











HEARD on the WAY 








in- 
who 
Little 
suc- 


I have frequently been asked for 
formation about Hugh D. Hart 
after being a general agent in 
Rock, Ark., came North and was 
cessively general agent of a company 
in New York and vice-president in 
charge of production of another com- 


pany. 

Mr. Hart is now agency director of 
the Pyramid Life of Little Rock, Ark., 
which recently moved into a new home 
office building and has been stepping 
along in lively fashion. 


In writing to a friend recently Mr. 
Hart said: “a 
“After remaining out of the life in- 


surance business for a number of years 
I decided to return with a small, sound 
company, the Pyramid Life of Little 
Rock. At the time I left for New York 
City thirteen years ago I was torn be- 
tween a desire to help build an Arkan- 
sas company and the lure of the great 
city. I have naturally gained certain ex- 
periences in those years when I was in 
the East and have arrived at some con- 
clusions about the life insurance busi- 
ness which I wanted to put into effect 
in a company. I wanted a small com- 
pany, and a sound one, because I wished 
to prove that the plans and methods 
which I have used can be relatively as 
effective in a small company as in large 
ones, Also I wanted my daughter, Nancy, 
who has just been graduated from Ran- 


dolph-Macon to have some social life 
in my old home town.” 
The Pyramid Life, formed in 1925, the 


president of which is Herbert L. Thomas, 
operates only in Arkansas, Texas and 
Oklahoma at the present time. Mr. 
Hart is bringing into the company a 
number of producers in whom he has 
considerable confidence. Among those 


recruited in the past few weeks are 
these: 

Chalmers R. Wood, for fourteen years 
an agent in Kansas City, Mo. 

William T. Adams, who was one of 
the leaders of a St. Louis company. 

Russell Sharp, formerly president of 
the Southern Life of Nashville. 

J. A. Wood, who as a general agent, 
built a large agency. Also his son, 
Jack Wood, a C.L.U. 

N. P. Ford, formerly a member of 
the Arkansas bar and now a large per- 
sonal producer. 

Herbert Dawson, also a large Arkan- 
sas producer. 

Joe Tom Eubanks, who holds a record 
of having sold 406 policies in one month 
in a rural territory. 

The Pyramid Life is making an Ar- 
kansas First campaign, with five of its 
leading agents acting as a special squad 
to put over the campaign. One of them 
is leading producer of the company. He 
is James Wallin, who also is president 
of a chain of dry goods stores, known 
as the Friendly Stores. Other members 
of the squad are Edwin M. Williams, 
Chalmers R. Wood, L. M. Lueck and 
Howard Thom. 

Incidentally, Mr. Hart is engaged in 
writing a book which will bear the title, 
“How To Add a Million in a Year,” in 
which the author will approach the prob- 
lem of agency production from an angle 
which he calls Growth Unit theory. 
Under his definition a Growth Unit is a 
million dollars of new business paid for, 
within a year by new agents recruited, 
trained and supervised within that year. 

“Under the plan to be outlined in this 
book,” Mr. Hart wrote recently, “any 
agency which will follow the directions 
given in the book can add a Growth 
Unit or two Growth Units, or whatever 
the number may be that he has the ca- 
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Under the plan a 
company can make its agencies grow 
definitely, scientifically and with cost 
predetermined. Haphazard. drifting ways 
are eliminated.” 


Mrs. Era C. Root, widow of the late 
Dr. Edward King Root, for many years 
medical director of the Aetna Life, and 
who died at the age of 79 in August 
last, has given $200,000 to the Hartford 
Hospital to perpetuate the name of her 
husband and to help the hospital realize 
a fund of $2,500,000 for new construction, 
For forty years Dr. Root served as a 
member of the Hartford Hospital staff, 


Uncle Francis 


pacity to handle. 








Harry J. Baker of Boston 
Now in Millionaire Class 





‘ee ' 
% = . ie : 
HARRY J. BAKER 


Harry J. Baker, general agent in Bos- 
ton for the Bankers National Life, 
passed the million dollar production mark 
for 1937 early in December. He is the 
second representative to achieve this rec- 
ord, the first one being Mariano R. Pes- 
quera, general agent in San Juan, Puerto 
Rico. Mr. Baker was born in England, 
settled in Boston, and his first entry to 
life insurance business was with the 
Bankers National in 1929. He has led 
the field in production for six years. 

He does not write any jumbo cases, 
mostly tens and twenties, and his aver- 
age policy is a little over $7, He 
specializes on business and_ professional 
people. Ralph R. Lounsbury. president 
of the company, presented Mr. Baker 
with a fitted traveling bag and he was 
entertained at a dinner given in his 
honor. 


Equitable Society Makes 
Three Cashier Transfers 


Cashier appointments have been made 
by the Equitable Society as follows: Jo- 
seph L. Beesley, assistant cashier at the 
home office. Entering the Societv in 
1926, he commenced work in the Colum- 
bus agency. later serving as assistant 
cashier at Denver, and subsequently as 
cashier at Phoenix. For the past six and 
one-half years he has been cashier at the 
Sv ae agency. 

Edear E. Cobb has been anpointed 
cashier at Svrac use, succeeding Mr. Bees- 
lev. Mr. Cobb entered the Society at 
Richmond in 1920 and has served as 
cashier at various agencies, including 
Dallas, New Orleans, Wheeling and Ral- 
eigh. 

Robert S. Miller, for five years a mem- 
ber of the or? service section of the 
home office, has been appointed cashier 

at Dallas, succeeding Mr, Cobb, trans 
ferred to Syracuse. He entered the So- 
ciety at Rock Hill in 1922 and advanced 
to cashier at New Haven and later Ral- 
eigh. 
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Ray C. Roberts Says 
General Agent Must 
Get To Know His Men 


the New England Mutual General 
Agents Association meeting in Holly- 
wood, Fla., last Friday Ray C. Roberts, 
general agent for the company in Park- 
ersburg, W. Va., gave a few of his ideas 
on how to help the old agent make a 
living. Every case is an individual one, 
he said, which implies the necessity of 
vetting to know the individual agent. 
Mr. Roberts tries to know the men in 
his agency rather well and he tells them 
flatly that the main reason he wants 
them to succeed is because he knows 
that when the men in the field are pros- 
pering. he also will prosper. “I have 
found.” he said, “that it pays to be 
frank.” 

Financing, Mr. Roberts believes, is 
often unfortunate because it makes an 
easy way out for the agent when it 
would be better if he earned what he 
needs. When a man is in a slump, a 
personal visit from the general agent 
often opens the way for a quick cure. 

About the problem of keeping the old 
avent in production Mr. Roberts made 
this statement: “The answer to the 
problem is in the general agent himself. 
‘Canned’ contests may help, sales illustra- 
tions, sales meetings. pep letters, and 
all the rest of the usual methods may aid, 
and should be used, but in the general 
agent himself, and in his relations with 
his men, lies the only deep and lasting 
solution to the problem. If we are the 
men we should be, we can pick out the 
‘urge’ that will solve the problem and 
then apply it personally to the sore spot.” 


\f 
At 


President Smith Tells of New Top 
Records Set by New England Mutual 


The general Agents Association of the 


New England Mutual Life held its 
thirty-fourth annual meeting at the 
Hollywood Beach Hotel, Hollywood, 


Fla., January 7-8. In opening the meet- 
ing George Willard Smith, president of 
the company, reported the best year in 
its history. New business paid for was 
the largest ever recorded for the com- 
pany, the increase being in excess of 
$9,000,000. Insurance in force increased 
more than $78,000,000, bringing the com- 
pany’s business in force to an all time 
high of $1,500,000,000. Mortality for the 
year was four points better than in 1936. 
The average policy was higher and the 
declinations lower than in preceding 
years. During the past ten years the 
assets of the New England Mutual have 
doubled from $200,000,0U0 10 $400,000,000. 

Present from the home office of the 
company in addition to President Smith 
were George L. Hunt, vice-president: 
Glover S. Hastings, superintendent of 
agencies; Charles F. Collins, assistant 
superintendent of agencies, and Dr. 
Harold M. Frost, medical director. 

At the close of the meeting the follow- 
ing were elected new officers of the Gen- 
eral Agents’ Association: Guy D. Ran- 
dolph, Cincinnati, was elected president 
His executive committee is as follows: 
Edwin B. Thurman, vice-president; Al- 
bert W. Moore, Philadelphia, vice-presi- 
dent; W. E. Hayes, Los Angeles, vice- 


Charles F. Collins Talks About 
Control of General Agency Finances 


The general agent, just as any other 
successful executive, must operate at a 
profit, Charles F. Collins, assistant 
superintendent of agencies, New Eng- 
land Mutual, said in his address before 
the General Agents Association of that 
company in Florida, January 7, He con- 


tinued: To operate at a profit requires 
sound judgment. Judgment cannot be 
sound unless based on facts derived 


from information that is both accurate 
and adequate. 

Subject of Mr. Collins’ address was 
“Control of General Agency Finances” 
and in his remarks he pointed out why 
information is necessary. The manage- 
ment of an agency, he said, imposes a 
definite responsibility upon the general 
agent and he suggested that before a 
general agent commit himself to any 
course of action, he should be positive 
that his decision is based upon full 
and complete knowledge of all pertinent 
facts. He declared: “Don’t gamble! 
Get your facts before they get you.” 
Mr. Collins’ address follows in part: 


Sources of Ceneral Agent’s Income 


In a general agency there are three 
Principal sources of income: Operating 
net profit (or loss). Vested interest in 
renewal margins and agents forfcitd 
renewals. Personal commissions. 

Operating Net Profit (or Loss)—This 
means all current non-vested income less 
all expense. Under the New England 
Mutual general agency contract. in an 
established agency, there should be at 
least some operating profit. Where the 
Operating profit is negative agency ex- 
penses are usually too high or else the 
agency is very young or the amount 
of new business is not sufficient to show 
a profit large enough to cover expenses. 

Vested Interest in Renewal Margins 
an’ Agents Forfeited Renewals—This 
Shows the amount of the general agent’s 
Own income from his activities strictlv 
as a general agent. It includes cash 
teccived for his interest in overriding 
commissions of 14% for nine years, 
Plus a tenth renewal of 61%4% payable 
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CHARLES F. 


during the current year. Overriding An- 
nuity commissions are also included here. 
Another item under this head is rever- 
sions or agents’ forfeited renewals, if 
any. 
Personal 
the extent 
does or must augment 
personal production. 


Commissions — This shows 
to which the general agent 
his income by 


Earned Income 


Earned agency profit should include 
not only the annual cash income or 
profit but also the value of future re- 
newal equities. The way to arrive at 
the income earned in any one year is 
to take the present value of future re- 
newal equities, both for the agency re- 
newals and the renewals on the personal 
business of the general agent. From 





GEORGE WILLARD SMITH 


president; Frank M. See, St. 
retary-treasurer. 

Closing event of the meeting was a 
dinner and reception in honor of Presi- 
dent-elect Randolph and Mrs. Randolph. 


Louis, sec- 





this should be deducted the amount the 
general agent receives in the year in 
question of renewal equities earned in 
the past both for his agency and for 
himself. The difference is the net in- 
crease in the general agent’s inventory 
of future equities. There is also an 
item of the future value of agents’ 
reversions. 
Cash Book Essentials 

In keeping your cash book it is very 

important to have adequate and accurate 


information. Therefore all transactions 
should be fully recorded without any 
short-cuts. 

The cash book should show the 


separations and breakdowns in commis- 
sions received and paid out. For ex- 
ample, suppose a general agent received 
gross first-year commissions on agents’ 
and personal business of $1,650, which 
is 55% of $3,000. The first entry should 
be cash received—$1,650. First-year 
commissions received—$1,650. Commis- 
sions payable on this business are 50% 
of $3,000, or $1,500, of which $1,125 is 
due agents, and $375 is due the general 
agent on his personal production. The 
(Continued on Page 10) 


H. P. Cooley Tells Facts 
Behind C+ 1+4+ 43 
HAS HAD PLAN COPYRIGHTED 
Is a Visual Sales Formula Which He 
Uses to Show Prospects’ Need 


For Insurance 





A sales formula which he has had 
copy righted and which he calls the C + 


1+ % + % was explained by Harold 
P. Cooley in his address before ‘the Gen- 
eral Agents Association of the New 


England Mutual Life which met in Hol- 
Ivwood, Fla., last week. Mr. Cooley 
designed the plan as a simple visual 
sales aid used in the interview with the 
man of moderate means. 

About three years ago Mr. Cooley 
was in bed for a month with bronchial 
pneumonia. During the last week of 
his illness he was judged sufficiently re- 
covered to be permitted to exercise with 
a pencil and a pad of paper. And a 
brain-child was born and christened C + 


1+ %+ ¥%. About it he said this: 
“This formula, C + 1+ 4% + &, 
recognizes the desirability of a cash 


clean-up fund and then recognizes the 
three well-defined periods of a widow’s 
life-time as being the (1) first year, dur- 
ing the readjustment; (2) the period of 
time which we sometimes call the Family 
Income period during the children’s rais- 
ing and education and (3) that period 
following the youngest child’s arrival at 
maturity, or the rest of the widow’s life. 

“It seemed to me that no man would 
quarrel with me if I suggested that there 
should be some cash on hand to pay the 
illness expenses, hospital fees and gen- 
eral cost of winding up his career on 


earth. Hence the ‘C.’ I let him name 
the account. 
“Then it seemed to me that no one 


would object very strenuously if I sug- 
gested that the present income be con- 
tinued for one year after the death of 
the insured. One year is not a very 
long while and yet, if every widow could 
have twelve months of uninterrupted in- 
come following her husband’s death, 
what a wonderful thing it would be. 

“And that is what the ‘14’ item stands 
for—half of the present income. Think 
it over yourselves, you men who are 
earning $5.000 a year. Wouldn’t you feel 
that you had done a pretty good job if 
you had so laid your financial plans 
that vou knew your widow would receive 
$2,500 a year until your children were 
educated and ready to step out into the 
world on their own account ? 

“And then the iast period. The rest 
of life. After this woman has done a 
good job bringing up her children on 
one-half of her present income, we find 
it necessary to cut it in half again and 
tell her that for the balance of her life- 
time she will have to get along on one- 
quarter of the present income.” 


Helping New Agent Make Money 


William Eugene Hays, general agent 
for the New England Mutual Life at 
Los Angeles, presented a_ constructive 


paper before the General Agents Asso- 
ciation of his company in Florida last 
week when he discussed how to help the 
new agent make money. The most im- 
portant thing he said, is to get him into 
immediate production and keep him 
there. Mr. Hays outlined the plan that 
is used in his agency: A new agents 
training department under direction of 
a capable salaried man who follows a 
simple but definite training program. 
The training program in his agency, 
he said, contains the fundamentals 
found in most training plans. He said: 
“We believe that the training plan should 
be a continuous habit-forming process 
which will carry on through to the 
ultimate objective of the degree of Char- 
tered Life Underwriter.” He outlined 
the entire training program. Prospect- 
ing is a fundamental part and an award 


‘ 


system is an 


incentive to greater pro- 
duction. 


In his address Mr. Hays said: 
Gives Three Basic Points 


The only way to help the new agent 
make money is to put him into immedi- 
ate production and keep him there. 
It seems that everytime we stray away 
from this fundamental idea. we lose the 
services of a potentially valuable man, 
and the institution of life insurance 
suffers from the results of another fail- 
ure. To our mind, not nearly enough 
emphasis has heretofore been placed on 
the sustaining drive occasioned by plac- 
ing a new agent into immediate weekly 
production. 

The weakness in most agencies, we 
believe, lies in the lack of placing re- 
sponsibility on the shoulders of one 
man whose capability is unquestioned, 
and whose enthusiasm for building men 
cannot be dampened. 

The solution to this problem 

(Continued on Page 10) 
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Page 8 








_UNDERW RITER : 









January 14, 1938 








George E. Potter Made 
A Pru Vice-President 


CAME UP THROUGH THE RANKS 





Started With Prudential as a Clerk in 
1907; Recently Put in Charge of 
Home Office Real Estate 





At a meeting of the board of directors 
of the Prudential held this week George 
E. Potter, who for a number of years 


has been assistant to the president, has 
been made a second vice-president. 
personally 


Mr. 


Potter knows hundreds of 





GEORGE E, POTTER 
prominent leaders in many fields, having 
been for many years contact man for 
President Edward D. Duffield, who has 
one of the widest and most varied ac- 
quaintances of any insurance executive. 
Last year he was given wider duties, be- 
ing put in charge of all home office real 
estate and allied departments. 

Mr. Potter has come up through the 
ranks, having been enrolled as a clerk 
on August 26, 1907. After serving through 
various clerical positions he was made 
assistant manager of Division L on 
March 1, 1920. On January 3, 1927, he 
was appointed secretary to the execu- 
tive and additional recognition followed 
on January 1, 1931, when he was ad- 
vanced as assistant to the president. His 
home is in Green Village, N. 





LEWIS AGENCY HAS NOVELTY 





Contestants to Appear at Dinner in 
Abbreviated Clothing Graded as to 
Success or Failure 

Highly unusual plans have been made 
by the Frank H. Lewis agency, Newark, 
N. J., representing the Masachusetts Mu- 
tual, for a dinner at the Newark Athletic 
Club, January 19. The dinner will come 
at the close of a three months business 
drive that was called the “Nudist Con- 
test.” At the outset of the contest each 
member of the agency had his picture 
taken. Only the head of each member’s 
picture was used and that was attached 
to the picture of a man with nothing on 
but tights. As business was brought in 
by the members, a little more clothing 
was put on the figures. 

The unique part of the affair will be 
that each member of the agency force 
who took part in the nroduction contest, 
will appear at the dinner in the clothing 
in which he finished at the close of the 
contest. Many of the members will sit 
at table with very little clothing on. The 
agency finished 1937 a little ahead of the 
previous year. 


CHARLES DUQUETTE DEAD 

Charles Duquette, former mayor’ of 
\ontreal and ex-president of L’Alliance 
Notienale, a mutual life organization, and 
its former general director, died at his 
home in Montreal recently. 


New Company May Take 
Over Cosmopolitan 


NO RECEIVER HAS BEEN NAMED 





One Proposal Is to Issue Life Insurance 
For Holders of Old Thrift 
Certificates 





No receiver has been named for liqui- 
dation of the $3,106,355 assets of the Cos- 
mopolitan Old Line nor has the court 
specifically indicated whether it would 
name Department of Insurance as liqui- 
dating agent or appoint a judicial re- 
ceiver of the court’s own choosing. 

Several insurance companies have al- 
ready submitted proposals for reinsur- 
ance. One new company has been formed 
in Lincoln, Neb. It is said that their in- 
tent is to take over the Cosmopolitan’s 
business and to write the holders of 
thrift certificates for life insurance and 
allow the amount they have paid the old 
company to apply toward new insurance. 

The new company has approval of the 
Department and is incorporated as the 
Central National Life Insurance Co. of 
Lincoln. The company has capital stock 
of $100,000 and will also have a surplus 
of $25,000 before beginning business. In- 
corporators are D. E. Card, A. C. Mor- 
gan, R. W. Devoe, W. S. Adams, E. W. 
Sartor, W. F. Hoppe, A. H. Adams, Fred 
Morgan and F. E. Card. 


Late News 

In Albany this week were introduced 
bills covering these subjects: 1. Author- 
izing establishment of life insurance de- 
partments in savings banks; 2. permit- 
ting life companies to invest in real 
property for low rental housing in cities 
of 300,000 or more; 3. prohibition of loans 
on policy values at interest rates in ex- 
cess of 444%. 





Leonard H. McVity, secretary and ac- 
tuary of the Canadian Life Insurance 
Officers Association, has been made ac- 
tuary of the Business Men’s Assurance 
of Kansas City. 





The Texas Insurance Commission in 
its annual report recommends a bill be 
passed requiring $250,000 capital and sur- 
plus for new stock life companies. 


Lee A. Phillips Dead 


Lee A. Phillips, formerly executive 
vice-president of the old Pacific Mutual 
Life for nine years, died January 7 in 
Los Angeles following the recurrence of 
a heart ailment from which he suffered 
for several years. In addition to his 
widow, two daughters, Mrs. Wayland 
Morrison and Mrs. Herbert Day, were 
at the bedside when he died. He was 66. 

Mr. Phillips retired from the old Pa- 
cific Mutual Life four years ago but had 
continued active as head and director 
of several other corporations, At the 
time of his death he was chairman of 
the board of directors of the Pacific 
Finance Corp., Pacific Indemnity Corp. 
and Pacific American Fire; president 
and director of the Pioneers Securities 
Corp. and director of Gladding McBean 
& Co. 








DONALD C. KEANE G. A. 


“BILL” STEVENS 





YESTERDAY 


TODAY 


TOMORROW 


-Organized Service- 
THE KEANE AGENCY 


MASSACHUSETTS MUTUAL LIFE INSURANCE CO. 


CH 4-2384 225 wEsT 34 STREET 


“MINUTE MEN” 


JACK FAIRWEATHER 


R. D. LICHTERMANN ASSOC. 


CHET LEROY 








ROYER’S BUSINESS INCREASES 
Ceneral Agent of Penn Mutual in 
Chicago Reports Good Year and 
Celebrates Appropriately 
James M. Royer, general agent Penn 
Mutual Life in Chicago who succeeded 
Alexander E. Patterson now vice-presi- 


dent, reports a highly successful year. 
During December the agency experi- 
enced its twelfth consecutive plus in 


paid business and finished the year with 
an increase of 14% in paid volume and 
11.5% in premiums. 

Following its usual custom the agency 
held its annual mecting at the Edge- 
water Beach Hotel January 3. Talks 
were given by seventeen members, fol- 
lowed by an address by Mr. Patterson 
who went to Chicago to help celebrate 
the continued progress of his old organi- 
zation. Mr. and Mrs. Royer entertained 
forty members of the agency and their 
wives at dinner. 





Reliance Life Increased 
Sales 41.4% Last Year 


More new life insurance was placed 
in 1937 by the Reliance Life than in any 
year since 1930. The volume totaled 
$62,081,448, an increase of $18,184,464 or 
41.4% compared with 1936. The sale of 
accident and health insurance also showed 
substantial increase. 





LEYENDECKER-SCHNUR RECORD 


December was an outstanding month 
in the Leyendecker-Schnur agency of 
the Guardian Life in New York when 
287 applications were written for $2,- 
000,000 insurance exclusive of annuities. 
The total paid for the month was $508,- 
399, bringing the year’s total to $6,673,- 
610, a 20% increase over 1936. 








YA GOTTA 





MAKE CALLS 








IF YA WANTAGET RESULTS 





The Equitable Life Assurance Society 


SUITE 2700, NELSON TOWER BUILDING 
150 SEVENTH AVENUE, NEW YORK CITY 


Charles McKeone 
Agency Cashier 


JOSEPH V. DAVIS 
General Agent 


Of The United States 


LAckawanna 4-6760 


+ 
Mitzi Klein 
Agency Secretary 








Equitable Life of Iowa 


Had Large Gains Last Year | 


Substantial gains in all particulars of 
its financial statement is shown by the 
Equitable Life of Iowa as of the end of 
the year. 


New business paid for in 1937, includ- 7 


ing annuities, totaled $62,462,187, an in- 
crease of $3,717,658, 


or 6.3%, over the 4 


volume paid for in 1936. Year-end fig- | 


ures also revealed that in 1937 the vol- q 


ume of new life insurance totaled $51,- 
396,742, an 
11.4%, 


largest volume of life insurance to be 


increase of $5,254,888, or | 
over the previous year, and the | 


paid for by the agents of the company | 


in any year since 1932. 


Life insurance in force recorded a gain | 


in 1937 of $16,277,633, increasing the to- 
tal insurance in force of the company to 
$571,985,070. 

Twenty-five general agencies of the 
company paid for in excess of $1,000,0M 
of business in 1937 as compared to twen- 
ty-three which attained million 
ranking in 1936. 





C. V. LINDLEY PROUD FATHER 
Cecil V. Lindley, Jr., 


dollar : 





se 


formerly with 


The Eastern Underwriter and now with? 


the John Hancock in Boston, 


and Mrs.) 


Lindley are the parents of a baby boy,/ 


John Cecil Lindley, born January 12. 





Sun Life Changes 
(Continued from Page 5) 
Sun two years later as _ assistant ff 


secretary. 

Harold F. Gundy is a graduate of the 
Royal Military College, Kingston, and 
joined the Sun in 1925. 
appointed chief clerk of the mortality 
department and assistant chief under- 
writer in 1935. 

Ernest W. Crowe is a native of Guelph 
and was educated at Upper Canada Col- 
lege and the Royal Military College at 
Kingston. He joined the Sun in 1924 
as an actuarial student and was ap- 
pointed chief clerk of the underwriting 
department in 1930. 

Q. C. D. Bovey, a graduate of Oxford 
University, joined the company in 1920 
and in 1927 was transferred from the 
investment department to the personnel. 
In 1935 he was appoined supervisor ol 
head office personnel. 

Kenneth D. Macaulay is a native ol 
Scotstown, Quebec. In 1920 he joined 
the Sun and has been with various de- 
partments. He recently organized the 
new department of head office routine 
and _ planning. 


In 1929 he was? 


MOT NIE 
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Agency Directors Of 
N. Y. Life in Florida 


BUCKNER, AIKEN AT MEETING 





Fifteenth Annual Conference in Charge 
of Vice-President Walker Buckner 
at St. Petersburg 





\ttending the five-day annual confer- 
ence of New York Life agency directors 
at St. Petersburg, Fla., all this week, 
President Alfred L. Aiken stated that 
the company’s assets increased about 
$150,000,000 during 1937 and that $477,- 
000,000 of new business was written last 
year. The latter figure marked an in- 
crease of $26,000,000 over 1936 and regis- 
tered the second largest total in the past 
five years. 

Walker Buckner, vice-president, in 
commenting upon the company’s opera- 
tions, said: “There is no doubt but we 
had a fine year in the production of new 
business. Our outlook for the new year 
is good, for I feel the present business 
recession will have little effect on our 
company. It was felt in the last ‘two 
months, which did not show the same 
percentage of gain as did the other ten 
months of 1937, but this did not interfere 
with our splendid record.” 

Mr. Buckner said also that 111 of the 
147 branch offices of the company filled 
their top allotments, which represented 
substantial gains over the previous year. 

Other executives there to attend the 
conference are Thomas A. Buckner, 
chairman of the board; W. H. Danforth 
and Willard King, directors; vice-presi- 
dents Arthur Hunter, Charles H. Lang- 
muir, Griffin M. Lovelace, and Dr. Robert 
F. Fraser, chief medical director. Direc- 
tors Herbert Hoover and Alfred E. Smith 
were unable to be present. 

This is the fifteenth year the N. Y. Life 
has held an agency-directors’ conference 
here. The meeting is in charge of Walker 
3uckner and it is expected that 250 will 
be present. 





Penn Mutual Experiences 
Best December Since 1930 


Alexander E, Patterson, vice-president 
Penn Mutual Life, in a letter to the 
agency force, congratulates them on a 
paid-for production in December larger 
than in any December since 1930, the 
gain over 1936 having been 7%. In 1936 
the Penn Mutual’s gain over 1935 was 
6%, and again in 1937 there was a com- 
fortable and encouraging increase. The 
Salary Savings Department in December 
broke all its previous records in amount 
of issues. The company issues neither 
Group or Industrial and therefore the 
gains are wholly in Ordinary. 

President Wm. H. Kingsley, quoted in 
the Philadelphia Inquirer, said: “As 1936 
was one of the best years for the Penn 
Mutual in new business since 1930, I be- 
lieve that the continuance of gain in 1937 
is particularly significant for the life in- 
surance business during the coming 
year,” 


HANAUER’S NEW CONNECTION 








Resigns as General Agent of Bankers 
National to Enter Ramsay Agency 
in Newark, N. J. 


George H. Hanauer, who has_ been 


+ general agent in Montclair, N. J., at the 
) home office of the Bankers National 


Life, has resigned to go with the John 
A. Ramsay agency in Newark for the 
Connecticut Mutual Life, as a personal 
producer. Mr. Hanauer has been in life 
insurance for about five years starting 
with the New York Life as a personal 
producer. After two years he became a 
general agent for the Bankers National. 


RUKEYSER GUEST OF DAGGETT 

hen Merryle Stanley Rukeyser, news- 
Paper columnist and commentator on 
financial matters, visited Milwaukee to 
address the Milwaukee College Endow- 
ment Association, a luncheon was given 
In his honor at the University Club by 
oe es H. Daggett, executive vice-presi- 
t Old Line Life. 
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matic full page advertisement of the Family-needs 
- appearing in January 8th Saturday Evening Post 
17th Time. 





The FAMILY-NEEDS FORECAST makes larger 


unit sales come more easily 


SALES OBJECTIONS are eliminated 
wholesale by this new, streamlined plan 
that Union Central men are using! 


First of all, the Family-needs Forecast 
shows the father what he’s never seen be- 
fore—a jolting picture of the seven vital 
needs that would confront his family. 
Then it gives him an expert study of how 








his present insurance could cope with 
those needs. 


In our four months’ experience with this 
plan we find the father is likely to sign an 
application—not for just another grudg- 
ing thousand or two—but for enough to 
round out his holdings into a complete, 
planned insurance estate. 


he UNION CENTRAL LIFE Insurance Company 
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Career Underwriter 
Defined by Johnson 


TALKS THREE TIMES IN WEEK 





National Association Vice-President Re- 
affirms Stand on Agency Practices 
Agreement 





It takes approximately three to five 
years to make a life insurance man from 
the rough material, said Holgar J. John- 
son, vice-president of the National As- 
sociation of Life Underwriters and gen- 
eral agent for the Penn Mutual Life at 
Pittsburgh, speaking before the Greens- 
boro Life Underwriters Association on 
Wednesday, January 12. The definition of 
a career underwriter, he said, is one 
who is giving his life to the development 
of life underwriting. 

“All of us,” he stated, “whether we 
have been in the life insurance business 
ten years, fifteen years or twenty years, 
should be constantly in the process of 
development if we are to consider our- 
selves as career underwriters.” 

Mr. Johnson then outlined some of the 
cardinal rules to be followed by the 
neophyte who aims toward a full career 
as a life underwriter. “He must know 
something—and that does not necessarily 
mean that he has to be a college grad- 
uate or a university man, but he should 
have sufficient educational background to 
meet his policyholders and prospects on 
a par. That does not mean formal edu- 
cation, but educational training. 

“It is not necessary to be a specialist 
as some who claim to have specialized 
knowledge about business insurance, to 
be experts on taxes or estate analysis. 
I believe, however, that a man_ should 
have a reasonable understanding of 
finance, business relationships and the 
fundamentals of sociology. He must have 
a reasonably accurate grasp of people 
and the things that affect people. 

“Above all, he must know what he is 
selling.” a 

Mr. Johnson spoke before the District 
of Columbia Association on January 11, 
talking on “What Are We After?” He 
will address the New Orleans Associa- 
tion today, January 14. 

At the District meeting he said: “It 
is a foremost objective of the institution 
of life insurance to make its represen- 
tatives better qualified to serve the pub- 
lic. For two years an agreement has 
been in force among companies repre- 
senting over two-thirds of all insurance 
sold, not to employ the ‘part-timer’ who 
sells insurance ignorantly as a sideline, 
or the incompetent agent who is not 
thoroughly acquainted with his profes- 
sion. This crusade will continue until 
every agent in America is a thoroughly 
trained career man.” 





Advertising Men Now 
Have Own Publication 


The Insurance Advertising Conference 
has scored again with an innovation that 
promises to be popular with its member- 
ship. Hereafter this organization of ad- 
vertising managers and their associates 
representing life, fire and casualty com- 
panies throughout the United States will 
have its own newspaper, the first edition 
of which has just been received. Its edi- 
tor is Frank J. Price, Jr., of the Pruden- 
tial. He is chairman of the LA.C. pub- 
licity committee. 

Printed by multigraph duplicator, the 
L.A.C. Bulletin is presented as a minia- 
ture newspaper of four pages, the sec- 
ond of which is the editorial page. Typo- 
graphically it is attractive and the edi- 
i selected 


torial and news content was 
with consideration for the needs and 
requirements of the membership. It will 


appear each month, 


SQUIRE SUCCEEDS TARRANT 

R. H. Squire, Vancouver, B. C., has 
been appointed manager of Confederate 
Life. He succeeds Howard Tarrant, who 


was appointed superintendent at head- 
quarters in 
in the Vancouver 


Toronto after twelve 


office. 


years 


Chas. F. Collins 


(Continued from Page 7) 


wrong way to show this is to enter 
$1,125 as paid out in first-year com- 
missions, leaving a miscellaneous item 
of $525 standing to the credit of the gen- 
eral agent. The item of $525 is actually 
composed of overriding margins of $150 
on total business, plus the regular 
agent’s commission of $375 on $25,000 
of personal production by the general 
agent. 

The proper entries should show that 
$1,125 has been paid to agents, and that 
$375 has been paid to the general agent 
for his work as a salesman and that 
$150 is due him in overriding margins 
as compensation for his work as general 
agent. 

If the general agent does not wish 
to withdraw the $375 in cash, then his 
cash book should show that he received 
$375 in agents’ commissions, but has 
immediately reinvested that amount of 
money in his agency, in exactly the 
same way as the books would show had 
he taken out $1,000 from his savings 
bank and put it into his business. The 
history of American industry shows that 
the most successful businesses have been 
those where at least part of the proceeds 
have been plowed-in. This process of 
fertilization has been so prolific that 
their stockholders have received in the 
long run several times the amount of the 
original reinvested profit. 

The same thing applies to renewal 
commissions. It is customary for the 
general agent to show that he received 
so-and-so many dollars from his 714% 
renewals. His books show that he paid 
so-and-so many dollars in renewal com- 
missions to agents. The remainder is 
his margin which in reality consists of 
four items: : 

1. His vested renewals, represented by 
1LA%. . 
2. The collection fee, represented by 
1%. : 

3. 


Reversions from agents. 





BUT— 


PHILADELPHIA LIFE 








4. Personal renewals. 
If the general agent is to have suffi- 


cient and accurate knowledge of his 
agency, he should have these items 
segregated on his books or make a 


separate analysis If his books are set 
up in the proper manner, this informa- 


tion can be obtained almost auto- 
matically. 

Inventory 
The general agent’s net operating 


profit may be small for one of two rea- 
sons: Either he has reinvested it wisely 
in agency development for the sake of 
larger future returns, or has wasted his 
money in unfortunate expenditures. A 
general agent may also have a large in- 
come for two reasons: 

(1) He may be operating with great 
efficiency. 

(2) He may be liquidating the accu- 
mulated profits of former years, as gold 
is taken from a mine, and without re- 
placing them or making adequate pro- 
vision for his own future. Very often 
inspection of his income statement by 
itself will not tell which of these pro- 
cedures prevails. Hence, a statement of 
assets and liabilities is most desirable. 

As the Life Insurance Sales Research 
Bureau has pointed out in “Measuring 
Agency Profit,” there is a great differ- 
ence between the general agent’s net 


WE DO NOT COMPETE 
with our own General Agents— 


We have some open territory in western Pennsylvania, Northern 
New Jersey, Virginia, Indiana, and other points. 

For men of General Agency calibre we have a worth while 
General Agent's Contract. 


INSURANCE COMPANY 
Philadelphia, Pennsylvania 





FINGERS? 


LIFE INSURANCE AGENCY. 


225 Broadway, New York City 








ARE YOU LETTING COMMISSIONS SLIP THROUGH YOUR 


OUR BROKER FRIENDS ARE MAKING LIFE INSURANCE AN 
INTEGRAL PART OF THEIR SALES PORTFOLIO. 


WHY NOT COMPLETE YOUR KIT WITH AN ENERGETIC 


IT WILL PAY YOU COMMISSIONS! ° 


THE 
LEYENDECKER - SCHNUR 
AGENCY 


BArclay 7-3670 


















current income for a given year and his 
actual profit for the same period. His 
income for the year is the amount of 
cash he has left after paying all his 


expenses. His actual profit is his cash, 
plus the amount by which his equities 
have increased during the year. In an 
agency which is really progressing as 
well as growing, profit will be greater 
than net cash income, because at that 
stage the general agent is building w 
his equities and putting money into the 
agency for development. 


Value of Business 


In figuring the total value of business, 
figure all first-year margins including 
overriding and expense allowance, less 
all first-year expenses, plus present value 
of vested future renewals. If personal 
production, i.e. the general agent’s 50% 
and nine 5’s, is to be included, the first 
50% first-year commission should be 
used as a credit against first-year ex- 
pense. In calculating all business gains, 
it is probably wise to disregard personal 
production entirely, or to calculate the 
value of personal commissions _ separ- 
ately. A fair value for personal business 
would be about 70%. 

In a mature agency it often happens 
that new equities created by a general 


agent, in a given year, may be less thanf 


the previously vested renewals actually 
received in cash. This means that the 
inventory is growing smaller and _ that 
actual profit is less than income cur- 
rently received. Some of the income 
which the general agent receives dur- 
ing the year can be regarded as cur 
rently earned during that year and some 
of it must be regarded as receipt of an 
asset which the general agent created 
in years gone by. It is important that 
the general agent find out whether this 
situation exists. 





Helping Agent 
(Continued from Page 7) 


agency consists of these three points: 

Selecting only those men whom we 
believe to be possessed with ability to 
do better than an average job, thu: 
tending to eliminate waste of time, effort, 
and money so often caused by general 
agents taking on men who do not meas 
ure up to the highest standards. 

Creating a separate “New Agents 
Training Department” apart from_ the 
regular agency offices. At the head oi 
this department is a salaried manager 
whose success depends entirely upot 
his ability to help new agents under 
his jurisdiction make money in a hurt 
and to continue to do so. 

Giving the new agent a positive atti- 
tude toward the undeniable necessity 0! 
life insurance in the scheme of _ life 
and a consuming “will to win,” that he 
may not only make a living, but go om 
to become the type of representative 
who will reflect great credit to his con 
pany and the institution of _ Iift 
insurance. 





AGENT’S MOTHER DIES 


Louis May, agent for the Continent? 
American and the Connecticut Mutual 
New York City, is receiving the sym 
pathy of his friends on the death of hi 
mother, Mrs. Jennie May. 
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Boston Plans For Big 
Insurance-Trust Rally 


MANY LEADERS TO BE PRESENT 
Myron E. Watson, Fidelity Mutual, to 
Preside Over Seminar; Horton, Yost 
and Stephenson to Speak 





More than 750 leading life insurance 
and trust officers with associates of the 
legal fraternity will gather at the Im- 
perial ballroom of Hotel Statler, Boston, 
on Thursday, January 20, for the fifth 
annual all-day seminar of the Boston 
Life Insurance and Trust Council. The 
theme will be “Following Through” with 
contractual and trust settlements. 

From the life insurance field, Presi- 
dent Guy W. Cox of John Hancock 
Mutual Life will be in attendance with 
other acceptances anticipated during the 
coming week. While the presence of 
Governor Charles F. Hurley is tenta- 
tively promised, Mayor Maurice J. Tobin 
of Boston will attend the luncheon as 
will Massachusetts Insurance Commis- 
sioner Francis J. DeCelles and Bank 
Commissioner William P. Husband. 

Seminar sessions will open with Irv- 
ine L. Shaw of the Granite Trust, 
Quincy, president of the Boston Council, 
for which the presiding officer will be 
Myron E. Watson, Boston general agent 
for the Fidelity Mutual Life. Guy B. 
Horton, counsel for the National Life 
of Vermont, will speak on “Following 
Through With Contractual Settlements.” 
He is widely known in the life insurance 
field and is in charge for his company 
of the legal aspects of life insurance 
settlements. He is author of four books 
which deal particularly with settlement 
and trust features of life insurance— 
leaders in knowledge concerning con- 
tractual settlements. Mr. Horton’s pres- 
ence is sure to attract keen minds in 
the trust field. 

For the forum meeting at the close of 
Mr. Horton’s talk, Albert H. Yost, vice- 
president and general counsel for the 
Phoenix Mutual Life will present ques- 
tions submitted. Mr. Yost has been ac- 
tive in developing the life insurance trust 
in cooperation with banks and _ trust 
companies and has made _ outstanding 
contributions to the methods of settle- 


ment under policies of business and 
partnership protection. 
The afternoon session, over which 


President Irving L. Shaw of the Trust 
Council will preside will have as speaker 
Gilbert T. Stephenson, director of the 
trust research department of the Gradu- 
ate School of Banking of the American 
Bankers Association, New York City, 
presenting the trust side of optional 
modes of settlement. 

For the luncheon period, at which 
President Shaw will be  toastmaster, 
\rthur C. Babson, director of the edu- 
cational division of Babson’s Statistical 
Organization, will speak on the business 
outlook for 1938. 

General Agent Myron E. Watson of 
Fidelity Mutual Life Insurance Co., is 
energetic chairman for the Trust Coun- 
cil committee and has as active vice- 
chairman Frank E. O’Donnell of the Old 
Colony Trust Co. The other committee 
members who are cooperating in this 
seminar are Franklin W. Ganse, John 
Hancock, leader of the Trust Council 
tax clinics; William R. Herhihy, State 
Street Trust; Arthur B. Tyler, Na- 
tional Shawmut bank; Ralph Eastman, 
vice-president, State Street Trust; Wil- 


lian A, McCarthy, John Hancock; 
James A. Donahue, Webster & Atlas 
National bank; Kenneth Eldredge, 


Ma sachusetts Mutual Life; Mrs. Mar- 
lon W. Hacker, Equitable Society, of N. 
Y.; James E. Hollyday, Penn Mutual; 


Alex. M. Hammer, Provident Mutual; 
Thayer Quinby, Columbian National; 
Janies M. Woodhouse, Union Central; 
S Forbush McGarry, Jr., John Hancock, 
“ nes J. Gordon, New England 
‘Wuiual, 





_4OME LIFE AGENCY GAINS 
he J. G, MacConnell agency, Home 
Lift of New York, Los Angeles, showed 
a business increase of 90% in 1937. 


TO HAVE REGIONAL MEETINGS 
Connecticut General Life announces 
three regional conferences to be held 
in 1938. The eastern regional will be 
held September 7, 8 and 9 at the Ocean 
House, Swampscott, Mass.; the western 
regional at the Lawsonia Hotel, Green 
Lake, Wis., September 12, 13 and 14, 
and the Pacific Coast meeting at Hotel 
Del Monte, Del Monte, Cal., October 
3, 4 and 5. Attendance at these con- 


KAKOYANNIS AGENCY REPORTS 

The Andrew Kakoyannis agency, Pru- 
dential, New York City, reports that paid 
business for the year 1937 in that office 
was $11,163,214. Figure includes life in- 
surance and annuities. 


ferences will be based on premium 
volume written and paid for between 
January and September. 


WM. BREIBY GUEST SPEAKER 

William Breiby, vice-president, Pacific 
Mutual Life, and nationally known as a 
consulting actuary, was the speaker at 
the luncheon-meeting of Los * Angeles 
Chapter of Chartered Life Underwriters 
held January 5 at University Club. The 
subject of his address was “The Influ- 
ence of Actuarial Science on Selection 
of Risks.” 





Income lor Lite 


FOR HUSBAND 
AND WIZE ¢ 


| 4 your wife in your retirement 
picture? 


After sixty-five you will receive a 
life income, if you are employed in an 
industry included in the Govern- 
ment’s Social Security plan. But if 
you do not reach sixty-five, the bene- 
fits your wife will receive from this 
source will be small—too little to give 
her a life income or to take care of 
dependent children. 


You can provide a retirement in- 
come for your wile; you can increase 
your own life income; you can pro- 
vide protection for your children — 
all by means of a single life insurance 
contract, the John Hancock Selective 
Security Policy. 


It is especially designed to supple- 
ment Social Security payments or 
to provide an independent fund for 
those not entitled to these benefits. 
It provides flexible protection for your 
wife, that she can turn into income if 


she so desires. 


‘Get the full story of this modern, 
increasingly popular retirement plan 
... told completely... authoritatively 
..- in a booklet we shall be glad to 









send you. It covers all angles of this 
important problem. It will help you 
determine how much additional in- 
come you and your family will need. 


f 


pA EG <—— 
MUTUAL 


LIFE INSURANCE 
COMPANY 


OF BOSTON, MASSACHUSETTS 
\ GuY Ww. COX, 





PRESIDENT 


An advertisement appearing currently in seven national magazines 


‘ 


It will show you how to prepare for 


a happy retirement, not a mere exist- 
ence. Send for it — right now. 





DeparTMENT .@ 
Joun Hancock Mutuat Lire Insurance Co. 
Boston, Massachusetts 


Please send me your booklet, “Selective 
ity.” 

Name 

Address. 

City 








State 
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By Paul Troth 


No two agents sell insurance in exactly 
the same way, which also applies to the 
way they get prospects. What they sell 
and how they sell it is principally an idea. 
Some ideas which have proved successful, 
and which are now being employed, will 
be offered readers of The Eastern Under- 
writer in this column from time to time. 


No. 15 


January starts the annual trek of 
successful life insurance agents toward 
the sunny southland for company con- 
ventions and Winter vacations. Because 
they are successful many of these 
agents will use that little jaunt as an 


occasion for some direct mail adver- 





IDEAS that CLICK | 





Visual Sales Aid 


tising and prestige building among their 
clients by way of a friendly message be- 
fore they go or after they arrive. Aside 
from the purely business angle there is 
too an element of professional courtesy 
practiced by these men in letting their 
clients know that they will be away and 
telling them whom to call in the event 
that they need any insurance service. 

This week I received a card from one 
of these agents. It was a clever idea 
that others might want to follow. On 
one end of the card was an illustra- 
tion; on the other end was this mes- 
sage 

“I shall be in Florida and Cuba, Janu- 
ary 17th to 27th. If you need any service 
in connection with your insurance while 
I am away call... Mr. John Doe, agency 
director, phone number, or Mr. Richard 
Roe, head of the premium collection 


office, phone number. Wishing you 
happiness and success in 1938, John W. 
Agent.” 


The first thing that card made me 


think of was the time an aunt broke her 
glasses and then discovered her doctor 
had gone on a vacation and left no one 


to care for his clients. In the doctor's 
case such a thing was inexcusable. In 
this agent’s case he is doing something 
he really doesn’t have to do and it will 
make his clients think well of him. 
With the swing more and more toward 
a professional attitude in life insur- 
ance selling, it is certainly good business 
on the part of the agent to treat his 
clientele in a professional manner. The 
chances are better than ten to one that 
none of this agent’s clients will need 
any insurance service during his absence, 
but the card is going to make them all 
think of that agent and think of him 
favorably. They will be interested to 


know that he is taking a trip to Florida 


and Cuba and they'll probably also real- 
ize that he must be doing a successful 
job to make such a trip. Because he is 


successful, they will want to continue 


to do business with him. 


Kee Agency Celebrates 
37% Gain in Past Year 


HOLD LUNCHEON IN BROOKLYN 
Victor Duncan Marks Anniversary; 
Harry O. Finch Appointed Super- 
vising Assistant 








Celebrating the close of a year which 
was one of the most successful that his 
agency has had, William H. Kee, man- 
ager of the Brooklyn agency, Mutual 
Life of New York, gave a luncheon for 
the agency force at the Hotel Bossert on 
Friday, January 7. Mr. Kee made sev- 
eral important agency announcements, 
In 1937 the agency showed an increase 
of more than $1,500,000 in new business 
for a gain of 37% over 1936. 

The agency luncheon also celebrated 
the twentieth anniversary in the busi- 
ness of Victor Duncan, agency cashier. 
Several practical gifts were given to 
him by his friends in the agency, as it 
was just twenty years ago January 7 
that he started in as a clerk. 

Plan New Educational Course 

Manager Kee announced the appoint- 
ment of Harry O. Finch, statistician of 
the agency for a little more than a year, 
as supervising assistant effective Janu- 
ary 1. 

As a result of the wide interest in the 
recent business life insurance course 
conducted in the agency over a period of 
eight weeks by Carl E. Haas, educational 
director, a mew course on estate con- 
servation is scheduled to start Monday, 
January 17. 

Morris Largeman, branch manager at 
Williamsburg, reported a gain of 75% in 
new paid business during 1937 and Dis- 
trict Manager K. E. Kunken reported an 
in¢rease of 50% from his unit in Hemp- 
stead. 

With the new Juvenile Policy, which 
the company has just put on the market, 
and the excellent spirit of cooperation 
existing throughout the entire organi- 
zation, Manager Kee expects that 1938 
will continue to show marked progress 
in his agency. 


VIENNA MEDICAL BOOK 








New Volume by Drs. Felix Deutsch and 
Fritz Stern; Gives Medical 
Impairment Ratings 


From the press of Emil M. Engel, 
Veinna, Austria, publishers and printers, 
comes a new volume, entitled “Life In- 
surance Medicine,” by Dr. Felix Deutsch 
and Dr. Fritz Stern. 

It is a systematic study of rating med- 
ical impairments (extra mortality). <A 
section of the work comprises descrip- 
tion of examination methods and labora- 
tory tests, occupational diseases, disabil- 
ity and accidental death benefit. 

Dr. Deutsch is a lecturer on medicine 
at the University of Vienna and at Har- 
vard. Book sells for $6. 


WRITES APP-A-DAY IN MANILA 
Morris Appelman who went to Manila 
on September 6 to join the agency staff 
of Elizalde & Co., Inc., managers in 
the Philippine Islands for the United 
States Life, wrote an application there 
on the day he arrived and had main- 
tained that record every day since then, 
according to the last word received in 
the New York office on November 24. 
Mr. Appelman is setting a record for 
the Far East. 


TACOMA AND SPOKANE CHANGES 

Austin Thayer, Washington State 
manager, Prudential Ordinary depart- 
ment, announces appointment of Albert 
Merrill, formerly of Pasadena, as branch 
manager at Tacoma, and Joy Williams 
as branch manager at Spokane. 


WOFFORD AGENCY WRITINGS 


Harris L. Wofford, manager Manhat- 
tan Ordinary agency, Prudential, reports 
paid December business $481,269. Paid 
for the year was $6,340,891 compared 
with $5,576,817 in 1936, an increase of 
more than 134%, 
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MONEY MOON 


The pacemaker month, January, is generally used to fore- 
cast our year. And yet, success-wise, January is only a state 
of mind, a time of high confidence and ambition, a new 
beginning. 


As salesmen, our plans are predicated on the persistent 
belief that success is bound up in a calendar year, an 
arbitrary period of 12 months which can be read in advance 
in the light of January’s success. 


As long as that basis for self-accounting exists, then, let’s 
get in step and make January the money moon, the month 
that will be the gauge of a productive year. No month can 
be too soon to apply the diligence and intelligence which is 
still and always will be the main spring of success. 


STATE MUTUAL LIFE 


ASSURANCE COMPANY 


of Worcester, Massachusetts 
Incorporated 1844 


Over 94 Years a Synonym for Security 
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C ontinental American 
Shows Steady Growth 


GAINS IN DEPRESSION YEARS 





Excellent Financial Condition Shown in 
Average Investment Earnings of 
446%; Average Policy High 





The Continental American Life of Wil- 
mington shows excellent results in its 
annual report just issued. Its insurance 
in force increased during last year 6%, 
almost double the Ordinary business gain 
of companies generally. Assets gained 
8%. now standing at $21,131,861. 

Progress of the company during the 
depression years was notable. Compared 
with averages of all companies Conti- 


) nental American during the eight years 


since 1929 had increase in assets of 72% 
compared with 51% for all companies. 
New insurance increased 21% and insur- 
ance in force gained 33%. 

Continental American has not capital- 
ized any unpaid interest or foreclosure 
costs on real estate and the real estate 
owned by the company has been written 
down so that present book value is only 
73% of unpaid principal. For the sec- 
ond consecutive year value of real estate 
owned is less than at the beginning of 
the year. 

The company has, without sac~ifice of 
safety, realized a gross yield of 446% 
on total investments made in 1937. Of 
new investments 72% were mortgages, 
largely newly constructed residences oc- 
cupied by owners. The high quality of 
the company’s city mortgages is evi- 
denced by the fact that none were in 
process of foreclosure at the close of 
the year. Interest overdue was neglig- 
ible. 

During 1937 surplus increased to $1,- 
362,590 and capital and surplus at the 
close of the year were $2,000,120. As- 
sets are more than 10% in excess of 
reserves and all other liabilities giving 
to policyholders a margin of safety that 
is approximately double that usually con- 
sidered necessary for a life insurance 
company. The quality of the company’s 
business is reflected in the average 
amount of policy which on new business 
last year was $5,213. 





QUARTER MILLION WRITERS 





New Round Table Organized in San 
Francisco Under Chairmanship of 
Arthur K. Deutsch 
By-laws, plans for the future and a 
program of operation were adopted Jan- 
uary 10 by the recently organized Quar- 
ter Million Round Table of the San 
Francisco Life Underwriters Association 
under the chairmanship of Arthur K. 
Deutsch, Equitable Society, only San 
Francisco member of the Million Dollar 
Round Table of the National Associa- 

tion. 

It is planned to hold a formal annual 
dinner at which a diploma or certificate 
of award is to be presented to each 
member, who must have qualified with a 
production of at least $250,000 with $6,000 
in paid new premiums on at least twenty 
lives. The first dinner will be held in 
March at which time it is planned to 
have the wives of members present. 





JOHN E. REILLY OPTIMISTIC 

John E. Reilly, president Old Line Life 
expresses the opinion that 1938 will offer 
Opportunities for one of the largest pro- 
ductions of life, accident and health in- 
surance in recent years. He finds an en- 
couraging factor in the much improved 
return on investments during the past 
ye ir, and also in the better market for 

th city and farm real estate. While 
Seal figures are not yet available, new 
business of the Old Line Life in 1937 was 
fully equal, if not greater, than in 1936. 
Total insurance in force at the beginning 


of 1938 approximates $77,500,000. 


Letcher Made Associate 
Of Pedrick In Brooklyn 

38 YEARS WITH EQUITABLE LIFE 

Was Chief Lieutenant of Late Charles 


Jerome Edwards and Succeeded 
Him in 1925 





Capt. William J. Pedrick, president of 
Wm. J. Pedrick & Co., Inc, which has 


taken over the business of the former 
Charles Jerome Edwards agency of the 





HAROLD H. LETCHER 


Equitable Life Assurance 
Brooklyn, has appointed 
Letcher an associate. 

The late Charles Jerome Edwards was 
one of the outstanding men in life in- 
surance; was former president of the 
National Association of Life Underwrit- 
ers; was a dynamic figure at its con- 
ventions. He became general agent of 
the Equitable in 1896; died in January, 
1925. Harold H. Letcher joined the 
Equitable thirty-eight years ago, and 
upon Mr. Edwards’ death became head 
of the agency. He is past president of 
both the Brooklyn Life Managers Asso- 
ciation and Brooklyn Rotary Club. 


NEWCOMB -TATNALL ADVANCED 


Society in 
Harold H. 








Former Becomes Supervisor and Latter 
Unit Manager in Home Office Agency 
of Penn Mutual 

Messrs. Reese and Reiley, managers of 
Penn Mutual Life’s home office agency, 
announce two promotions. Robert E. 
Newcomb, a member of the agency since 
January 1, 1933, and holder of an un- 
usual production record, has been ap- 
pointed supervisor. Mr. Newcomb en- 
tered life insurance in 1930 when he 
joined the Syracuse office of the John 
Hancock. His earlicr business exper- 
ience was as a traveling salesman, a 
safety and personnel director, a produc- 
tion manager, and a bank clerk. In addi- 
tion to his work for the Penn Mutual, he 
is an instructor in life insurance and 
public speaking at the Pierce School of 
Business, Philadelphia. 

Runcie L. Tatnall, a member of the 
agency since July, 1931, has been given 
charge of a unit as unit manager. Mr. 
Tatnall graduated as a mining engineer 
from University of Pennsylvania in 1922. 
His subsequent business experience was 
chiefly in the advertising field. Since 
joining Messrs. Reese and Reiley he has 
been successful as a producer, and later 
in supervisory work. 

NEWFOUNDLAND INSURANCE 

People of Newfoundland, which is 
Britain’s oldest colony, average nearly 
as much in life insurance per capita as 
do the people of Canada, who in turn 
are only a little behind those of the 
United States. A Newfoundland sum- 
mary for 1936 shows about $53,000,000 in 
force, $1,600,000 premiums and_ policy 
loans of about $2,000,000. 


DEPENDABLE PERFORMANCE 





ROHIABLE 
ROSPECIN 





Connecticut Mutual representatives are 
finding the material presented in the Com- 
pany’s new booklet, “Profitable Prospect- 
ing,” extremely valuable in pointing the 
way to increased earnings. 


Based on a pioneering and exhaustive 
study of 21,403 cases, which have been on 
the books of the Company up to twenty-two 
years, and representing over 63 million of 
life insurance, “Profitable Prospecting” 
points out those specific factors to look for 
in a prospect if he is to be termed “profit- 
able” to agent, agency and company. 


CONNECTICUT 


LIFE 
nme necator 





INSURANCE COMPANY: HARTFORD 
Scene 
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$1,000,000 Assistance Without Cost 


(Continued from Page 3) 


could present their wares. 
at the practical value of the total in- 
formation given at the first meeting I 
attended. We did some high class back- 
scratching at the Oases Club and plenty 
of it 


I was amazed 


Trust Company Cooperation 

\long about 1923, Winslow Russell of 
the Phoenix Mutual produced a movie 
film on life insurance. Up to that time, 
we had had no cooperation between life 
underwriters and trust companies in our 
city. The local association had gone on 
record as being opposed to insurance 
trusts and in favor of settlement options. 

One agent whom I knew purchased 
Russell’s film and at his suggestion, the 
local trust companies made another film 
of 2,000 feet, showing through dramatiza- 


tion the advantage of having life insur- 
ance made payable to corporate trus- 
tees. By getting all agents and all the 


trust companies together, he was able to 
these films in six high school audi- 
toriums and before every club in the city, 
to secure 10,000 entrants in an essay 
contest based upon the film, and also to 
secure free newspaper space worth more 
than the entire expense. This joint co- 
operative effort did more to publicize 
life insurance in that city than all the 
efforts of individual agents in the past 
We learned that the cooperation of all 
of the life insurance agents in any com- 
munity constituted a powerful force. 
Toint efforts multiplied the value of in- 
dividual efforts 
Referring again to 


show 


Russell’s 


Winslow 


film. IT remember that we went to one 
of the largest local picture houses and 
told the manager that there were 3.000 


licensed insurance men in his community 
ind that these insurance men would not 
forget it if he ran this film as part of his 
regular program throughout “Thrift 
Week”. The film of course was run 

Later on, The National Association of 
Life Underwriters cooperated on a na- 
tional basis with the trust division of 
the American Bankers Association. One 
of the results was that thousands of dol- 
spent by trust companies for 
newspaper space advertising life insur- 
wnce. One trust companv spent over 
$50.000 a vear in newspaper advertising 
alone There are two reasons whi ' 
cooperation secured thousands of dol- 
lars of free advertising while the movies 
cet millions 

1. The movies have learned the valu 
of dealing with comnanies that do na- 
tional advertising. Trust companies ad- 
vertise locally—not nationally 

2. Trust company cooperation did not 
appeal to the Industrial agent or to the 
rank and file of Ordinary agents. It in- 
terested only about 10% of the total 
agency forces 

The results were very worth while in 
advertising secured and in definite cases 
sold with the assistance of trust officers 
Just picture, however. what can be ac- 
complished when we have some form of 
cooperation sponsored bv our national 
association that interests 90% instead of 
10% of our a: forces and deals with 
the largest industrial and commercial 
organizations in the country 


lars were 


ency 


Example of Life Insurance Week 


During the World War. people be- 


came accustomed to attending meetings 
where thev were told the advantare of 
investing in Liberty bonds, war savings 
stamps, etc. After the close of the war. 
one agent in Louisville. thoucht that it 
might be a good idea to continue such 


meetings and explain to the people the 
value of investing in life insurance. He 


had read in a mavrazine that a Mr 
Strauss in New York had organized 
some kind of thrift society and had 


designated a certain week in the vear as 
thrift week. He had great difficulty find- 
ing out what week was so designated as 
no one in Louisville knew and the Life 
Underwriters’ Association could not tell 
him. He finally secured the date from 
the New York office of the American 
Bankers’ Association. He thought that 


he could arrange to give some lectures 
during thrift week regarding life insur- 
ance and that the best place would be 
offices having large numbers of em- 
ployes. The auditor of receipts of the 
L. & N. Railroad home office had six 
different offices under his control. The 
agent explained to the auditor that a 
thrifty employe made a better employe 
than a spendthrift, that a certain week 
had been designated as thrift weck; giv- 
ing publicity to life insurance. savings 
accounts, real estate and building and 
loan associations and that he being in 
the life insurance business was _ inter- 
ested in giving publicity to life insur- 
ance. He asked for the privilege of 
setting up some charts in one of the of- 
fices and giving a lecture during the last 
fifteen minutes of the lunch hour. All 
he asked of the company was this per- 
mission, plus an announcement made by 
the chief clerk of the office prior to the 
lunch hour, stating that the men could 
attend, or not, as thev saw fit. To his sur- 
prise, about three-fourths of the men 
attended: this lecture and most of them 
gave him their names and addresses on 
blank cards. When the auditor saw this 
interest, he agreed to the same _per- 
formance being given on other days on 
the company’s time instead of on the 
men’s lunch time and other offices fol- 
lowed suit. These lectures were given 
daily for about three weeks. 

The following year the local Y. M. C. 
\. hecame interested and throuch their 
rood offices life insurance men were 
invited to speak in many shops and in- 
dustrial plants, in addition to laree of- 
fices. Following this. the National Y. M. 
C. A. took up the idea and for auite a 
few years fostered “Life Insurance 
Day.” The life insurance companies 
recognized the value of this cooperative 
work and also realized that the comno- 
nies and the agency forces united cont 
do many things that individual 
alone could not do and they took over 
the maacement of ard the responsibility 
for “Life Insurance Dav” which became 
“Life Insurance Week.” I nnderstand 
that the companies will spend in excess 
of $170.000 in promoting a similar week 
in 1938. The institution of life insurance. 
however, will receive probablv a million 
dollars of publicity and advertising dur- 
ing that week because other institutions 
that have publicity at their disposal will 
recognize the tremendous force of life 
insurance men, united nationally, and 
will be glad to tie in with it. 

This underwriter believes that we have 
hardly scratched the surface of coopera- 
tion and that. by keenine open eves, 
open ears and open minds towards the 
subject. we should be able in the future 
te accomplish many times what we have 
done in the past. 

This needs organization on a national 
basis, not for one week, but permanently 
with experts in public relations for life 
insurance watching for opportunities. 
makine national contacts and pointine 
the wav for the follow-up bv the indivi- 
dual arent. A bie job. ves: but one we 
seem to be working towards. 


agents 


HEARD AGENCY SUPERVISOR 


Appointment of Frank C. Heard as 
agency supervisor of the American Na- 
tional’s Ordinary department has been 
announced. Mr. Heard has resipned as 
assistant manager for the Prudential’s 
Ordinary department at Birmingham, 
\la.. to join the American National. He 
has been in insurance for twenty years, 
first with the Metronolitan, then with 
the Aetna and later with the Prudential. 


LAMAR RADIO POWER HIGHER 

Increase in the power of WIDX, the 
Lamar Life radio station, to 5,000 watts 
daytime was formally announced by Pres- 
ident P. K. Lutken in a broadcast during 
a special eishth anniversary program. 
Governor White of Mississippi was 
among the broadcast speakers. WJDX 
is an N.B.C, associate. 





She Takes It All 
For Granted 


Father and mother and home — 


Warm clothes, regular meals, and playthings. 


A child takes all for granted. She accepts material comforts 


as a matter of course. 


She does not question their con- 


tinuance. Nor would parents have it otherwise. 


It is father who makes the tie-up with his own earning 
‘apacity, who senses the vulnerable point in the family 
program, who strengthens it with life insurance. So doing 
he assures for his family continuance of comfortable living, 


whether he lives or not. 


A larger income while children are young, then a smaller 


income for the wife’s lifetime. 


It is surprising how far a 


moderate amount of life insurance, arranged by a competent 


agent, will go. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 





STUDY GROUP FOR C. L. U. 
The Richmond, Va., chapter of Char- 
tered Life Underwriters will sponsor a 
study group for those contemplating tak- 
ing the C. L. U. examination in June. 
Plans for aiding those preparing for the 


examination were discussed at a lunch- 
eon. John B. Cary, agent Northwest- 
ern Mutual Life, is president of the 
chapter. 
W. Tolar Nolley agency, Richmond, 1s 
secretary. 


THE HOME LIFE INSURANCE CO. of AMERICA 
PROTECTS THE ENTIRE FAMILY 


Home Life agents are equipped to serve every need for life 


insurance. 


Modern policies are issued, on both Industrial and 


Ordinary plans, from birth to 64 next birthday. 
A POLICY FOR EVERY PURSE AND PURPOSE 


Basil S. Walsh 
President 


INDEPENDENCE SQUARE 


Bernard L. Connor 
Secretary 


John J. Gallagher 
Treasurer 


PHILADELPHIA, PENNA. 
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Home Life President 
Plans Tour of Good-Will 

TO HOLD LUNCHEON SERIES 

Policyholders Will be Invited to Meet 


Leading Producers Following Two 
Months Campaign 








The Home Life of New York is spon- 
soring a series of seven luncheon meet- 
ings throughout the country during 


March, to be attended by prominent 
po licyholders and clients of its under- 
writers. Each luncheon will be held under 
the auspices of the home office and each 
meeting will be addressed by President 
James A. Fulton. This good-will tour 
by President Fulton has been tied in 
with a sales campaign that opened Jan- 
uary 1 and terminates February 28. All 
the company’s agencies have been 
grouped geographically into seven differ- 
ent zones, and the leading producer in 
each zone will be the guest of honor at 
each meeting. 

Each winner will list the names of rep- 
resentative business men in his home 
town, and such policyholders and clients 
will be personally invited by President 
Fulton to be present at the luncheon to 
honor the leading salesman. 

Under the geographical zoning of all 
agencies, winners will be declared in the 
following groups: Two from the metro- 
politan New York area, one from New 
England, another from the middle Atlan- 
tic area, one from the Great Lakes dis- 
trict and two from the Mississippi Val- 
ley and the western states zones respec- 
tively. 

This first-of-the-year sales campaign 
by the Home Life has been titled “Presi- 
dent Fulton’s Testimonial to Field Men.” 
It was suggested by him this year as a 
reciprocal move. It was just a year ago 
that the agency force pooled their pro- 
duction efforts and dedicated the first 
quarter’s production of 1937 to Mr. Ful- 
ton’s ten years of service with the home 
life. President Fulton now honors the 
leading salesmen of his company in spon- 
soring testimonial meetings in their be- 
half. 





McNULTY ADVANCES SLOANE 





Made Agency Assistant in Times Square 
fice of Prudential; Has Steady 
Production Record 

Following his expressed intention of 
making all promotions from his own 
agency staff, Manager John A. McNulty, 
of the Prudential Times Square agency 
in New York, has appointed Harold N. 
Sloane agency assistant. Mr. Sloane 
graduated from University of Syracuse 
in 1927, after which he studied law at St. 
Lawrence University. He then entered 
upon a business career, being a custo- 
mers’ man in Wall Street until 1932, 
when he entered the insurance business. 
He has been with the McNulty agency 
for two and one-half years, during which 
time he has had a consistent record of 
production. He has written several arti- 
cles for insurance magazines and is an 
active member of the Life Underwriters’ 
Association. 





EUBANK LEADS PRUDENTIAL 


The Downtown Ordinary agency, Pru- 
dential, New York City, of which Gerald 
A. Eubank is manager, last year led the 
company in paid-for Ordinary as_ well 
as net increase in business in force 
in 1937. Volume was $13,113,026 exclud- 
ing Group and Wholesale but including 
$1,540,448 annuities. Mr. Eubank started 
the Downtown office three years ago. 


RAMSAY AGENCY SHOWS GAIN 

The John A. Ramsay agency in New- 
ark, N. J., Connecticut Mutual Life, pa‘d 
for a total of $5,423,252 of new business 
in 1937. Of this amount $4,104,741 was 
in life insurance and the balance in an- 
nuities. The life business of the agency 
Shows a slight gain over that of 1936. 
Goal of the agency for 1938 has been 
Set at $6,000,000. 














PUBLISHED 


In the Interests of 
Life Insurance Protection 


The picture above shows the daughter of a man who 
clothed her well, provided all the little luxuries of life—who 
was the ideal father while he lived. But during his life- 
time, he couldn’t be bothered with insurance. Salesmen 
annoyed him. The result—he was only a half-time father. 





All life underwriters interested are invited to clip this 
illustration and use it in those cases where the father- 
prospect “can’t be bothered.” 


THE LINCOLN NATIONAL LIFE 
INSURANCE © COMPANY 


FORT WAYNE, IND. 
ITS NAME INDICATES ITS CHARACTER 


ns 











Conn. Mutual Assets, 
In Force, at New High 


GENERAL ACENTS IN FLORIDA 








President Loomis Tells of Splendid 
Progress; Vice-President P. M. 


Fraser Closes Conference 





The 1938 conference of the general 
agents and home office officials of the 
Connecticut Mutual Life ended yester- 
day at Hollywood, Florida. The meet- 
ing opened Monday, under the chair- 
manship of John M. Fraser, general 
agent, New York City. A review of the 
progress made by the agency force of 
the Connecticut Mutual in 1937 was 
given by Second Vice-president and Su- 
perintendent of Agencies Vincent B. 
Coffin; E. A. Starr, newly appointed 
man wer of salary savings pointed out 
the great opportunity for business in 
this field and the plans which the com- 
pany has for developing this phase of its 
business. The concluding speaker on the 
first day’s program was President James 
Lee Loomis. 

With Paul C. Sanborn, general agent 
at Boston, as chairman, the second day 
of the conference opened with a panel 
discussion on the training and develop- 
ment of new men. Those taking part 
in this panel were: Assistant Superin- 
tendent of Agencies Frederick O. Lyter, 
General Agents William L. Boyce, John 
M. Fraser, New York; James G. Hill, 
Nashville: R. Homa Houchin, Hunting- 
ton. W. Va.: John A. Ramsay, Newark, 
and Everett F. White, Dallas. The day’s 
session was concluded with a talk by 
Mr. Coffin on the sales plans and ob- 
jectives of the company for 1938. 

A feature of all general agents’ con- 
ferences of the Connecticut Mutual is 
the president’s dinner. At this dinner 
President Loomis pointed out the high- 
lights of the company’s progress in 1937 
and discussed the annual statement fic- 
ures. Mr, Loomis brought out that the 
Connecticut Mutual now has the great- 
est amount of insurance in force in its 
history and that assets are at an all 
time high. Insurance in force at the 
Connecticut Mutual now stands at ap- 
proximately $979.000.000 and assets at 
approximately $310,000.000. 

Chairman for the third day was Her- 
bert C. Remien, general agent at Grand 
Rapids, and the program was opened with 
another panel discussion period, this one 
being on the subject of business of qual- 
ity. Participating were: Second Vice- 
President Harold N. Chandler, Vice- 
president Harold F. Larkin, Second Vice- 
president and Associate Actuary Leslie 
R. Martin, Medical Director Charles B 
Piper, and Secretary Henrv H. Steiner. 
Paul C. Sanborn, general agent, Boston, 
closed the session with a talk in which 
he pointed out that an agent must have 
incentives to build prestige. 

The final day of the conference was 
chairmanned by E. Dale Shepherd, gen- 
eral agent, Houston. The successful use 
of simplified programming in his agency 
at Pittsburgh was ably presented by 
General Agent Robert N. Waddell and 
he was followed by Second Vice-presi 
dent Harold N. Chandler, who discussed 
the optional settlement service offered 
by the company. 

Direct mail has been an important part 
of Connecticut Mutual field equipment 
during 1937 and the results, experiences 
and ways to use it were shown in a 
panel discussion on this subject. Con- 
tributing to this panel were: Assistant 
Superintendent of Agencies George F. B. 
Smith, General Agents Walter i Blos- 
som, Erie; G. Archie Helland, San An- 
tonio; N. Baxter Maddox, Atlanta, and 
Everett F. White, Dallas. 

Before the conference finally closed 
with an “au revoir” from General Agent 
Sidney B. Rosenbaum, Cleveland, Vice- 
president Peter M. Fraser gave a stimu- 
lating talk on “What’s Ahead in 1938.” 





G. E. S. Davis, a director of the Provi- 
dent Mutual Life, who passed away re- 
cently, has left £144,009 ($720,045). 
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Great-West Life Selects 
Four Minnesota Managers 





—— 














J. D. GRAHAM 


The Great-West Life announces ap- 
pointment of four branch managers to 
take charge of its newly organized Min- 
nesota offices. J. D. Graham becomes 
manager for Minneapolis with headquar- 
ters at 1110-1118 Roanoke Building. 


Anthony Finberg and M. I. Lindsay are 
St. Paul branch managers, Mr. Finberg 
with offices at 1103-4 Pioneer Building, 
and Mr. Lindsay in charge of newly 
opened offices at 820-821 New York 
Building. In addition to his activities in 
St. Paul, Mr. Lindsay will supervise the 
company’s territories in southern Min- 
nesota. 

R. McCondach becomes branch man- 
ager for Duluth with offices at 215-216 
Lyceum Building. This extension of 
branch office organization has been 
necessitated by increase of business, All 
the foregoing appointments became ef- 
fective January 1. 





VAN WINKLE AGENCY GAINS 





Manager and Nineteen Delegates Left 
This Week for Equitable Society 
Meeting in Florida 
Kellogg Van Winkle, manager of the 
Southern California agency at Los An- 
geles for the Equitable Society, accom- 
panied by nineteen delegates from his 
agency, left January 4 for Miami, Fla., 
to attend the company’s educational con- 
ference at the Miami Biltmore January 
10 to 14, inclusive. Mr. Van Winkle is 
president, National Chapter Chartered 

Life Underwriters. 

The leader in the Van Winkle agency 
for the year in paid-for volume of new 
insurance and premiums is Grantley B. 
Harper, C. L. U., and the leading unit 
manager in volume and premiums for 
the year is Rudolph Wiedemann, 
C. L. U., of Hollywood, with a paid- 
for volume amounting to $1,598,888, and 
total premiums of $68.119. 

For 1937 the Van Winkle agency ex- 
perienced a gain over the record for the 
previous year of $600,000 in volume of 
paid-for new insurance. 





HAS BIG DECEMBER 
The Allen & Schmidt agency, New 
England Mutual. New York City, ended 
up the year in fine style with $1,030,000 
in December. Total paid-for in 1937 was 
$6,000,000 exclusive of annuities and sin- 
gle premium 





MIELENZ HAS ANNIVERSARY 


Albert E. Mielenz, Wisconsin general 
agent Aetna Life, has passed his twen- 
tieth anniversary in that post. He has 
made his entire insurance career of 
forty-seven years with that company. 


Pink pees the On a: Seen 


(Continued from Page 1) 


nies now have on their hands an ab- 
normal amount of real estate which they 
should liquidate as rapidly as they can 
without sacrifice. It is no time to per- 
mit the purchase of new real estate as a 
general policy. It would be better to 
tighten the belt by further reducing divi- 
dends, if necessary, rather than to em- 
bark in untried and speculative fields. We 
must at last be approaching the period 
when people will want to use money and 
will be willing to pay a reasonable re- 
turn upon it. 

“While only government can clear 
slums there are many fields in which 
private capital can effectively cooperate. 
It is along this line that our life compa- 
nies may find a safe and socially useful 
outlet for their surplus funds. 

“Following the acute housing shortage 
of the early 1920's, the investigations of 
the Commission of Housing and Regional 
Planning proved that through the period 
of the most acute housing shortage in 
New York City, the maximum shortage 
was not in the lowest rental ranges. At 
the height of the shortage more than 50% 
of all vacancies were found in apartments 
renting below $8 per room per month. 
The greatest shortage of accommodations 
lay in the rental range between $8 and 
$15 a room per month. This is the rental 
range in which the Metropolitan dwell- 
ings will come. Private enterprise can 
function here with minimum public as- 
sistance. 


Investment Must Be Safe 


“The first obligation of those who 
manage the companies and those who 
supervise them is to see that life insur- 
ance money is invested in the safest pos- 
sible way. In low rental housing on a 
large scale, where adequate planning may 
be provided, there has been considerable 
experimentation. We know that invest- 
ment in such housing is. safe. In England 
and on the Continent low rental housing 
of this nature has become practically a 
public utility and the societies which 
build and manage such projects are often 
called Public Utility Societies. There is 
no speculation in this kind of thing but 
there is safety of return over a long pe- 
riod of years. 

“In contrast to the record of most real 
estate investments of recent years it is 
interesting to review the experience of 
limited dividend companies which have 
weathered the storm without a default 
in interest, with continued amortization 
of their mortgages, payment of satisfac- 
tory dividends, and with their capital 
structure unimpaired. 

“The principles under which limited 
dividend companies operate are not new. 
They have been applied for more than 
half a century in England and continen- 
tal European countries, where they have 
served as the primary method of attack 
upon city housing problems. They have 
been applied to large co-partnership 
communities in England such as Letch- 
worth and Welwyn. 

“Even in this country we have made 
sufficient progress to know that there is 
a great field for garden suburbs prop- 
erly developed on modern lines and for 
modern tenement projects in the cities. 
Voluntary limited dividend companies 
have been active for many vears. The 
City and Suburban Homes Co. of New 
York was formed more than forty years 
ago and has paid an average annual divi- 
dend of 4.65% for forty-one years. In the 
past ten years fourteen low rental limited 
dividend housing projects have been 
erected at a cost of $30,000.000 by eleven 
different corporations under the New 
York State Housing Law. The eleven 
non-cooperative projects erected under 
the terms of the New York State Hous- 
ing Law have shown average annual 
earnings from the date of their incep- 
tion to August 31, 1937, of 5.63%. Re- 
cently nineteen large scale limited divi- 
dend projects have been financed under 
the rental housing program of the Fed- 
eral Housing Administration with mort- 
wages in many cases supplied by our life 
companies. The New York Life, Pru- 


dential Life and the Union Central Life 
have been active in this interesting and 
forward looking enterprise. 

“The proposal of the Metropolitan Life 
Insurance Co, to invest a small portion of 
its assets in the construction of housing 
for families of low and moderate income 
follows a precedent established during 
the housing emergency fifteen years ago. 
In 1922 the Legislature authorized every 
life insurance corporation, foreign or 
domestic, transacting business in this 
state, to use a limited portion of its as- 
sets in the construction of housing for 
families of moderate income. The follow- 
ing year the Metropolitan Life Insurance 
Co. erected the largest single low rental 
multi-family housing project ever under- 
taken in the United States. Despite the 
small rooms and too intensive coverage 
of the land, the Metropolitan develop- 
ment was at that time, so far as this 
country is concerned, the outstanding ex- 
ample of large scale planning and opera- 
tion, the application of uniform standards 
of construction and of improved housing 
facilities. 

“Subsequently, the Prudential erected, 
and still owns and operates three low 
rental housing developments in Newark, 
two of which were erected in cooperation 
with the city. 

“The record of the financial return 
which the Metropolitan has received from 
its Long Island City development is one 
which gives us courage to go on. The 
buildings were completed in 1925 and for 
a period of some six years were fully oc- 
cupied and made an average return of 
from 8% to 10%. During the depression 
there were many vacancies and there was 
little return above operating expenses. 
Beginning with 1935 the occupancy im- 
proved greatly and the buildings have 
thrown off a return of 3.98% in 1935, 
4.43% in 1936, and 5.46% in 1937. Taking 
the period as a whole the project has not 
only been socially useful but has earned 
an adequate and fair return on the com- 
pany’s money. 

“The Department wholeheartedly sup- 
ports Governor Lehman’s proposal and 
recommends to the Legislature that life 
insurance companies be authorized to in- 
vest their funds for a limited time and 
in a limited amount in the construction 
of low rental apartments and small home 
developments. The Department believes 
that legislation should be enacted so that 
the proposal of the Metropolitan Life 
can be carried out. This would not only 
be socially and economically useful but 
would be a safe and sound investment. 
How important the enactment of such a 
provisional law may be in stimulating the 
flow of business, trade and employment, 
can be gauged from the fact that this one 
institution alone is prepared to invest 
more in this one state than we can hope 
to receive from the Federal government 
under the Wagner-Steagall bill. 

“There can be no possible danger in 
temporary and special legislation such as 
we had before and the results under that 
legislation will give valuable proof 
whether or not life insurance companies 
may safely enter the field of low rental 
housing as a public utility.” 





WILKES-BARRE CONFERENCE 


Connecticut General Producers Hola 
Two-Day Meeting and Hear Much 
Informative Discussion 
The Wilkes-Barre, Pa., office of the 
Connecticut General held a two-day con- 
ference January 11 and 12. The program 
the first day included talks by E. E. Neill. 
manager. on the “Conference Theme”; 
“Work Habits” by T. P. Rice, assistant 
superintendent of agencies; “Underwrit- 
ing” by C. C. Payson, home office under- 
writer; “Group Insurance” by L. E. 
Case, home office Group department, and 
“Accident Insurance,” by J. F. Crofoot, 

home office agency department. 

The second day S. B. Reed, assistant 
manager Wilkes-Barre office, spoke on 
“Prospecting” and J. C. Foust and L. B. 
Sheerer, members of the agency force, 
gaye sales demonstrations. 





















During the 87 years of the Com- 
pany’s operations, payments to 
policyholders plus the amount now 
held their benefit, total 
$147,885,869.92. This sum is 
$9,476,342.90 in excess of the total 
premium deposits made by policy- 
holders. 


for 


VA fyfgttia Lyfe 
INSURANCE COMPANY 
Founded 1850 
120 West 57th Street 
New York, N. Y. 

















SMITH NEWARK SUPERVISOR 





Returns to Home Life After Serving as 
Group Manager for Prudential Since 
Early in 1936 

The Home Life of New York says that 
January 15 Robert E. Smith will become 
associated with the Newark, N. J., office 
as supervisor of production. Mr. Smith 
first entered life insurance with the 
Scott agency of the Home Life in Brook- 
lyn. He was later a leading producer ot 
one of the New York City agencies. 
Since January 1, 1936, Mr. Smith has 
been manager of the Newark Group of- 
fice of the Prudential. His several years 
of successful background in the Ordinary 
branch of life insurance resulted in his 
return to that particular line of activity. 
He is a member of the executive com- 
mittee of the Newark Life Underwrit- 
ers’ Association. 





WOODWARD and FONDILLER, Inc. 


@ Consulting Actuaries @ 


90 John Street, New York 
Telephone BEekman 3-6799 














HAIGHT, DAVIS & HAIGHT, Ine. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


Omaha Kansas City 








Consulting Actuaries 


Woodward, Ryan, 
Sharp & Davis 


90 JOHN STREET, NEW YORK 
Telephone BEekman 3-5656 
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Acacia To Continue 
Low Initial Premium 


NEW RATES ON 3% RESERVE 





President Montgomery Tells of Net 
Gains; Year Best in History; 
New Policies Offered 





Continuing the principle of low initial 
premiums adopted in 1926, the new pre- 
mium rates on the 3% reserve basis were 
announced January 1, 1938, by President 
William Montgomery of the Acacia Mu- 
» tual Life, Washington, D. C. 

In making the announcement of the 
change President Montgomery said: 
' “When we consider that assets have in- 
creased more than 250% to in excess of 
> $72,000,000 since our adoption of the low 
' initial premium principle in 1926, that 
| in the same period payments to benefi- 
' ciaries and policyholders amounted to 
© over $53,000,000 of which dividends to 
| policyholders were more than $10,000,000, 
we have ample proof of the correctness 
’ of our course of action. There was a net 
gain of insurance in force during the 
© period of more than $150,000,000 to the 
present figure of over $385,000,000. Fur- 
| thermore the year 1937 was in every re- 
' spect the greatest in the history of the 
company.” 
' The company announced also the low- 

ering of the male and female age limit 
from 16 to 10, the initiation of several 
new policies and policy options and a 
' new family income agreement. Readable 
and attractive new policy forms were 
also put into use as of January 1. 

Further, two types of rate books were 
+ supplied: a pocket rate book, thin and 
of the “all rates at each age at a glance” 
type, and a reference rate book with 
page size eight and a half by eleven, 
looseleaf, thoroughly indexed, with ex- 
tensive text covering general informa- 
» tion, underwriting information and rules. 

Issue New Policy Forms 

» New policy forms include “The Aca- 
' cian—Preferred Risk Whole Life,” which 
' provides maximum lifetime protection at 
| minimum cost. Issued in a minimum 

amount of $5,000, premiums on_ this 
' “special whole life” policy may be paid 
monthly, quarterly, semi-annually or an- 

nually. 
) Life paid up at age 85, new with Aca- 
' cia, will be issued in amounts as low as 
$1,000. Twenty payment endowment at 
age 65 and life paid up at 65 are two 
new policies specifically aimed at retire- 
ment-income-conscious prospects, wheth- 
er eligible for Social Security payments 
or incomes from other sources. Twenty- 
five and thirty-payment life and ten-year 
endowment policies are added to round 
| out these series. A_new family income 
| agreement is now offered. Options pro- 
vide customary beneficiary income priv- 
ileges, and as new features provide joint 
and survivorship life income and _ sur- 
| render value retirement income privileges 
aftr the policy has been in force for ten 
years, 





Connecticut General Had 


Large Increase in 1937 
| Preliminary year-end figures of the 
» Connecticut General show that during 
| 1937 there was an increase over 1936 of 
24% in new insurance issued, the total 
being $205,000,000. Insurance in force 
increased $70,000,000, making the total 
$1,127,000,000. 

First year premiums increased by 35% ; 
total life premiums by 14%. Total acci- 
dent premiums increased by 19%. Total 
Premium income including both depart- 
ments was $40,650,000. The number of 
representatives meeting honor roll re- 
quirements increased by 31% 





ee A. HAMILTON DEAD 


William A, Hamilton, arg Califor- 
nia life insurance man, died January 7, 
age 80. He observed his sixtieth year in 
the business last May. 


Lauer Agency Leads 
Continental American 

ALSO FIRST IN NEW PREMIUMS 

Matthew J. Lauer Qualifies as Leaders’ 


Club Vice-President; Some Other 
Leaders 








The Continental American Life has 
just announced that the Matthew J. 
Lauer agency, under the supervision of 
Matthew J. Lauer, general agent, and 
Sam B. Sapirstein, associate general 


agent, located at 10 East Fortieth Street, 





MATTHEW J. LAUER 


New York City, closed the year of 1937 
as the company’s leader in the volume 
of new paid-for business, and also the 
leader in first year premiums. 

The announcement also included the 
fact that the Matthew J. Lauer agency 


APIRSTEIN 


SAM B.S 


qualified four men for the Leaders’ Club 
and also the commander in chief of the 
1937-38 Minute Men’s Club, who is Irving 
Gurian. 

An interesting part of this report is 
that throughout the year the company’s 
monthly honor roll never contained less 
than five men of the Lauer agency. 

In addition to Matt Lauer qualifying 
as vice-president of the Leaders’ Club 
the other members of the agency who 
qualified are Sam B. Sapirstein, associ- 
ate general agent; Harry Schultz and 
Herman V. Nathanson. All of these men 
will leave January 22 for the company’s 
convention at Hollywood, Fla. 








States and Canada. 


write in confidence to 





Sales Executive Available 


Can you use a man who has had valuable and intimate contacts 
with company executives throughout United States and Canada? 
Who has helped on sales research, marketing and home office man- 
agement problems for the past twenty years throughout the United 


This executive, now available for a new assignment, is progres- 
sive, energetic and alertly abreast of new developments. If interested, 


Box 1316, The Eastern Underwriter, 94 Fulton St., 


New York 








Wofford Agency To 
Hold Unusual Clinic 


TO EMPLOY HELP OF EXPERTS 





Meetings on Four Consecutive Mondays 
Will Follow Case of Well-to-Do 
Prospect 





Harris L. Wofford, manager, Pruden- 
tial Manhattan Ordinary agency, New 
York City, this week announced plans 
for a rather unusual tyne of agency 
meeting which he and Frank J. Mulli- 
gan, assistant manager of the agency, 
will conduct at the Drug & Chemical 
Club, 85 John Street, on four consecu- 
tive Monday afternoons at 4:30, Janu- 
ary 24 and 31, February 7 and 14. 

The prospect is a man 45. He has a 
wife 42, a son 20 in college, a daughter 
18 in finishing school, and a widowed 
mother 72. He and his wife have identi- 
cal wills, each leaving everything to sur- 
vivor. He owns his own business and 
has made it pay well. He owns $30,000 
of insurance payable to his estate. 

This prospect and his problems will be 
brought to the clinic and with the aid 
of eight outstanding specialists—trust of- 
ficers, tax experts, attorneys, accountants 
and underwriters—it will be demonstrat- 
ed how best to serve him. Taking part 
in the four sessions are these: 

First Session, January 24 

B. E. Farr, assistant trust officer, Chase 
National Bank; Cloyd H. Huffard, per- 
sonal trust department, Chase National 
Bank. 

Second Session, January 31 

John D. Smyers, editor, Insurance Tax 
Service, Prentice-Hall, Inc., and C, La- 
mont Post, past president, New York 
Chapter Chartered Life Underwriters. 

Third Session, February 7 

Jacob Mertens, Jr., partner, Davies, 
Auerbach & Cornell, attorneys, and Ed- 
ward I. Sproull, partner, Quinn, Berran 
& Co., accountants. 

Fourth Session, February 14 

Valentine Howell, associate actuary, 
Prudential, and Mr. Wofford. 

The continuity as each of these men 
takes up his phase of the work will defi- 
nitely be observed but ample opportunity 
will be offered at each session for ques- 
tions from the floor. 





Manhattan Life Selects 


Two as Field Assistants 


The Manhattan Life has created the 
position of home office field assistant 
and appointed Russell L. Kimberley to 
that post. As second field assistant 
Charles R. Corcoran has been chosen. 
Mr. Kimberley has had fifteen years ex- 
perience in agency accounting and gen- 
eral home office work. Mr. Corcoran 
has been manager of the new business 
department and a member of the risk 
committee. 


Addresses Policyholders 


Irvin Bendiner, Philadelphia attorney 
and i insurance man, addressed the policy- 
owners’ luncheon meeting sponsored yes- 
terday at the Hotel Pennsylvania, New 
York, by the Life Underwriters Asso- 
ciation of New York City. 


NORMAN R. FLITCRAFT DEAD 

Norman’ Roberts Flitcraft, former 
treasurer of the Flitcraft publishing com- 
pany of Oak Park, IIl., died Christmas 
week in Oak Park at the age of 51. He 
left a widow and four brothers. 
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Life Insurance In 
Canada Up 4 To 5% 

COMPARISON WITH POPULATION 

New Business $675,000,000; Total in Force 


Up From $6,700,000,000 to 
$6,900,000,000 





New life insurance in Canada increased 
in 1937 by from 4 to 5% over 1936, says 
G. D. Finlayson, Dominion Insurance 
Superintendent. This would make the 
total, including fraternal and provincially 
licensed business, about $675,000,000 com- 
pared with $649,000,000 in 1936. Busi- 
ness in force, he estimates, should be in- 
creased by about $200,000,000, from $6,- 
700,000,000 to $6,900,000,000, the latter fig- 
ure coming within $100,000,000 of the 
peak reached in 1931. 

Mr. Finlayson refers to investment 
problems, chief of which are the low 
yields and the increased holdings of gov- 
ernment bonds. In 1936, for the first 
time, the returns to the Department in- 
cluded a classification of the business 
issued and in force by provinces. While 
difficulty in making the classification 
caused delay, the Department now gives 
a percentage distribution for 1936 along 
with population as follows: 


Province Pop. Issued In Force 

MA, bk eid eens 7.0 3.4 4.8 
British Columbia....... 6.8 6.3 6.4 
PEE. ac tcneeeces as 6.5 5.2 6.1 
New Brunswick........ 3.9 2.4 2.6 
oo | re 4.9 3.9 3.6 
CNG). 6 5sendieies en 33.5 44.3 44.2 
Prince Edward Island.. 8 a 5 
RINE ira aoccde caswicee 28.1 30.3 26.6 
Saskatchewan .....0.0- 8.4 3.3 4.3 
Territories & unclassified a 6 9 

100.0 100.0 100.0 





Vernon D. Rooks, 28, Made 


New Kentucky Commissioner 
Starting in the Kentucky Insurance 
Department five years ago as clerk and 
stenographer and since 1936 actuary of 
the department, Vernon Deberry Rooks, 
now 28 years old, was this week sworn 
in as Kentucky’s new Insurance Com- 
missioner. Commissioner Rooks succeeds 
Sherman Goodpaster, who resigned to 
become chief clerk of the Senate. Gov- 
ernor Chandler stated that Goodpaster 
will be returned to the post of Insur- 
ance Commissioner at the close of the 
1938 session of the general assembly. 


CHARLES T. THURMAN DEAD 
Former General Agent Mutual Benefit at 
Richmond Had Been With Com- 
pany For Forty Years 

Charles T. Thurman, who retired in 
1937 as Mutual Benefit general agent at 
Richmond, Va., died January 9, age *74. 
He had been associated with the Mutual 
Benefit for forty years. 








CARL K. WITHERS RESIGNS 
Carl K. Withers, banking and insur- 


ance commissioner of New Jersey, has 
been elected president of the Lincoln 
National Bank of Newark. He plans 


to take office at the bank tomorrow and 
will then submit his resignation as Com- 
missioner to the incoming governor, A. 
Harry Moore. 


NEW JERSEY SALES CONGRESS 

The sales congress of the Life Under- 
writers Association of Northern New 
Jersey is being held today in the Mutual 
Benefit Auditorium, Newark. 
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REGISTERED MAIL COVER 

Pretty hard on nerves of underwriters 
is Registered Mail insurance. Oppor- 
tunities for heavy loss are frequent. In 
fact, losses can be stupendous. This is 
the situation from the very nature of the 
property covered under Registered Mail, 
Express, Messenger and Armored Motor 
Car insurances. Not only is this true as 
to many of the individual sendings, but 
it is obvious, too, when we consider the 
unknown congestion which must tempo- 
rarily accumulate in Post Offices, railroad 
mail cars, aeroplanes and on ships. A 
company writing this form of insurance 
can never know the aggregate risk to 
which it is subjected in any one day. 

In view of these facts—discussed in de- 
tail by Samuel Ludlow, Jr., manager of 
the Registered Mail Central Bureau be- 
fore the Insurance Institute of Hartford 
—it is surprising that over a period of 
years Registered Mail insurance has 
shown a favorable loss ratio. But there 
should be no false sense of security. 
There is nothing to indicate that this fa- 
vorable loss ratio will continue, and a 
readjustment of rates downward would 
not be good judgment. 

Mr. Ludlow gives some 
reasons. For some years Registered Mail, 
rates have gradually been lowered. Then 
again, the total volume of all premiums 
derived from this form of insurance is 
comparatively negligible. In his opinion 
the total premium derived from all such 
shipments by United States assureds does 
not at present amount to much above 
$3,000,000 per annum. The liability as- 
aggregates a sum close to fifty 
billion dollars. It is quite conceivable 
that a loss of one or a small group of 
sendings might, at any one time, wipe out 
the gross premium income of this busi- 
ness over a period of years. This could 
happen with the complete destruction of 
one mail car, aeroplane or Post Office. It 
would, therefore, seem to be unfortunate 
if any attempt be directed, by competition 
or otherwise, to reduce the already ex- 
tremely low rates on this form of insur- 


illuminating 


sumed 


ance. 

Talking of a substantial congested 
Registered Mail loss the companies had 
one of this type in October, 1921, which 
they well remember. It was the holdup 
and robbery of a mail truck in New York 
City, engineered by the notorious Gerald 
Chapman gang. 

It is Mr. Ludlow’s estimate that the 
total liability paid by the covering com- 
panies at that time amounted to about 
$5,000,000. And the companies paid 
promptly. 


SELF PROPELLED VEHICLES ON 
PUBLIC ROADS GENERATIONS 
AGO 
Mass production of automobiles is a 
modern development, but road vehicles 
not driven by horses are not new. In 
1787 Oliver Evans of Maryland got his 
state to permit steam-propelled 
vehicles the right to use public highways. 
Two years later he had a self-propelled 
vehicle. By 1837 differential gearing had 
been applied to the steam carriage, in- 
vention of Richard Roberts of Man- 
chester, Eng. First India rubber tires had 
already been used on roads. Robert An- 
derson of Aberdeen, Scotland, about 1840 
propelled a vehicle with the first electric 
motor. A quarter of a century later—in 
1862—Bau de Rochas, a Frenchman, had 
the inspiration of the first gas engine 
which used spark ignition. It resulted in 
a power plant, invention of Henri Lenoir, 
Parisian, who had perfected the engine 
to such a point that he was able to install 
it in a standard carriage and drive it 
three miles. Four years later de Rochas’ 
suggestion materialized in the form of 
the Otto-Langen four-cycle gas engine 
which was patented in the U. S. the 

following year. 

It was not until 1887 that the automo- 
bile moved along to beginning the de- 
velopment of its present state. 

All of these facts and many others of 
interest are published in the January 
National Motorist in an article by Wil- 
Ullman. 


home 


liam 


Heber J. Grant, who has served for 
years as president of the Utah Home 
Fire and is head of the council of twelve 
which presides over the Mormon Church 
at Salt Lake City, was the subject of a 
full-page photograph in the January 3 
issue of Life magazine in connection 
with an article on the Mormon Church 
in Utah. Mr. Grant, now 81 years of 
age, has been in insurance since 1876. 
He organized the Utah Home Fire in 
1886 and the company is now doing busi- 
ness in twenty states. It is well man- 
aged and underwrites conservatively. 
Most of its business is done in Utah, 
Idaho and California. In addition to 
his insurance and church connections 
Mr. Grant is president of Zion’s Co- 
operative Mercantile Institution, Utah- 
Idaho Sugar Co., Zion’s Saving Bank 
& Trust Co., Utah State National Bank 
and the Beneficial Life. He is a direc- 
tor of the Union Pacific Railway Co. 
Mr. Grant has outlived two of the three 
wives he wedded before the church re- 
nounced plural marriage. 


* * * 


J. H. Bodenheimer, well known insur- 
ance man of New Orleans, has been 
elected a vice-president of the local 
Community Chest. 





GEORGE S. VAN SCHAICK 


George S. Van Schaick, who was head 
of the New York State Insurance De- 
partment from 1931 to 1935, and who is 
now vice-president of the New York 
Life, has accepted a directorship on the 
board of the three-cents-a-day plan for 
hospital care. He succeeds to the direc- 
torship, made vacant last Summer by the 
death of the late Henry Moir, former 
U.S. Life head. In 1931 Mr. Van Schaick 
was a member of the committee for the 
Review of Medical and Hospital Prob- 
lems in connection with workmen’s com- 
pensation. He is familiar with the de- 
velopment of the three-cents-a-day plan 
as the proposal that the non-profit hos- 
pital service plan he established in New 
York was first made while he was Su- 
perintendent of Insurance. 

. “a & 

William H. Osborn, manager, Rich- 
mond branch, Aetna Casualty & Surety, 
was toastmaster at a dinner last week in 
that city given in honor of the victory 
won by the eighty-five agents in his 
office competing in the nation-wide pro- 
duction contest of the company known 
as the Harvest campaign. The Rich- 
mond branch stood first in its class in 
this campaign, and qualifying agents 
were awarded leather portfolios as prizes. 
Francis Potter, representative of the 
home office training school, attended the 
victory dinner. 

* * 

Richard C. Hubbard, head of the F. J. 
Hubbard Insurance Agency of Middle- 
bury, Vt., is well known in skiing circles. 
For the second season he is acting as 
coach of skiing and directing Winter 
athletics at Middlebury College. Twenty- 
five years of age he is the son of the 
late Frank J. Hubbard and began his 
Winter sports career at Middlebury High 
School, later making an excellent record 
at Saxtons River Academy and Middle- 
bury College. 

* * 

Alfred C. Fuller, president Fuller Brush 
Co., spoke at the Hartford City Club 
Tuesday. Members of the Hartford 
Chamber of Commerce were invited to 
hear him. He carries more than $500,000 
insurance. 

* * * 

John R. Hardin, president Mutual 
Benefit, has completed a quarter cen- 
tury as president of the Essex Club. He 
was elected to serve his twenty-sixth 
term at the annual meeting in the club- 
house in Newark, last week. 


John J. Berry, insurance and real es- 
tate agent of Newark, N. J., and member 
of Berry Bros., believes there will be an 
upward trend in business in the Spring. 
Prices will come down before business 
has a healthy spurt, he says. 








PINCKNEY ESTES GLANTZBERG 


Pinckney Estes Glantzberg, special 
counsel of Superintendent of Insurance, 
Luiquidation Bureau, is speaking at the 
Ambassador Hotel January 19 at the 
Robert E. Lee birthday celebration spon- 
sored by all the Southern societies of 
New York City of which there are twen- 
ty-nine. She will discuss the character 
of the Confederate military leader. Mrs. 
Glantzberg is a graduate of the Univer- 
sity of Pennsylvania’s law school. 

 e =@ 


Mrs. William H. Kelly is now associ- 
ated with the Central Fire Insurance Co, 
Baltimore. She is continuing the busi- 
ness conducted by her late husband, who 
was with the company for about thirty- 
five years. 

co - @ 


Charles R. Vose, borough agent for the 
London Guarantee & Accident, 130 Clin- 
ton Street, Brooklyn, and one of the 
few agents who owns an aeroplane, has 
returned from Europe. 

* * * 


N. C. Rorabaugh of Albert M. Green- 
field & Co., Philadelphia, is in the South 
inspecting large department store prop- 
erties insured through the Greenfield 
office. He is visiting Louisville, Mem- 
phis, New Orleans, Birmingham and Mi- 
ami. 

* + @ 


Max M. Batzer, a Philadelphia procter 
in admiralty, delivered a lecture recently 
before the Geography and Industry de- 
partment of the University of Pennsyl- 
vania, his topic being “The Present Day 
Situation in Japan.” 

.& * 


W. Owen Wilson, head of the Daven- 
port Insurance Corporation of Richmond, 
Va., and immediate past president of the 
National Association of 
Agents, was in New York last week to 
confer with company officials there in 
connection with the adjustment of. wat 
risk claims of certain tobacco interests 
in Richmond growing out of the Japan- 
ese invasion of China. He said the claims 
tota! approximately $250,000 and he was 
hopeful of being able to obtain an ad- 
justmient of them on his trip. 

e *¢ 


State Senator Winant Van Winkle and | 


the five members of the Bergen County 
Assembly delegation were given a recep- 
tion January 11 at the Stacy-Trent Ho- 
tel, Trenton, N. J. Senator Van Winkle 
is vice-president of the Commercial Cas- 
ualty and Metropolitan Casualty in the 
Loyalty Group. Among those on the 
reception committee was Mrs. Edna B. 
Conklin, state committeeman, wife of the 
United States manager of the Pearl. 
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Hunter Lyon 

Many Northern fire and marine insur- 
ance men during their sojourn in Miami 
drop in and pay a call on Hunter Lyon, 
one of the’ most picturesque of all in- 
surance agents in the country. His in- 
surance office does a business of about 
$1,200,000 a‘ year. He owns race horses, 
is public relations man for the Hialeah 
track, is a director of the track, breeds 
bird dogs, is the owner of the famous 
prize-winning dog, Seaview Sunny, is a 
hunter and fisherman and owns a hog 
farm. 

His earliest business experience was 
selling marble. For a time he worked 
in Mobile. ‘He adjusted losses for Crum 
& Forster in Texas. . Next he opened his 
own adjustment office in Wichita Falls, 
Texas. At one time he was general ad- 
juster of the National Union. For a 
time he was special agent in Florida for 
Crum & Forster. In Miami there was 
an insurance agent, George C. Stembler. 
Mr. Lyon and George C. Stembler or- 
ganized the Atlantic Fire of Miami in 
September, 1925. Along came the great 
storm of 1926 which the company sur- 
vived and two years later it was sold to 
the National Union. 

Hunter Lyon has the Westchester, De- 
troit Fire, Rochester American, Birming- 
ham Fire, Central Fire, California, Inter- 
Ocean Reinsurance, Fidelity & Deposit, 
and Great American Indemnity. 

A picture on this page shows Mr. 
Lyon and Shelby Langston, another 
Miami agent, while on a hunting trip. 
Langston & Co. have the North British 
& Mercantile, Phoenix of Hartford, the 
Sun and the Travelers. 

George C. Stembler has been a Miami 
insurance man for quite a number of 
years. His fire companies are the Cale- 
donian, Connecticut, Eagle Star, Repub- 
lic, Star, Insurance Co. of State of 
Pennsylvania, Westchester. His casualty 
company is the Globe Indemnity. Associ- 
ated with Mr. Stembler is his son, Wil- 
liam, who is a graduate of the Staun- 
ton, Va., Military Academy and is Dale 
County amateur golf champion. 

Hunter Lyon, Jr., who is with his 
father in the insurance business, was at 
one time with Appleton & Cox in New 
York and also with the local department 
of the Great American here. He is a 
graduate of the University of Florida. 

* * * 


Kenneth Collings Writes His 
Memoirs 

Kenneth Collings is an insurance agent 
with a wanderlust. He writes insurance 
for a certain length of time; then sees 
the finger of adventure pointed at him, 
and off he goes and soon is engaged in 
a more exciting life. His adventures have 
included acting as a war correspondent 
in Ethiopia for Liberty. He can only 
remain away from insurance for a spell, 
and back he comes. He is in town again 

and is writing insurance once more. 
it is only natural that a man who has 
had such unusual, hair raising exper- 
lences should write his memoirs, and 
that he has done. Name of his book is 
“Just For the Hell of It,” and the pub- 




















Some of 
the most exciting hours of his life have 
been spent in airplanes—he has flown in 
many countries — and these experiences 


lishers are Dodd, Mead & Co. 


furnish many of the most dramatic 
moments in his book. 

He became fascinated with aviation 
when his father took him to Fort Myer, 
Va., to see Orville Wright demonstrate 
his pioneer aeroplane for the War De- 
partment. His father, a lawyer in Lin- 
coln, Neb., had come to Washington to 
prosecute on behalf of the Government 
claims against the shipyards arising out 
of the construction of a number of bat- 
tleships. Mark Hanna had given his 
father several political errands to do. 
Finally the family moved to Washington 
where his father continueu in Govern- 
ment service. 

After some experiences in the West 
Mr, Collings made a trip to Honduras. 
He worked his way swabbing decks and 
polishing brass on a fruit steamer. Next 
he got a job as a steward on a little 
banana steamer running from New Or- 
leans to the northern coast of Honduras. 

He joined the District of Columbia 
National Guard as a private and_ the 
company was mobilized and reported to 
Fort Myer. He went to Texas with the 
Third D. C. Infantry. .t was when 
Pershing was chasing Villa. Next he 
joined the marines and while an officer 
of the marines learned how to fly. Dur- 
ing the World War he went to France 
as a member of the first marine avia- 
tion forces. He had many hair-breadth 
escapes some of which are described in 
the book. Returning to Washington he 
studied law one Winter, but lost inter- 
est in it. The next collection of ex- 
periences were in Haiti where he flew 
considerably. 

His last flying assignment in Haiti was 
to rescue a submarine chaser which split 
a cylinder off the Southern peninsular 
of Haiti, near the town of Aux Cayes. 
Its commander radioed to the port and 
asked that another cylinder be sent him 
by air. There was only one way to de- 
liver the new cylinder and that was to 
drop it from the air. The question was, 
how ?—without breaking it. Collings 
wrapped the cylinder in a lot of padding 
and boxed it in an old packing case. 
Next he attached forty feet of light steel 
cable to the box and to the other end 
of the wire he secured an empty five 
gallon gas can. The idea behind all that 
contraption was really simple: the cylin- 
der would sink in the water somewhere 
near the sub-chaser and the watertight 
can would act as a buoy to mark the 
spot. Then, using the cable, the crew 
could pull it up. It seemed simple to do 
this, but proved hair raising, and Collings 
has a chapter about it. 

Collings left the Marine Corps. Re- 
turning to New York he entered insur- 
ance under Louis A. Cerf. For a time 
he sold insurance from Monday until 
Saturday. Then he spent the week-end 
giving aeroplane rides to anybody who 
wanted to pay a $5 fee for the ride. 
While with Mr. Cerf he made the ac- 
quaintance of Edgar T. Wells, now gen- 
eral agent of National Life of Vermont 


for which agency Collings is working. 
He also sells accident and health insur- 
ance. 

Next spell of wanderlust sent him 
South with the Pan American as co-pilot 
of a new, twin motored Sikorsky amphi- 
bian. When he arrived in Miami he 
was assigned to the northern half of 
Panama run. After sometime in that 
association he made a trip around the 
world. 

When the Italians invaded Ethiopia 
Collings saw Fulton Oursler, editor of 
Liberty, who sent him to Ethiopia, and 
from there he wrote some unusually 
readable stories. Then he did a series 
of stories about Russia. Next collection 
of writing stories were about a trip over 
the Andes. 

The first magazine articles which 
Collings wrote were for American Mer- 
cury about aviators as insurance risks. 
In his opinion at the time the insurance 
companies were cnarging too high rates 
or were discriminating unjustly against 
the aviators. Among other magazines 
where his articles have appeared are 
America Turf and Sport Digest, Argosy, 
Adventure and Reader’s Digest. 

* 2k & 


Oklahoma City Wedding 


T. Ray Phillips, Jr., of Oklahoma City 
who married Miss Mary Jane Adams of 
that city this month, is son of T. Ray 
Phillips, Oklahoma state agent of the 
America Fore, and former Most Loyal 
Grand Gander of the Blue Goose. Young 
Mr. Phillips is with the General Motors 
Acceptance Corporation. 

 * 


Golden Gate Exposition’s A.D.T. 
Signaling System 

Midway in its two-year construction 
period the 1939 Golden Gate Interna- 
tional Exposition, which will be held on 
400-acre Treasure Island on San Fran- 
cisco Bay, is protected by $4,750,000 in 
insurance and by pioneer units of its 
first line of defense—a comprehensive 
American District Telegraph Co. signal- 
ing system. 

More than eighty miles of detector 
tubing are being installed for the final 
system under a contract, exceeding $100,- 
000, with the American District Tele- 
graph Co. Fifty street boxes equipped 
with telephones and blinker lights will 
be directly connected with two exposition 
fire stations, an A.D.T. sub-station and 
police and fire chiefs’ quarters on Treas- 
ure Island, and to the A.D.T. central 
office in San Francisco by leased sub- 
marine cable. 

These will operate through automatic 
circuits with gongs and punch-registers, 
relaying all alarms to the San Fran- 
cisco Fire Department on the mainland. 
Interiors of all buildings will be equipped 
with Aero automatic fire alarms, and 
Aero will be used also in and under the 
ferry-boat wharves that will land mil- 
lions of visitors on the Exposition island. 

There will be a total of about 350 
Aero circuits in the Exposition system, 
working through thirty-six transmitters. 
In addition there will be 100 manually- 
operated A.D.T. fire alarm boxes inside 
the buildings, and an A.D.T. watchmen’s 
compulsory tour system with nine trans- 
mitters and sixty tour stations. 

This San Francisco Fair will maintain 
on Treasure Island a modern full-paid 
two-platoon fire department, directly un- 
der control of Fire Chief Charles J. 
Brennan of that city. First alarms will 
be handled by the equipment housed on 
the island; a second alarm will summon 
one fireboat and motor equipment from 
the mainland, and any additional assign- 
ments required will be summoned by 
code signals from six boxes strategically 
located in the World’s Fair city. 

At present, during construction and 
pending completion of the full signal 
system, the San Francisco department 
is prepared to respond to calls from ten 
A.D.T, fire alarm boxes already installed. 
Treasure Island, scene of a $17,500,000 
construction program, is reached via the 
San Francisco-Oakland Bay Bridge. Ar- 
trangements also have been made for 
response by the Bay Bridge fire depart- 
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Hunter Lyon (left) and Shelby Langston 


ment stationed on Yerba Buena Island, 
which is linked to Treasure Island by 
causeway. 

Strict regulation and supervision dur- 
ing construction, and instant warning of 
fire when the $50,000,000 Western World’s 
Fair gets under way on February 18, 
1939, are relied upon to carry the Ex- 


position through with no necessity of 
filing proofs of loss. 
: 4 & 


Evil of Procrastination 


One day I asked Philosopher John 
McGinley to give me an estimate of two 
men in the insurance district who with 
apparent matched mentalities had pro- 
gressed at different speeds towards suc- 
cess, one having arrived and the other 
being a long way from that destination. 

“Both these fellows have imagination 
and brains, but one procrastinates and 
the other acts,” said Mr. McGinley. 

1 thought of this when I heard the talk 
of Supreme Court Justice Steinbrink of 
New York on “The Law Is Not Static.” 

At one point in the address Justice 
Steinbrink was discussing the handicaps 
of delayed action. Among other things 
he said: 

“Lapse of time plays many tricks on 
memory. What is clearly fixed in the 
mind today may be completely blurred 
several years after the event.” 

* * x 
College Graduate Firemen 


Fifty-nine of the first two hundred men 
on the eligible list for firemen in the 
New York Fire Department hold college 
degrees. One hundred and eighty are high 
school graduates and fifteen were well 
advanced in high school when they ended 
their formal education. Only five had 
little high school education or none at 
all. 

* * * 
50% of N. J. Cars Inspected Had 
Mechanical Defects 

Under the New Jersey State-enacted 
plan more than 1,000,000 automobiles will 
be inspected semi-annually at a fee of 
50 cents for each test. Failure to pre- 
sent a car for inspection after notifica- 
tion, or failure to have rejected machines 
repaired within seven days after the test, 
makes the owner liable to a penalty of 
$100, with a fine of $200 and a jail term 
up to thirty days for continued defiance. 

At twenty-eight inspection stations 
throughout the state there were inspec- 
tions this week in the first day of.a cam- 
paign to reduce highway casualties 
through elimination of mechanical de- 
fects. The inspectors were shocked to 
find that 50% of the cars did not meet 
the inspection test, and among the cars 
were those owned by the Mayor of 
Hackensack and the city manager of 
that town. 
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Cairns President of 
New England Exchange 


SUCCEEDS JAMES L. SANDERSON 








Andrews and Sweetland Report on De- 
velopments of Year; Many Cities 
and Towns Rerated 





Following the annual banquet at the 
University Club in Boston last Friday 
night members of the New England In- 
surance Exchange held their annual 
business meeting Saturday morning and 
elected Robert T. Cairns of Wellesley, 
special agent of the Providence Wash- 
ington of Providence, R. I., as president 
for the next two years; Carl A. P. John- 
son, special agent of the Travelers Fire, 
as vice-president for two years, and 
Dana G. Carr, special agent of the 
Home, Charles S. Coxe, special agent of 
the North British & Mercantile, and H. 
Hayes Landon, special agent of the Ag- 
ricultural, as members of the executive 
committee for two years. 

Following the usual custom a special 
meeting of the old executive board was 
held Friday afternoon when Martin C. 
Sherry, Massachusetts state agent of the 
New Hampshire Fire, was elected chair- 
man. a. 

In his report of the Exchange activi- 
ties for the past year retiring President 
James L. Sanderson pointed out that the 
membership of the organization now to- 
talled 293 active and 214 honorary mem- 
bers. 

Assessment Rate Increased 

Due to increased cost of maintenance 
President Sanderson said that it had 
been necessary to increase the assess- 
ments to the companies supporting the 
Exchange from 1.60%, a rate which has 
prevailed for some years, to 1.675%. 

Floyd W. Andrews, special agent of 
the Hartford Fire, and chairman of the 
executive committee, said that in the in- 
terest of uniformity throughout the 
Eastern section of the country, practical- 
ly all amendments to rules and changes 
in rating practices must now have the 
approval of the interested companies be- 
fore final adoption. Changes and new 
promulgations last year included vandal- 
ism and malicious mischief endorsements 
in connection with additional hazards 
supplemental contract; the civil author- 
ity clause, and a complete revision of 
the use and occupancy rules, which re- 
sulted in lower rates more simply writ- 
ten. 

A far reaching action last August was 
elimination of the 80% clause to risks in 
Aroostook County, Maine. This action 
was taken in response to numerous re- 
quests that the clause had outlived its 
usefulness. : 

Mr. Andrews referred to operation of 
the “broker of record rule,” adopted in 
1936, and intended to take care of situa- 
tions where the insured may feel dissat- 
isfied with the service he has obtained 
from his agent. The rule permits him 
to appoint a so-called “broker of record” 
to handle his fire insurance forms and 
rates. 

Ralph Sweetland, secretary, brought 
the cheering news that the number of 
idle manufacturing plants in Exchange 
territory has been reduced from 64, re- 
ported last year, to 539. Following the 
disastrous fire in the Brookline High 
School, a very complete inspection of all 
school properties has been made, with 
the result that many improvements and 
reductions in fire hazards resulted. 

Ratings and Inspections 


Many towns and cities in New Eng- 
land were rerated during the year, said 
Secretary Sweetland. In Massachusetts 
(Continued on Page 25) 


INSURANCE 







Fire Premiums Gained 
In Canada Last Year 


LOSSES DECLINED SLIGHTLY 





Dominion Supt. Finlayson Looks for 
Further Concession in Rates Due 
to Good Experience 





Fire and casualty premiums increased, 
fire insurance losses slightly decreased 
and automobile business occasioned fur- 
ther loss to the companies, says G. D. 
Finlayson, Canadian Dominion Superin- 
tendent of Insurance, in a year-end re- 
view. The increase in premiums may be 
as high as 10%, he states, continuing: 
“As fire insurance losses have continued 
to decrease in 1937, the result will be a 
substantially lowered loss ratio on the 
written premiums, although the _ in- 
creased reserves may modify the de- 
crease in the earned ratio and the in- 
crease in the underwriting profit. 

“The experience of the year, and of 
the five year period, will no doubt lead 
to concessions in rates to the public, 
whether those concessions take the form 
of an orderly reduction in rate, where 
experience warrants the same, or a hap- 
hazard reduction due to force of com- 
petition. Needless to say, the former 
mode of procedure is more in the inter- 
est of the insuring public than the lat- 
ter and the companies will probably 
prove responsive to public opinion in de- 
ciding upon the course to pursue.” 

Automobile insurance will continue to 
show an underwriting loss, in spite of 
an increase in rates. 


NORTH AMERICA PROMOTIONS 








Gough Appointed Resident Secretary at 
Boston; Brewer Special Agent in 
Massachusetts and Rhode Island 
The Insurance Company of North 
America has appointed Joseph F. Gough 
as resident secretary in charge of the 
business of the fire department in 
Boston, and of Cyrus Brewer as special 
agent to be associated with Mr. Gough 
in supervising the eastern Massachusetts 
and Rhode Island business of the North 
America and the National Security Fire. 
Mr. Gough, who has had charge of the 
companies’ business in eastern Massachu- 
setts and Rhode Island, had had a wide 
and varied experience, having started his 
insurance career as a boy with a Boston 
agency. He has been special agent for 
the North America companies for the 
past sixteen years. Mr. Brewer is a 
native of Massachusetts, coming from a 
well known insurance family in Boston, 
and has had a broad and thorough train- 
ing in the home office and as special 
—_ in the Philadelphia and suburban 
held. 
EWING BANK DIRECTOR 
Esmond Ewing, vice-president and sec- 
retary, Travelers Fire, has been elected 
a director of the First National Bank, 
Hartford. 
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SURPLUS TO POLICYHOLDERS . 





e 


Fi ea 
De RWC AS 


ON ONE HAND ..... 


are the needs of the Client and on the other 
the facilities of the Company . . . brought to- 
gether by the Agent's close contact with both. 
Such a relationship must be founded on finan- 
cial stability and dependable service. Then— 
and then only—is an Agent assured of his 


own success and security of his business. 
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PHILADELPHIA 
FIRE and MARINE 
INSURANCE COMPANY 


HEAD OFFICE: 1600 Arch St., Philadelphia, Pa. 
NEW YORK OFFICE: Central Fire Agency, _ 


92 William St., N. Y 


CHICAGO OFFICE: 209 W. Jackson Boulevard 
SAN FRANCISCO OFFICES: 


§ Fire—425 Montgomery Street 
| Marine—231 Sansome Street 








Code Hearings Next Week 


R. Foster Piper, chairman of the joint 
legislative committee on revision of the 
New York Insurance Law, announces 
that hearings on Articles 11-A, 13, 18 
and 19 of the insurance law revision, 
dealing with fire and marine and title 
insurance companies and mortgage in- 
demnity and mortgage debenture com- 
panies, will be held next Thursday and 
Friday at the National Board of Fire 
Underwriters Building, 85 John Street, 
New York City. The hearings will com- 
mence at 10 a. m. each day. A hearing 
is also scheduled for Thursday, January 
27, in the, Assembly parlor in the state 
capitol at Albany on Article 14 of the 
code bill, concerning fraternal societies. 


CLYDE B. SMITH VICTOR 
Clyde B. Smith, than whom there is no 
greater Smith in the insurance business 
in Michigan, scored against the New 
York Herald Tribune when he forced 
an apology by that paper for publishing 
a United Press story from Lansing that 
there was neither a Smith nor a Jones 
listed in the local telephone book. The 
Herald Tribune claimed that the error 

was caused by a misplaced date line. 





The Tokio Marine & Fire 


Insurance Company, Ltd. 
United States Fire Branch: 80 John Street, New York 


Gerorce Z. Day, Ass’t. General Agent 


U. S. Statement December 31, 1936 


. - $$ 2,062,920.87 
. . 718,094.12 
° . 11,097,829.98 
. . 13,878,844.97 


Securities carried at $623,635.21 
tes as required by law. 


MRS. ROSSO LOSES SUIT 


City Court Holds She Is Not Entitled 
to Return Premiums on $266,130 
Insurance 

Justice Louis L. Kahn in the New York 
City Court on Tuesday dismissed an ac- 
tion brought by Mrs. Laura A. Horne 
Rosso to recover premiums of $3,623 
which she paid some years ago to the 
Home and Great American for fire in- 
surance covering paintings alleged to 
have been worth $266,130. Following a 
fire destroying these paintings her hus- 
band, Victor Rosso, was sent to Federal 
prison for five years for attempting to 
defraud the insurance companies and 
Mrs. Rosso lost a civil action to recover 
the face amount of the policies. 

Two points of law were considered in 
this latest suit. One was that where a 
policy is issued and the risk attaches the 
premiums paid cannot be recovered if 
the policy becomes void subsequently 
through the conduct of the insured, and 
the second was that an insured who is 
guilty of fraud in the procurement of the 
policy may not recover the premium paid. 
Both points were well established by 
numerous previous decisions cited. Mrs. 
Rosso endeavored to collect the premi- 
ums paid on the theory that although 
she bought the insurance and at the 
time thought herself the owner of the 
paintings four years after the fire she 
discovered ‘that in fact she was not the 
owner. With regard to the second point 
considered, it has been held that a party 
may not attempt to perpetrate a fraud 
and then when the fraud is discovered 
recover what he has paid out for the 
purpose of attempting the fraud. 

Throughout the various litigations in 
this matter the insurance companies were 
represented by Powers, Kaplan & Berg- 
er, attorneys. Abraham Kaplan, Samuel 
A. Berger and George I. Gross of that 
firm handled the numerous phases of the 
case. 
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Can Insurance Solve the National Housing 
and Ship Building Problem? 


By Dr. Hans Heymann 


One of the greatest financial problems 
with which the American people and its 
government are faced at the present 
time is how the investing public can be 
convinced that the huge government sub- 
sidy projects such as the twelve to six- 
teen billion dollar housing plan proposed 
in President Roosevelt’s message to Con- 
gress and the Merchant Marine plan of 
1936 of about two billion dollars, etc., 
give sound and desirable investment pos- 


» sibilities for American private capital. 


The government is making every ef- 


' fort to end the business recession, and 


in order to lead the people on a new 


' road to prosperity, encouragement must 
» be given to creative enterprise designed 
' to increase the wealth of the nation con- 


stantly. Once the new flow of capital 


' into building and industry is started, la- 


Paes 


bor can return to work and all classes, 
especially the overwhelming majority of 
the people with relatively lower incomes, 


' can be provided with decent and inex- 
| pensive homes, rented dwellings or large- 


scale dwelling units. Export and import 
trade can be increased and shipped on a 
modern and efficient American, mercan- 


» tile fleet. 


Pear ee Bee Pe 


It would be ideal if government-subsi- 
dized action could be restricted only to 
support and foster sane and natural eco- 
nomic development. Where additional 
help is required temporarily for extra- 
ordinary situations, no uncertain risks 


| should be imposed on future taxpaying 
' generations; 
' either be included in the current budget 


such financial aid should 


or, if anticipated from future tax earn- 
ings, regularly amortized through planned 


© calculation. 


Need Guarantees for Life of Structure 
The large social aspect of the problem 


| of housing families of the lower income 


group justifies a huge subsidy program 


' principally because it is one of the most 


urgent interests of the states and munici- 
palities. The great process of slum clear- 
ance and rebuilding must be supported 
by credits with low interest rates or 
credit guarantees. But such credits or 
credit guarantees may be granted with- 
out hesitancy only if the credited and 
guaranteed capital is based on properties 
which are sound and useful permanently 
and can maintain their earning power 
throughout their entire lives. 

If the calculation on which such proj- 
ects is based does not provide for all 


| necessities of a life plan the guarantee 


only supports a short-sighted policy of 
the moment which will lead to an inevit- 
able catastrophe in the end, at which 
time Uncle Sam might find himself the 
world’s greatest landlord. 

Such projects, founded upon public 
subsidies, must be based on a fixed dura- 
tion of time in accordance to the expect- 
ed life duration of the individual struc- 
ture, 

This projected life duration of a cer- 
tain building, building unit or city sec- 
tion in organic combination with a posi- 
tive and creative insurance system con- 
stitutes the basis for the most economic 
reproduction of the building capital. 

The whole building and renting proc- 
ess will be disrupted if the types of 
structures to be built do not possess the 
expected structural life time, or if the 
life of the property is affected, through 
unexpected damage caused by deprecia- 
tion or obsolescence. 


Federal Housing Plan 


In the President’s message to Con- 
gress, he urges a collaboration of indus- 
try, labor and finance to find the best 
and least expensive immediate solution 
of the American building problem. 
Tevision of the National Housing Act is 


proposed to spread the benefits of that 
law to both small and large-scale hous- 
ing. 

Upon the request of authorities in this 
field I have studied the Federal Hous- 
ing practice from the viewpoint of a 
European economist, credit and insur- 
ance expert, in order to give an opinion 
as to the safest, simplest and economi- 
cally soundest way of procedure. In 
this short treatise, only some of the most 
important points can be sketched. 

A. The current Federal housing or- 
ganization appears to be one of the best 


fall so far short of their present laud- 
able purposes as to have very unfortu- 
nate effects upon the country which, 
I am sure, the sponsors of the plan do 
not wish to have happen, and will be 
only too glad to avoid: 
. The alleged “insurance” which is 
written by the FHA (mortgage 
guarantee insurance). 

2. The complete lack of creative credit 
institutions, such as mortgage banks, 
and a ship mortgage bank for the 
merchant marine subsidy plan. 

In the following analysis I will con- 





the present time. 


message to Congress. 


billion dollars. 


ciples and true spirit of insurance. 


in booklet form. 





In a series of articles of which this is the first, Dr. Hans Heymann, 
European economist and originator of the Property Life Insurance system, 
points out how private insurance can help to solve the huge building and 
shipping problems with which the Federal government is confronted at 


1. The National Housing Act, which provides for twelve to sixteen 
billion dollars to be used for housing, according to the President’s 


2. The Merchant Marine Act, which provides for the construction 
of about 350 new seagoing vessels with a value of about two 


At the request of authoriites in this field, Dr. Heymann has studied 
the current plans. He frankly criticizes the so-called FHA “insurance” and 
explains what form it must take that it might not interfere with the prin- 


In a later article he shows that, once private insurance has estab- 
lished the correct system for both public subsidy plans, on this new basis, 
the long-term private investment capital of life insurance companies, sav- 
ings banks, trust companies, and other money-lending institutions, can 
safely be led into public channels, and tells how new constructive private 
credit institutions, such as private mortgage banks and ship mortgage 
banks, which have long been paid lip service, can be brought to reality. 

A more extended discussion of these matters by Dr. Heymann with 
analysis of the Federal government plans in detail will shortly be available 








public plans in the world, It has better 
elements than most of the European pub- 
lic subsidy systems. 

All provisional requirements contem- 
plated by Section 207 of the National 
Housing Act—the examination executed 
on FHA Form 2013, the application, the 
exhibits consisting of plans, specifications 
and the like, the investigation of the 
proposed source of mortgage loans, which 
brings about the establishment of a con- 
tact between the applicant and a mort- 
gage lender as early as possible to join 
in the examination of the project, the 
preliminary examination, the investiga- 
tion of the subscribers to the stock of 
the proposed housing corporation, and 
the entire factual investigations are well 
considered. : 

If the program becomes effective, a 
permanent local control and a certificate 
of necessity which is a testimony of 
public need should be required, as re- 
cently proposed by Maurice Deutsch of 
New York, architect, engineer and build- 
ing economist. 

These provisions are thoroughly far- 
sighted. They are better than the opera- 
tions of European institutions of a simi- 
lar nature. I have studied the Russian, 
Scandinavian, German, Dutch, French, 
Italian and English subsidy measures in 
the housing and shipping fields. The pre- 
qualification tests and the appraisal ser- 
vice of the FHA, although not perfect. 
have been created with excellent prac- 
tical knowledge and creat care. 


Two Important Issues 


Two parts of the financial construc- 
tion of the National Housing Institution, 
however, are incomplete and may even 


centrate my comments on these two vital 
issues: 

B. The insurance scheme of the FHA. 

The FHA has so far accepted for in- 
surance mortgages bearing an interest 
rate of 5%. To this a service charge 
of %% and an insurance charge of 
Y%% of the face value of the mortgage 
is added. The FHA computes all charges 
as a true interest rate of 6.24%. 

Under the proposed change in the 
NHA a 5% interest rate would have to 
include the %% service charge, and the 
insurance charge under the new plan 
would be figured on the diminishing bal- 
ance of the mortgage rather than on its 
face value, giving a true interest rate of 
54%4%. This latter interest would even 
be cut to 54% on a home valued at 
$6,000 or less, on which the insurance 
charge would only be 4%. Through the 
amendment, the whole mortgage insur- 
ance feature is to be enlarged to include 
groups of houses built for sale or rent. 

It was provided in the National Hous- 
ing Act that, in the event of default, 
followed by foreclosure and conveyance 
of the mortgaged property to the admin- 
istrator, the mortgagee will receive de- 
bentures of the Mutual Mortgage Insur- 
ance Fund. These debentures will be 
fully guaranteed as to principal and in- 
terest by the United States when issued 
as a result of foreclosure on a mortgage 
insured prior to July 1, 1939. Under 
present regulations they will bear inter- 
est at the rate of 3% per annum, and 
will mature three years after the matur- 
ity date of the original mortgage. 

Foreclosure cannot be prevented or 
delayed by resorting to Section 77 (b) 
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of the Federal Bankruptcy Act for the 
reason that an amendment to that act 
specifically prevents such action on the 
part of corporations organized under 
Section 207 of the National Housing 
Act. 

The principal amount of debentures to 
be issued and turned over to the mort- 
gagee will be equal to the unpaid prin- 
cipal of the mortgage plus interest ac- 
cruing thereon at the rate of 3% per 
annum from the date foreclosure pro- 
ceedings were instituted plus the out- 
lays which the mortgagee has been re- 
quired to make in order to clear title 
to the property such as delinquent taxes, 
insurance and other related expenses. 

Expenses of foreclosure are not cov- 
ered by the debentures, but the admin- 
istrator issues a certificate of claim cov- 
ering such expenses which in the ulti- 
mate liquidation of the property after 
the requirements for principal and in- 
terest on the debentures have been sat- 
isfied, will have prior claim upon the 
proceeds. Meanwhile, the certificate ac- 
crues an increment at the rate of 3% 
per annum. Any sum remaining after 
satisfaction of the Administrator on ac- 
count of the debentures and of the mort- 
gagee on account of the Certificate of 
Claim, will be turned over to the stock- 
holders of the housing company. 

In other words, for a risk premium of 
1%4% or, in the case of houses valued at 
$6,000 or less, 4%, without reinsurance 
or any insurance reserve system, the 
government insures the principal, the 
interest and the cost of the properties 
which represents the greatest economic 
credit risk in the world, attracts twelve 
to sixteen billion dollars of capital in- 
vestment and leaves this gigantic bur- 
den to be borne in the future, i.e. by 
future taxpaying generations. 

Needs Different Insurance System 

If the government itself intended soon- 
er or later to operate American hous- 
ing, this way of taking over the building 
capital would not be so bad. But as this 
obviously does not seem to be the gov- 
ernment’s intent at the present, a funda- 
mentally different insurance system must 
be applied. 

The application of mortgage guarantee 
insurance has always been very seduc- 
tive in economic history. Especially in 
a rising market and during the initial 
years of practicing this so-called “insur- 
ance” everything seems to succeed splen- 
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didly. The building appears new and 
imperishable. The mortgagor feels happy 
in the role of a new-born “proprietor.” 
All payments are made and with great 
punctuality. The loss ratio is practically 
nil, But sooner or later, rather sooner 
—perhaps precipitated by economic de- 
pressions—the situation begins to change ; 
and when the proprietor arrives at the 
point where he enters a second half of 
the enterprise the long impending calam- 
ity develops with amazing rapidity. De- 
preciation progresses; repairs—bagatelles 
during the first years—grow into tre- 
mendous figures; modernization of _the 
property becomes necessary; the neigh- 
borhood changes; the tenants move with 
greater frequency; dilapidation sets in, 
and the death of the buildng is immi- 
nent. 

Unless one realizes that a building is 
an organism with functions similar to 
those of the human organism; unless one 
calculates in advance the entire building 
project for a definite life span; unless 
one decides to employ the principles of 
a careful merchant during the entire 
economic life of the building, one can 
never thoroughly solve the problem of 
safeguarding mortgages, which means to 
secure the maintenance, renewal and re- 
production of the loaned capital. 

Basis for that security is an insurance 
on the life of the property which must 
be taken out for the full value and for 
its entire life span. 

This would require a gradual reduc- 
tion of the credit until it has been fully 
paid. This amortization can be taken 
care of by Property-Life insurance, but 
in that event the owner must assign the 
policy until such time as the credit has 
been fully repaid; and more than that, 
it can be provided through an endorse- 
ment to the policy of Property-Life in- 
surance that the mortgagee has the right 
to demand from the insured mortgagor, 
that he reinstate the policy to the origi- 
nal insured amount after an indemnity 
has been paid by the company. 

Under these conditions—assuming reg- 
ular premium payment—at the end of 
the insured term—or if the building dies 
prior to the maturity as a result of total 
loss of use, the whole insured amount 
becomes due and must first be used to 
satisfy the loan. The insured amount 


must be at least as large as the mort- 
gage. 

In the event of foreclosure which 
should be much rarer under these cir- 


cumstances, one can then also contem- 
plate Mortgage Guarantee insurance on 
the basis of safeguarding and _stabiliz- 
ing the entire bu‘lding organism during 
its whole life span by Property-Life in- 
surance. 

This Mortgage Guarantee insurance 
would then have a new, solid foundation 
in the growing renewal reserve of Prop- 
erty-Life insurance. It can actually be- 
come a loss-insurance in the exceptional 
event that the building enterprise be- 
comes insolvent and thus would be elim- 
inated the last factor of unsafety from 
the building business. 

Under the current conditions of the 
FHA insurance the government bears 
the risk of the whole building capital. 
Under the NHA plan, this capital would 
amount to twelve-sixteen billion dollars. 
The Federal government could reduce 
this risk or distribute it over the long 
term of the subsidy credits if only the 
annual premium payments of the Prop- 
erty-Life insurance which are to be paid 
by the insured mortgagors were to be 
guaranteed, instead of the principal, as 
recently proposed by Dr. Edmond Pau- 
ker, economist. 


A Vital Question 


Is it the task of the mortgage lenders 
to use the amortization quotient of the 
credit for the gradual repayment of the 
credit and thereby to get hold of parts 
of the capital itself, or is there another 
institution to be called upon to admin- 
ister these amortization quotients and to 
use them for a rational security of the 
credit ? 

The entire future of the American real 
estate credit depends upon the correct 


realization of and honest answer to this 
question. 

It is entirely within the power of 
America, either to go the old way, which 
has never led to a true solution of se- 
curity for long-term credits, and which 
in my opinion, based on a life-time of 
experience, can never lead to a solution 
of this problem; or, if it has the courage, 
to proceed along the new road of the 
positive mutual securing of property 
values. 

As stated above, the advantages at- 
tainable by the amortized mortgage are 
insufficient. The amortized mortgage re- 
duces the debt on the property and pro- 
tects both the mortgagee and the mort- 
gagor from excessive debts. However, it 
does not help in the event that large 
amounts of money are needed for ex- 
tensive alterations, repairs, renovations, 
modernization, etc., which may become 
necessary prematurely and unexpectedly. 
It forces the property owner frequently 
to undo the result obtained through 
amortization by having to take on a new 
mortgage provided he can get it at the 
critical moment. If the property is not 
longer repairable and is ripe for wreck- 
ing then the property owner who is 
forced to build anew must not only car- 
ry over the mortgage still due on the old 
building but in order to erect the new 
building has to enter into new obliga- 
tions. Above that the service of amor- 
tization determined by the FHA offers 
no guarantee that the mortgaged prop- 
erty will in reality have a life-time of 
that duration. Such guarantee can only 
be warranted through a Property-Life 
insurance policy. 

If as in most cases a debt is still in 

existence which is in excess of the value 
of the land and the salvage the debt 
burdens the new construction right from 
the start. 
_ The slum clearance problem in Amer- 
ica is so difficult to solve for the reason 
that these old obligations make it simply 
impossible to calculate the cost of the 
new building. 

TA glance at the old law tenements in 
New York clearly shows the troubles 


that arise if these remainders can nei- 
ther live nor die. 

I am convinced that the amortization 
quota of capital must be brought into 
the hand of a separate institution to 
which the risk premiums of the capital 
are entrusted, so that by a planned com- 
bination of these risk premiums the best 
possible results can be achieved in over- 
coming these risks. 

It cannot be overstressed that the en- 
trepreneur, i.e, the creator of capital 
(building-owner, ship-owner, factory- 
owner, etc.) must guarantee an undis- 
turbed course of capital investment for 
the grantor of credit or the money lend- 
ing institutions (i.e, he must guarantee 
the creation as well as the proper ad- 
ministration of capital). 

The grantor of credit therefore must 
have the right to demand that the risk 
of disturbance of this use and reproduc- 
tion of capital—especially in the case of 
long-term credits—is to be covered by 
insurance. 

But since the risk premiums of capital 
alone cannot cover the heavy risks of 
an insurance on the life of capital— 
analogous to the alternative endowment 
life insurance policy—the amortization 
quota of capital must be entrusted to a 
Property-Life insurance company in or- 
der to support the risk premium. 

The grantor of credit will therefore 
have to be satisfied with the fact that 
in a more refined credit organization the 
amortization quotient of capital, forged 
together with the risk premiums, is to 
be transferred to the insurer, of whom 
he will demand long-term guarantees for 





J. J. ECKHART RECUPERATING 


John J. Eckhart of Rochester, N. Y., 
who was injured about a year ago in a 
taxicab accident in New York City, is 
recuperating at Clearwater Beach, Fila. 
His condition is still serious and since 
going to Clearwater it has been neces- 
sary for him to enter the hospital there 
twice to have his spine tapped. He 
suffered a broken back and severe con- 
cussion of the brain in the accident. 








“YOUR KITCHEN WILL TAKE A TRIP” 


says the Alliance national advertising for January, speaking 
directly to the home-owning husband and wife, “if an 
explosion should happen at home, or near you. 
wreck the rest of your house, too.” 

Add the sensible extra safeguard of Explosion Insurance to 
your Fire Insurance, the message urges. 
sions are costly. The only sure safeguard from losses that 
the householder has is dependable explosion insurance. 


“ASK THE ALLIANCE AGENT.” 





THE ALLIANCE INSURANCE COMPANY 
OF PHILADELPHIA 


Head Office: 1600 Arch St., Philadelphia 
New York Office: 99 John Street, N. Y. 
Chicago Office: 209 W. Jackson Boulevard 
San Francisco Office: 231 Sansome Street 
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a complete maintenance and renewal of 
capital, in ordr to assure continuity of 
use of such capital. 

In a subsequent article Dr. Heymam 
will show how mortgage banks would 
function as a part of the credit struc 
ture. In his message to the New York 
Legislature Governor Lehman recommend- 
ed legislation providing for the formation 
of such mortgage banks. 





ARSON BUREAU SUGGESTED 





Special Committee in Baltimore Urges 

New Move to Study Possibility of 

Increasing Incendiarism 

Recommendation that a _ special bu- 
reau be created in the Baltimore Fire 
Department in an effort to combat in- 
cendiarism has been made to Mayor 
Howard W. Jackson by a special com- 
mittee he named to study the subject. 
The mayors move _ followed _ several 
downtown fires of large proportions in 
which incendiarism was suspected. 

George T. Evans, president of the 
Batimore Fire Board, is chairman of the 
committee, which also includes Wesley 
S. Hanna, State Insurance Commis- 
sioner; Richard B. Spencer, represent- 
ing the Board of Fire Underwriters; 
Preston D. Callum, chairman of _ the 
Baltimore Traffic Committee and promi- 
nent in insurance circles; Chief Edward 
H. Warr, of the Salvage Corps, and 
Police Commissioner William P. Law- 
son. 

It has been pointed out that the pro- 
posed bureau would cost about $18,000 a 
year and that the insurance companies, 
already paying heavy taxes, do not feel 
that they should bear the additional 
burden. The entire subject has_ been 
placed in the hands of the City Solicitor 
for his recommendation. The commit- 
tee recommended that the bureau con- 
sist of a battalion chief, four fire cap- 
tains and a clerk. 





Virginia Agents Prepare 
Two Bills for Legislature 


Two bills have been drafted by the 
Virginia Association of Insurance Agents 
for introduction in the Virginia Legis- 
lature which convened this week at 
Richmond. One provides for a_ new 
classification of licenses and authorizes 
the superintendent of insurance to 
license a person, firm or corporation as 
well as solicitor. 

The other, known as a countersigna- 
ture bill, specifies who shall countersign 
a policy. Under its provisions only an 
agent shall be permitted to countersign 
a policy. Heretofore, it was permissible 
for a company representative to exercise 
this privilege when he chose to do s0. 
The bills were to be introduced the lat- 
ter part of this week, according to Ed- 
mund T. DeJarnette, chairman of the 
legislative committee of the state asso- 
ciation. Mr. DeJarnette ts 2 former 
member of the Legislature. 


ZIMMERMANN ADIUSTER 


Robert F. Zimmerman, Milwaukee, 
former state agent Granite State Fire, 
has been appointed general adjuster of 
the Northwestern Mutional (Fire), suc 
ceeding the late Arthur J. Wright. About 
twenty years ago Mr. Zimmermann was 
associated with the company as assistant 
adjuster under Mr. Wright. 
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“Whose House To-Night ?” 


America Fore Insurance 


THE CONTINENTAL INSURANCE COMPANY 
AMERICAN EAGLE FiRE INSURANCE COMPANY 
FIDELITY-PHENIX FirE INSURANCE COMPANY 
First AMERICAN FiRE INSURANCE COMPANY 


Eighty Maiden Lane, 


AGO SAN FRAN 





—ift they visit the 


home of one of your 
clients - will he be 
protected from loss ? 


and Indemnity Group 


NIAGARA Fire INSURANCE COMPANY 
MARYLAND INSURANCE COMPANY OF DELAWARE 


THE FIDELITY AND CASUALTY COMPANY 


BERNARD M. CULVER, President 
FRANK A. CHRISTENSEN, Vice-President 


New York,N.Y. 


LANTA DALLAS 
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Collins Heads Rating 
Bureau of N. Y. Dep’t 


EIGHTEEN YEARS WITH DEP’T 





Has Served as Fire and Marine Exami- 
ner, Deputy Sup’t, and Chief of 
Miscellaneous Bureau 
Superintendent of Insurance Louis H. 
Pink has appointed Joseph F. Collins as 
chief of the rating bureau to succeed 
Joseph J. Magrath who recently resigned 

to go with Chubb & Son. 
Mr. Collins was first appointed an ex- 
aminer in the Insurance Department in 





JOSEPH F. COLLINS 


1920 and was assigned to the fire and 


marine bureau. While in that bureau he 
conducted examinations of most of the 
leading fire and marine companies doing 
business in this state. In 193 he was 
appointed a Deputy Superintendent ol 
Insurance and assigned to the Albany of- 
fice. Only recently he was appointed to 
succeed John E. Diefendorf as chief of 
the miscellaneous companies bureau. 

His riew duties as chief of the rating 
bureau will include general supervision 
over rating organizations and rating 
problems. 

Mr. Collins’ ability and record in the 
Department are well known and his work 
on the new insurance code has been par- 
ticularly outstanding. 

He is a member of the committee on 
blanks of the National Association of In- 
surance Commissioners and also a mem- 
ber of the committee on insurance law 
revision. 


PITTSBURGH EVENT FEB. 14 





Full Program of Speakers and Confer- 
ences for Insurance Day Finishing 
With Dinner-Dance 
February 14 has been set for the an- 
nual event in Pittsburgh known as In- 
surance Day. The local casualty asso- 
ciation will conduct a forum and the 
Pittsburgh Accident and Health Man- 
agers Association will also hold one. The 
luncheon will be in charge of the fire 
agents. In the afternoon the Smoke 
and Cinder Club will conduct a forum 
and the fidelity and surety men will have 
one. A dinner and dance will conclude 
the program. The ticket committee is 
headed by N. Huested, Investment Build- 

ing, Pittsburgh. 
SPRINKLERS MEETING IN N. Y. 
The automatic sprinklers committee of 
the National Fire Protection Association 
will hold a meeting in New York City 
next Wednesday and Thursday, January 
19 and 20. C. W. Johnson of the Insur- 
ance Co. of North America is chairman 





JAMES C. RYAN DEAD 
James C. Ryan, Chicago broker, died 
January 8 of pneumonia. He was as- 


sociated in the insurance business with 
his brother, Daniel Ryan. 
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Drop in Fire Rates 
Stimulates Selling 


SOMMERS ON YEAR’S RESULTS 





Finds Encouragement in Continuation of 
Loss Decline in Face of Some 
Business Expansion 





In an article contributed to the New- 
ark Sunday Call, President Paul B. 
Sommers, American Insurance Co., ex- 
plains some functions of fire insurance 
companies and organizations operated by 
them, for the benefit of those persons 
who are not in insurance and are there- 
fore least familiar with fire insurance 
practice. He then says that considerable 
volume of new fire insurance was sold 
in 1937 but the gain in premium volume 
was reduced by continuance of rate re- 
ductions brought about by fire preven- 
tion activities, particularly those of the 
National Board of Fire Underwriters, of 
which he is also president; general im- 
provement in building construction, and 
in fire fighting facilities. The loss ratio 
has therefore been reduced. 

Meanwhile the steady reduction in the 
fire insurance rate, and consequently in 
premium volume, has made it necessary 
to develop the lines other than fire which 
are written by fire companies. Last year 
marked some real progress toward im- 
proving insurance selling methods. In 
adopting planned selling programs the 
insurance business has accepted its re- 
sponsibility by offering the benefits of 
insurance against all risks of loss at 
nominal cost. 

Losses last year were slightly lower 
and Mr. Sommers observes that such 
a trend is unusual when accompanied 
with a general pick-up in industry. Ex- 
penses last year were about the same 
as usual. The tax burden upon all fire 
insurance companies continues to give 
concern. The stock market recession 
erased the satisfactory underwriting re- 
sults of the first nine months. At one 
time stock and bond portfolios showed 
a decline of 30%. Surpluses will be re- 
ported generally lower than a year ago, 
but the healthy financial condition pre- 
vailing prior to the recent decline leaves 
the fire insurance industry with sufficient 
ballast to present a reasonably good 
financial showing for the year. The 
comprehensive insurance problems of a 
new business era will find the industry 
of insurance ready to fit changing needs, 
concludes Mr. Sommers. 





Palmer Reports Steady 


Progress Against Arson 

The Illinois Fire Marshal’s Office made 
sixty-four arrests during the twelve 
months ended June 30, 1937, Director of 
Insurance Ernest Palmer reported to 
Governor Henry Horner in his depart- 
ment’s annual summary of the fiscal 
year. Aided by the State Bureau of 
Criminal Identification and Investiga- 
tion, the State Highway Police and the 
laboratory of the Division of Highways, 
the marshal’s office, known as the Divi- 
sion of Fire Prevention of the Depart- 
ment of Insurance, made 550 investiga- 
tions during the period. There were 
thirty-five indictments returned, forty- 
four persons found guilty and _ thirty- 
seven confessions secured. 

“Arson activities have been broken up 
in various sections of the state, Mr. 
Palmer commented. 

In connection with the division’s work 
of correcting fire hazard conditions, its 
staff of inspectors and field deputies 
made 4,455 inspections during the fiscal 
period, issued 647 orders for corrections 
with 393 compliances up to date. As a 
result of the inspections seventy-nine 
dilapidated buildings were removed. 


AGENCY INCORPORATES 
The insurance business conducted by 
Daniel H. Hamilton, 8-10 South Street, 
Baltimore, for many years, has been in- 
corporated with authorized capital stock 
of 10 shares, no par value. The incor- 
porators are Mr. Hamilton, Robert E. 

Owings and Eulalia C. Lathroum. 











COpmOrt WER BF ECO. OF NORTH antec 


Residence Contents Insurance is the coverage 
featured in this month’s North America 
national advertising to emphasize the im- 
portance of complete insurance protection. 
In pointing out the penalty of under-insurance, 
the message repeats that “a loss is a loss, no 
matter what the cause,” and sounds the need 
of insurance against every hazard that may 
The North America 
Agent is pointed out as the one to consult for 


bring financial loss. 


proper guidance—and policies. 
See our advertisement in the January 


24th issues of LIFE and TIME and Janu- 
ary 22nd issue of BUSINESS WEEK. 


Insurance Company of 


North America 
PHILADELPHIA 


and the 


Indemnity Insurance Company of North America 
write practically every form of insurance, except life. 
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acific Coast Fetes 
Retiring Veterans 


FOUR GIVEN BIG _ SEND - OFF 


Benjamin Goodwin of St. Paul Fire & 
Marine Talks Entertainingly of Early 
Days in Business 








Four of the Pacific Coast’s outstanding 
veterans of fire insurance, three of 
whom retired as of January 1 and one 
as of February 1, were feted at an ela- 
borate dinner party held at the Bohemian 
Club, San Francisco, January 12. All 
served their respective companies 
more than forty years and each was pre- 
sented with a gift from the sixty com- 
pany executives, including a few “for- 
eign” guests and retired officials, who at- 
tended the colorful affair. 

The retiring executives are Benjamin 
Goodwin, forty-eight years with the St. 
Paul Fire & Marine; Frank M. Avery, 
Fire Association; Fred M. Branch, New 
York Underwriters and George O. Hoad- 
ley, American of Newark. 

January 6 Mr. Goodwin was given a 
farewell dinner by the office staff of the 
Pacific department headquarters of the 
St. Paul, where the employes presented 
him and Mrs. Goodwin with two large 
easy chairs, an ottoman, chair cushion 
and reading lamp. 

Goodwin’s Colorful Career 

At the Bohemian Club party Mr. Good- 
win told how he entered the insurance 
business forty-eight years ago in what 
was to become the town of Anacortes, 
Wash., the terminus of the Northern 
Pacific Railway. A business and land 
boom followed. When Mr. Goodwin ar- 
rived there about the first thing he did 
was order breakfast—fried eggs, baked 
beans and coffee. The waiter gave the 
order to the cook in the language of the 
Siwash Indians, the natives of Fidalgo 
Island. 

Mr. Goodwin represented the St. Paul, 
American Central and West Coast, the 
latter of Tacoma. During the first eight 
months he gave that company $800 in 
premiums and then the company failed. 
He replaced the policies in other com- 
panies and stood the financial loss him- 
self. Then the railroad decided to make 
Everett, Wash., its terminus and _ the 
Anacortes boom burst overnight. Then 
Mr. Goodwin got an interest in a Seattle 
agency. After five years Major Charles 
Christensen, manager of the St. Paul and 
American Central, gave Mr. Goodwin a 
road position and a few months later he 
was taken into the management at San 
Francisco. 

While Mr. Goodwin was in Seattle he 
represented the Imperial of which Wil- 
liam (Uncle Billy Sexton) was manager. 
Once when Sexton was visiting Seattle 
Goodwin asked him what risks he con- 
sidered fireproof and Sexton said he 
wouldn’t consider pig iron under water 
fireproof. The reason for the conserva- 
tism was that in Bellingham, Wash., Sex- 
ton’s company had written $2,500 on 
grindstones in a vacant lot. A three- 
story lodging house thirty feet from the 
risk burned and most of the grindstones 
were cracked by the heat, producing 
practically a total loss. 

Remembers Portland Crowd 

In 1896 Mr. Goodwin helped to break 
up the serious rate war raging in Cali- 
fornia at that time. Of course he went 
through the San Francisco earthquake 
and fire tribulations. In the days when 
Portland was the mecca of traveling in- 
surance men who sought a comfortable 
place to spend a week-end, Mr. Goodwin 
met many of the old leaders in the busi- 
ness. He mentioned W. J. Landers, John 
Foyarty, George Boardman, Colonel Kin- 
ney, Tim and George Grant, George Ty- 
son, Bernard Faymonville, Uncle Billy 
Sexton and George Spencer. Mr. Good- 
Win’s concluding remarks were: 

“A very important highlight exper- 
ienced all along the trial of my insur- 
ance career has been the steadying in- 

uence and assistance of our rating and 
conirol organizations. First. the Pacific 
Insurance Union and afterward its suc- 
cessor, the Board of Fire Underwriters 
of the Pacific. Also the several state 
tating bureaus.” 


N. E. Exchange 


(Continued from Page 20) 


fifteen cities and towns received an en- 
tire rerating, and in addition twenty-six 
rating tariffs were reprinted. Massa- 
chusetts headed the list with 27,492 in- 
spections of buildings, Connecticut be- 
ing next with 15,737. 

Secretary Sweetland said that through 
the efforts of the Public Works Admin- 
istration a large number of communities 
had improved their fire protection, 
through the installation of water works 
systems, extension of their present sys- 
tems and the addition of new fire ap- 
paratus. Twenty-five per cent more ap- 
plications from municipal protection de- 
partments for Exchange inspections and 
recommendations for improvements were 
received last year over the previous year. 
Twenty per cent more fire apparatus 
was tested during the year than the year 
before. Changes in classifications of 
cities and towns were made in eighteen 
different cases. 

Secretary Sweetland said that new 
water works systems had been installed 


at Bradley, Me.; Cotuit, Harwich and 
West Newbury, Mass., and at East 
Smithfield and Graystone, R. I. New 


tariffs of rates were issued during the 


Maine, Vermont and Rhode 


Lightning Rods 

It was pointed out that there had been 
a 10% increase in the issuance of master 
labels for lightning rod installations in 
New England, the largest increase since 
1934. There have been no cases of light- 
ning, losses brought to the attention of 
the Exchange authorities during the past 


year for 
Island, 


year on property equipped with the 
“master label” systems. 

Mr. Sweetland said that there had 
been many reductions in apartment 


house rates in Massachusetts during the 
year, and in addition reduced rate con- 
tribution clauses had been promulgated 
for all apartment houses having three 
apartments or over. At the same time, 
he said, the distance from a fire depart- 
ment station that a risk may be located 
to be eligible for protection classification 
has been extended to three miles for full 
protection and to two miles for sub- 
protection. 





RESERVE DIVIDENDS 
American Reserve of 
New York have declared the regular 
semi-annual dividend of fifty cents a 
share, plus an extra dividend of twenty- 
five cents a share, payable February 1, 
to stockholders of record January 15. 


AMERICAN 


Directors of the 


uary 


F. E. Cabot, Long With 
Boston Board, Dead at 78 


F. Elliot Cabot, 
30ston Board of Underwriters, died Jan- 
7 following a heart attack, age 78 
He was a of Harvard, 
1880, and was with the Boston Board 
from 1883 to 1926 and was _ secretary 
from 1908. Mr. Cabot was a life mem- 
ber of the American Institute of Electri- 
cal Engineers, a member of the First 
Corps Cadets and served with distinc- 
tion in the Spanish-American War. In 
1920 he became a member of the Milton 
3oard of Fire Engineers. 


formerly secretary of 


graduate class of 


FIELD CLUB JAMBOREE JAN. 17 


The midwinter jamboree of the South 


Jersey Field Club will be held next 
Monday evening, January 17, at the 
State House Restaurant in Philadelphia. 
This will be a get-together for special 
agents and company men only. Dinner 
will be followed by an elaborate enter- 
tainment program. Alex C. Schoen is 


chairman of the committee and assisting 
him are William Hutchinson and Henry 
C. Brose. P. Norman Fenton is chair- 
man of the club. 
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Daw on Rating 
(Continued from Page 1) 


in a normal risk of any class, is safely 
arranged. There are countless revisions 
in rates for variations in, let us say, the 
number of heating devices in a garage, 
foundry or machine shop, which are in- 
tolerable and, we believe, contribute ma- 
terially to errors and line shifting. 

“Even in the new mercantile schedule 
it now takes two or three times as long 
in rating a building exposed on three 
sides, to figure the exposure charge as 
it does to figure the rates'down to that 
point, as it necessitates obtaining from 
the files the three exposing surveys and 
the complicated percentage computation 
thereafter. 

“The engineering department estab- 
lishes the basis of protection from which 
is determined the key rate for all sched- 
ule rated risks and even a cursory exam- 
ination of their report will show the 
number of inconsequential changes in 
basis rates of no underwriting impor- 
tance, necessitating revisions of the basis 
rates by bulletin. This leads to errors 
and annoyance to agents with no mate- 
rial benefits to insured. Relative grad- 
ing of fire defense could be reduced to a 
set of average key rates based upon full- 
paid, part-paid or volunteer fire depart- 
ments, excellent or ‘acceptable’ water 
works and the presence or absence of 
fire alarms, with no change in key rate 
to be made except for the provision or 
impairment of one or more of these 
essential underwriting factors.” 

Supplemental 4 Selling 


Mr. Daw commented also upon expe- 
rience with some of the newer extra 
coverages being sold by fire companies. 
The stamping department of the Syra- 
cuse division has handled during the last 
year a large number of Supplemental 4 
and smoke damage endorsements. Rec- 
ords show that Supplemental 4 has pro- 
duced premium income of about $10,000 
a month. How much of this is replace- 
ment of previous windstorm insurance 
there is no means of ascertaining. 

The latest addition to the supplemental 
coverages, namely vandalism, during its 
four or five months existence, has as yet 
produced no premium income, at least 
not on dwellings, until very recently 
when a spasm of malicious mischief took 
place in builder’s risks of the dwelling 
class near Buffalo, due apparently to 
labor troubles. It would appear, said 
Mr. Daw, from experience that this con- 
tract, at least on the dwelling class under 
ordinary conditions, with its present ex- 
clusion, is unsalable at the price. 

“Most noteworthy changes which have 
occurred in the last twelve months are 
the material rate reductions on cold stor- 
age plants and fire-resistive breweries 
and the revision and the extension of 
supplemental coverages, a number of 
which latter have been placed in your 
hands and there are morc to follow. 
Numerous revisions have been made in 
the general rules, notably with regard 
to use and occupancy, extra expense and 
supplemental contract. Extra expense 
has been revised to cover all classes of 
occupancy under a mandatory form. All 
of these changes have been duly bulle- 
tined and explained, as will be those 
contemplated in the near future. 

“Touching on the work of the par- 
ticular departments, the major change 
in the sprinklered risk division has been 
the revision of the sprinkler warranty 
to require the permission of the rating 
organization, rather than the company 
or agent, in case of changes in the 
equipment or of impairment. We hope 
during this year to complete the sched- 
ule rating work. 

Sprinklered Risk Department 

“There are 3,489 risks rated as sprin- 
klered. Sixty-seven systems have been 
shut off for the winter, mainly in shut- 
down plants or vacant buildings. 

“Seventy-six per cent. of risks have 
been rated under schedule and the work 
should be completed during the year. 
Sixty-four per cent. of the now schedule 
rated risks have been reduced, 18% un- 


— 


changed and 18% increased. In most 
cases those that have been increased can 
be reduced to old level by making im- 
provements. 

“There were fifty-seven new equip- 
ments installed which is twenty more 
than last year. Many new additions to 
plants were equipped. 

“Specifications were issued and rates 
quoted on twenty-four risks and_ forty 
tentative quotations made based on sur. 
veys in files—which eliminates expense 
of special inspections. 

“There is nothing new to report on 
competition from non-member companies 
other than to say that it is very active, 
It will always be present and, if the only 
basis of meeting it is by reducing rates, 
much success cannot be expected. Valu- 
able aid is being rendered by some field 
men and agents in the attempt to meet 
the competition. In many cases the com- 
petition is more fancied than real but 
we believe it is met to a reasonable de- 
gree, under existing conditions. 

Rerating Department 

“During the past year the following 
tariffs have been republished, rates for 
protected mercantile risks being com- 
puted under the simplified mercantile 
schedule, other classes under the uniform 
schedules as previously used: Wayne 
County, May 1; Geneva City, May 1; 
Canandaigua, July 1; Ontario County, 
July 1; Seneca County, August 1; Yates 
County, September 1; Schuyler County, 
September 1; Hornell City, October 1; 
Ithaca City, November 1; Tompkins 
County, December 1; Corning City, 
January 3, 1938. 

“Approximately 15,700 risks were re- 
published in these tariffs. 

“All cold storage plants and _fire-re- 
sistive breweries throughout the state 
were rerated; these risks were not rein- 


spected, about 200 risks being rerated § 


from previous reports. 

“The inspection work has been com- 
pleted in Steuben County, Cayuga 
County and City of Auburn. Inspections 
are now being made in the cities of EI- 
mira and Binghamton. The rates have 
been computed for Steuben County and 
are ready to be sent to the printer. 

Electrical Department 

“There is again an increase of 5,548 
applications over the year 1936. Total 
amount of applications received 65,937. 
It is noted, however, that the fee per 
application has dropped, due to addi- 
tional work in old buildings and range 
and hot water heater installations. We 
now have forty-five inspectors in the 
field, this being two more than 1936. 

“Reports received on nineteen electric 
fires, individual losses low. Lightning, 
lamp cords and overfusing the main 
causes, 

Stamping Department 

“At the end of the first six months of 
the year 1937 a check of the daily re- 
ports received by the three Stamping 
Offices indicated a sharp decline from 
those received in the same period of 
1936. However, at the end of 1937 the 
falling off had been overcome and the 
final tabulation shows a gain over the 
last year. Rochester office alone ran 
behind in the number received. 

“The recorded premium income for the 
attachment of supplemental contracts in- 
dicates clearly that the additional- cover- 
age is meeting the approval of the in- 
suring public. The handling of supple- 
mental contracts does entail considerable 
extra work for the stamp clerks. 

“Various changes in the general rules 
made with the intent to simplify them 
have resulted in a great deal of confu- 
sion in the minds of agents generally, 
as is evidenced by the unprecedented 
volume of correspondence received by 
this department. 

“About the most difficult problem to 
contend with is ever increasing applica 
tion of the so-called budget system. 
Special agents are earnestly urged to 
familiarize themselves with the require- 
ments of the rule pertaining to that ar 
rangement, and to assist their agents i 
the preparation of complete data re 
quired by the’ stamping offices before, 
rather than after, the rearrangement 0 
insurance is made.” 
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buildings in connection with a large 
mining company in South America — over 
11,000 feet above sea level. 


Here, surrounded by mountains that are 
snow-capped practically all the year ’round, 
is a mining settlement well protected by 
most modern fire appliances—over two miles 
above sea level! 
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This is No. 5 of the series, “’Round the World with 
the Royal-Liverpool Groups.” No. 6 takes the Groups 
to a spot in Palestine 683 feet below sea level. 
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AGENCY’S 25TH ANNIVERSARY 





A. W. & L. A. Frye of Gloversville, 
N. Y., Started in Business Jan. 1, 1913; 
Represent Seven Companies 
The insurance firm of A. W. & L. A. 
Frye at 44 South’ Main Street, Glovers- 
ville, N. Y¥., one of the old established 
agencies of that city, observed its twenty- 
fifth anniversary on January 1. This 
silver anniversary marked a quarter of 
century of forward looking business in 

this field for the firm. 

Alva W. Frye, senior member of the 
agency, founded the business on Janu- 
ary 1, 1913, and as the New Year opened 
completed twenty-five years in this line. 
He serves as a member of the board of 
directors of the Burr Lumber Co., Inc., 
well known building supply concern. He 
is a member of the First Methodist 
Episcopal Church of Gloversville... 

Leslie A. Frye, junior member of the 
firm, entered the business on January 
1. 1924, and since that time has taken 


an active part in its affairs. He is a 
member of the various Masonic Bodies 
and the First M. E. Church. He is 


treasurer and member of the board of 
stewards of the church and also serves 
on the board of directors of the local 
7 mw. CA. 

The firm deals extensively in all forms 
of insurance, real estate and mortgage 
loans. It is a member of the Fulton 
County Insurance Agent’s Association, 
the New York State Association of Local 
Agents and the National Association of 
Insurance Agents. Companies repre- 
sented include the following: Auto- 
mobile of Hartford, Glens Falls, Home 
of New York, Newark Fire, New York 
Underwriters Ins. Co., St. Paul Fire 
& Marine, Aetna Life & Affiliated Com- 
panies, American Surety and Hartford 
Steam Boiler. 


J. F. HODGSON OPENS AGENCY 

James F. Hodgson, 11 East 4th Street, 
New York City, head of the J. F. 
Hodgson Co., has been appointed metro- 
politan district and suburban territory 
agent of the Preferred Fire of Topeka, 
Kan.; also automobile and countrywide 


binding agent for fire lines for the 
American Equitable, and New Jersey 
agent of the Merchants & Manufac- 
turers. Prior to the last year Mr. 


Hodgson served for more than a quarter 
century in various branches of the 
Government service. He rose to major 
in the United States Army and from 
1919 to 1932 was commercial attache in 
the United States foreign service. Then 
he became a regional director for the 
NRA. For the last twelve months Mr. 
Hodgson has been with the insurance of- 
fice of Richard James, Inc., 123 William 
Street. 


AGENT’S LICENSES SUSPENDED 
Superintendent of Insurance Louis H. 
Pink has suspended the licenses of John 
H. Glaney, 537 South Broadway, Yonk- 
ers, N. Y. The suspension, imposed for 
_ a period of three months ending March 
17, 1938, will be lifted at that time only 
if Glancy has before, or at that time, 
complied with an order of the Insurance 
Department. The suspension will other- 
wise continue until the order has been 
complied with. Glancy was licensed as 
an agent of three fire insurance com- 
panies, 
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A. J. Smith Is Reelected 
Pres. N. Y. City Agents 


\. J. Smith was reelected president of 
the Association of Local Agents of the 
City of New York, Inc., at the annual 
meeting held in New York City on Tues- 
day. Willard S. Brown was continued 
as vice-president and E. Stanley Jarvis 
was again chosen secretary-treasurer. 
Members of committees were elected as 
follows: 

Executive committee—Sydney T. Per- 
rin, Elmer J. Hopper, Clarence McDan- 
iel, Charles A. Fowler and George F. 


Kern. Membership committee—Robert 
F. Wright, Clarence H. Fuss, L. H. 
Charles Geel, John B. Theurer and 
Douglas R. Holmes. Public relations 


committee—James J. Hoey, John A. 
Lynch, Edwin W. Sohmer, Thomas J. 
Hogan and D. J. McAuliffe. 


LEVIS HEADS BONITO & CO. 

Norris K. Levis has been elected presi- 
dent of Alan H. Bonito & Co., Inc., 80 
Maiden Lane, New York City, inland 
marine underwriters. He has been with 
the organization as vice-president for 
more than a year. For some time he 
was in charge of the Chicago office. 
Prior to joining the late Mr. Bonito, 
Mr. Levis was with Marsh & McLennan 
for fifteen years in both the New York 
and Chicago offices serving as man- 
ager of the marine department. He is 
a member of the executive committee 
of the Inland Marine Underwriters Asso- 
ciation. 


NEW BALTIMORE CONCERN 

The firm of Wetzel & Co. of Balti- 
more, doing a general insurance broker- 
age business, has been organized by Fred 
P. Wetzel, who has been engaged in the 
business in Baltimore for a number of 
years. Headquarters of the new concern, 
which handles fire, marine, casualty, life 
and bonds, are at 26 South Calvert 
Street. Mr. Wetzel has announced that, 
in addition to operating the new com- 
pany, he will continue to serve the 
clients of Johnson & Higgins in associa- 
tion with the officers of Poor, Bowen, 
Bartlett & Kennedy, Inc. 


TO NAME NEWARK COMMITTEE 

Mayor Ellenstein and Commissioners 
Franklin and Duffy of Newark, N. J, 
will select three members of the Essex 
County Board of Fire Underwriters to 
make a survey of fire insurance on city 
buildings and contents. The mayor and 
his commissioners met with representa- 
tives of the underwriters’ board last 
week and the agents left with the city 
commission a list of members of the 
Essex County Board. Decision by the 
commission to allow the agents to sur- 
vey city risks was announced a few 
weeks ago. 











New York Exchange Makes 
Several Changes in Rates 


The New York Fire Insurance Ex- 
change at its monthly meeting Wednes- 
day elected to Class 3 membership the 
following agencies: A. Whelpley Co., 
Inc., representing the Southern Fire of 
Durham, S. C., and the Albany; T. J. 
Hogan, Inc., representing the General 
of Trieste and the Dixie Fire; H. A. 
Klein agency, representing the Anchor 
and Virginia F. & M., and Alexander F. 
Mezey and Albert E. Mezey, doing busi- 
ness as the Mezey agency, representing 
the General of America. | 

Several minor changes in rates were 
adopted and the rates on buildings in 
course of construction were modified so 
as to permit the use of the regular build- 
ing in course of construction rate on 
policies covering those portions of the 
work upon which higher rates had pre- 
viously applied. 





General Cover Form Guide 


Issued For Agents’ Use 


John E. Clark, 84 William Street, New 
York, who conducts the general cover 
department for a group of companies, 
has issued a solicitation guide for use 
by agents and brokers. The guide de- 
scribes the several reporting and mul- 
tiple location forms now available, A 
number of new forms have been de- 
veloped to replace the old style general 
cover contract. Copies may be obtained 
at Mr. Clark’s office. 


MASS. AGENCY 75 YEARS OLD 

The Charles A. Merrill & Son local 
agency of Winchendon, Mass., has com- 
pleted three-quarters of a century of ac- 
tivity in the business, In 1863 Edwin S. 
Merrill represented the Connecticut Fire. 
Eleven years later he took his son, 
Charles A., into partnership and the firm 
name was changed to E. S. Merrill & 
Son. The “& Son” was dropped in 1896 
when the younger Mr. Merrill began to 
carry on the agency under his own name 
but was restored in 1932 when Charles 
A. Merrill took his son, Edwin H., into 
partnership. The elder Mr. Merrill has 
now been in insurance more than sixty 
years. The agency still represents the 
Connecticut and several other companies 
which have been with it more than fifty 
years. These include the Sun, Phoenix 
of Hartford, Niagara Fire and Spring- 
field. 


McGRATH & McGINNESS PART 

The insurance brokerage firm of Mc- 
Grath & McGinness, 55 John Street, 
New York City, which Hugh McGrath 
and Robert X. McGinness formed about 
seven years ago, has been dissolved and 
the partners will continue operations 
separately. Mr. McGrath will continue 
to operate from the old address while 
Mr. McGinness with B. Lytton Johnston 
and Sidney J. Flanigan have established 
themselves at 99 John Street. 

Mr. Johnston and Mr. Flanigan were 
both formerly connected with McGrath 
& McGinness as independent brokers. 


LIEBLICH FOR JUDGE 
Among names submitted to Governor 
Hoffman of New Jersey for appointment 
as justice of the Supreme Court is that 
of Joseph T. Lieblich. He is president 
of Selray Investment Co., Paterson, gen- 
eral insurance agents, adjusters and brok- 
ers. He has been cgnnected with the in- 
surance business for thirty-five years and 
is regarded as an able appellant and 

trial lawyer. ' 
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Sullivan Made President 
At Boston Board Meeting 


Robert A. Sullivan, of Hinckley & 
Woods, was elected president of the 
Boston Board of Fire Underwriters Jan. 
uary 11. Arthur J. Anderson, of O’Brion, 
Russell & Co., was chosen vice-president 
and James Davie was re-elected secre. 
tary-treasurer. Retiring President Wij. 
lard C. Hill said that the board has been 
strengthened by regulating the qualifica. 
tions for membership. Manager Osgooj 
announced that the number of fires in 
sprinklered risks was 15% less in 1937 
than in 1936 and the total loss was 32% 
of that in 1936. Partial sprinkler sys. 
tems in apartment houses continue to 
demonstrate their value. 


Results of New York 
Bridge League Games 


The seventh tournament of the New 
York Insurance Bridge League was held 
January 6, those finishing first, seconi 
and third in the respective sections of 
play being as follows: 

Section 1. First, C. G. Roth and B. W. 
Fisk, National Surety; second, Leonari 
Peterson and H. A. Payne, Home Insur- 
ance Co.; third, Joseph F. Glaccum, The 
Insurance Field, and George D. Fair- 
leigh, American Agency Bulletin. 

Section 2. First, C. M. Graham and 
H. Meyerson, State Insurance Fund: 
second, K. G. Ross, National Bureau of 
C. & S. Underwriters, and J. W. Snyder, 
John A. Eckert & Co.; Frank Knecht 
and A. P. Ruth, Marsh & MeLennan, 
Inc. The two last mentioned team: 
tied. Third, Horace T. Atkins, Lynch, 
Hagan & Atkins, and Henry Reeve, 
Lethbridge & Co., Inc. 

Section 3. First, Fred S. Knight, The 
Weekly Underwriter, and J. W. Ken) 
nedy, Providence Washington; second, 
Mark Kormes, Compensation Insurance 
Rating Board of N. Y., and J. J. Smick, 
National Council on Compensation In. 
surance; third, E. H. Coleman, North 
British & Mercantile, and W. A. Rat- 
telman, National Union Fire. 


DRAKE DE LANOY WEDS 


Miss Katherine Bumsted, daughter of 
Mrs. Clarence Van Reynegon Bumsted 
of Newark, and Drake De Lanoy, son 
of Mr. and Mrs. William C. De Lanoy 
of Montclair, N. J., were married last 
Friday afternoon in the Fifth Avente 
Presbyterian Church, New York City. 
The bridegroom’s father is senior men: 
ber of the New York brokerage concern 
of De Lanoy, Kipp & Swan. 


A. de C. TOBIN DEAD 


Augustus de Cotte Tobin, veteran local 
agent of Augusta, Ga., died January 8 in 
Richmond, Va., at the home of his 
daughter Mrs. Joseph N. Jacobs, whost 
husband is Virginia state agent for the 
Commercial Union group. Mr. Tobin re- 
tired from active business two years ago 


GOULDING CLUB PRESIDENT 

The Buffalo Field Club has elected 
the following officers: President, Lorin 
D. Goulding, Jr., Fireman’s Fund; vice: 
president, Raymond C. Brown, Hartford 
Fire; secretary-treasurer, Blythe P. L 
Carden, Travelers Fire. 


HEARING ON FIRE RATES 
The Illinois Department has issued 1 
call for a hearing on fire rates to be held 
in Springfield January 17. The depart: 
ment has been gathering company loss 
experience. 


SPIEGELBERG’S FATHER DEAD 
Karl F. Spiegelberg, father of Wil- 
liam H. Speigelberg, vice-president of 
Joseph M. Byrne Co., Jersey City ani 
Newark, died suddenly January 7, age &. 


BROOKLYN BROKERS TO MEET 
When the Independent Brokers Asso- 
ciation of Brooklyn meets January ! 
for lunch installation of officers ant 
members of the board of directors wil 
take place. 
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New Jersey Fieldmen Watch Cars 
Assembled at General Motors Plant 


| orty-five minutes prior to the mo- 


ment that a new automobile comes off 
the assembly line under its own power 
and is driven outdoors to the testing 


track of the General Motors assembling 
plant at Linden, N, J., it is merely a few 
pieces of steel, scarcely recognizable as 
part of the main frame of a chassis. 
When production is being maintained at 
maximum capacity new Buicks, Oldsmo- 
piles and Pontiacs come off this assem- 
bly line at the rate of fifty each hour, or 
one about every minute and ten seconds. 

More than 100 members of the New 
Jersey Field Club, rating office employes 
and local agents had the privilege of wit- 
nessing the wonders of mass production 
of automobiles Monday afternoon when 
they inspected this huge, modern plant 
of the General Motors Corp. It was 
opened last April and is capable of as- 
sembling 120,000 cars annually. Cost of 
construction amounted to more than $5,- 
500,000. 

This impressive appearing plant con- 
sists of four buildings with a total floor 
space of approximately 900,000 square 
feet and an oval testing track that meas- 
ures close to three-eighths of a mile in 
circumference. Steel parts, tires, wheels, 
engines and other parts are delivered to 
this plant from Detroit or other points 
of manufacture. 

A. K. Andrews, president of the New 
Jersey Field Club, was in charge of the 
party of insurance men which gathered 
at the automobile plant, located about 
seven miles outside of Newark. Guided 
by a courteous and intelligent member 
of the uniformed guard force who ex- 
plained the various operations witnessed, 
the insurance group was taken along the 
entire assembly line and then upstairs 
where car bodies are painted, upholstered 
and equipped with all appurtenances be- 
fore being put into position for transfer 
to the assembly line. 

One of the most interesting features 
of the escorted tour was _ witnessing 
painting of the bare automobile bodies by 
the spraying method. Several bodies, 
close together, stand in the painting sec- 
tion on a track that is to convey them 
later into a long tunnel where heat is ap- 
plied to dry the paint which has a lac- 
quer base. Around each body stands 
three or four men, wearing masks to pro- 
tect their lungs from paint and fumes, 
holding paint sprays. These are attached 
to tanks by hose connections. 

All the sprays may be in operation 
simultaneously, filling the air with what 
appears to be a colorless steam. Specta- 
tors are permitted to stand within a yard 
or so of the cars and while they exper- 
ience a slight throat irritation from in- 
haling fumes do not get any paint on 
their faces or clothing, nor does the 
green paint which is being applied to one 
body spatter over on the next body upon 
which a black job is being done. Every 
car in the line may be receiving a dif- 
ferent color and yet, in what seems to be 
a most confusing intermixture of liquid 
in the air, there is actually no mixing 
of colors. 

On the main floor one is amazed and 
awed by the apparently countless num- 
ber of overhead conveyors slowly carry- 
ing hundreds of fenders, radiators and 
other car parts from the point where 
they are delivered to the plant to ex- 
actly the right place in the assembly line 
where they will be needed shortly. 

When workmen have completed 
hassis, the engine block is dropped into 
ace and secured in about two minutes 


the 


C 

J 
or less. Then the car being developed 
under your eyes moves along to receive 
the completed body which is lowered 
from the floor above and fastened upon 
the chassis in what seems no time at all. 
Mechanics do not give the impression 
working with feverish haste. That is 
ther surprising in view of the many 
as of automobile assembling which the 
a erage layman gets from cartoons and 
lcose verbal statements. Rather work 
0: the line seems to progress rather 
k surely but with a very definite stead- 


iness. One realizes quickly that the 
whole program of production has been 
developed with utmost skill to achieve 
uninterrupted progress through intelli- 
gent coordination which stresses accom- 
plishment and conservation of human 
strength rather than wasteful haste. In 
the end maximum speed is secured with- 


out forcing any one operation so rapidly 
that human endurance fails. This would 
result not only in a breakdown at a par- 
ticular point but would slow up all pro- 
duction for the time being. 


Before a car has reached the end of 
the assembly line, or about one half hour 
after the tasking of putting parts to- 
gether has started, it is ready to receive 
supplies of gasoline, water and oil and 
to proceed under its own power with a 
driver at the wheel. The final operation 


in the line consists of adjustment of 
headlights, 


Then the brand new car 


leaves the plant immediately for a thor- 
ough driving test before it is approved 
for shipment to some dealer. 





BOARD TO GIVE PRIZES 
The Hartford Board of Fire Under- 


writers has sponsored a series of cash 
prizes to be awarded weekly, for five 
weeks, to persons submitting the best 
original slogans pertaining to reduction 
in fire waste. Prize winners are an- 
nounced each Wednesday evening over 
radio station WDRC, Hartford, follow- 
ing the “Old Fire Chief” broadcast. 





INCOME WIPED OUT—ut for One Man’s Persistence 


“What's that, Harry—the insurance company not 
only stands your fire loss, but also pays the rent on 
those fifty apartments until the place is put into 


9°29 


shape again? 


“That’s it, Bill. They’re paying my rents as well as 
for rebuilding, thanks to one man’s persistence. It was 
a new one for me, too, until he kept at me to buy 
complete protection—and pointed out that everyone 
who needs Fire Insurance needs Rents and Rental 
Value Insurance, too. Thanks to that one man, my rents 
keep coming in, just as though there had been no fire.” 


The one man of this story was an F. & G. FIRE 
representative—again demonstrating that the agent or 
broker who persists in selling his clients needed protec- 


tion is acclaimed for his persistence when a loss occurs. 


* * * 


Rents and Rental Value Insurance reimburses: (1) 
The Owner-Occupant of a property for the cost of rent- 
ing temporary quarters while fire damage is being re- 
paired ; (2) The Owner, Executor or Trustee of rented 
property for rental income lost as a result of fire. 
Folders to help you sell this coverage are yours for the 
asking. Write for samples now. 


Consult your Agent or Broker as you would your Doctor or Lawyer 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 








A special agent told me that he and a 
friend went to dine together and that 
his friend, after waiting a long time to 
get attention, called for a bell boy and 
asked him to page his waitress to get 
some action. 

* * 
Roman and Arabic Systems of Numbers 

This may interest a number of insur- 
ance men who are above average as to 
mathematics. A letter to me some time 
ago from F. P. Graver, commissioner of 
education of New York University and 
a classmate of mine. He wrote me as 
to what methods the Romans and Greeks 
used to make simple calculations with 
their numeral signs, etc. 

“My dear Ed: 

“I was very glad to get your good 
letter of Christmas Day and should have 
replied long before this. I felt, however, 
that | wanted to make sure of my own 
impression and referred the matter to 
our mathematical specialist here. He 
confirms my own recollection of the situ- 
ation in mathematics prior to the intro- 
duction of the Arabic system of notation. 
The cumbersomeness of the previous 
system, which we now know as Roman 
notation, made any real progress in 
mathematics impossible. The fundament- 
al operations, when they had to be per- 
formed, were done on the abacus, multi- 
plication and division being considered 
as problems involving repeated addition 
and subtraction respectively. 


“The results were then written in 


terms of the current notation. (I re- 
member Harry Peck saying one time m 
a class on Roman life, that, during the 
flourishing period of arts and letters, an 
abacus was invented with a device at the 
top which would enable the manipulator 
to calculate fractions. I have never seen 
this explained, however, and think it is 
very questionable.) 

“The records show that a few mathe- 
maticians multiplied nad divided in what 
was essentially the same way we do to- 
day. These, however, were men of ex- 
ceptional genius, and for all practical 
purposes the art of calculation was per- 
formed only by the use of the abacus 
and the multiplication tables. 

“I have always felt, since I worked 
into the sources of the history of edu- 
cation, that we have not given suffic‘ent 
credit to the Moors, who introduced 
the so-called Arabic system. Perhaps 
you recall how the progressive type of 
Mohammedan over in Syria absorbed the 
old Greek learning and took in new ele- 
ments which had probably come origi- 
nally from India. While we Christians 
were still using the clumsy Roman meth- 
od of notation, the Moors, who were 
sometimes known as “Arabs” from their 


original home, were using the modern 
notation, and, while Europe was. still 
teaching that the earth was flat, the 


Moorish schools were instructing pupils 
in geography through the use of a globe. 
It is a very interesting subject and one 
that might well challenge the attention 
of a scholarly fellow like yourself.” 





Agent, Representing Insurer, 
Held Not Principal in Suit 


Action was brought for reformation of 
a policy issued by the defendant, Home 
of New York, or, alternatively, dam- 
ages against the defendant, Archibald 
Taylor Co., Inc., as general agent of the 
Home, for its negligence in procuring 
an inadequate policy. Plaintiff had in- 
stituted a prior action against the Home 
to recover on the policy, which resulted 


in judgment for the Home (Gibbs v. 
Home, 250 App. Div. 802, N. Y 
S. 205). 

The New York Appellate Division 
held, Gibbs v. Home et al., 298 N. Y. S 


856, that, in view of its determination 
in the former action, this action was not 
maintainable against the Home. And it 
was not maintainable against the Taylor 
Co. because it clearly appeared from 
the complaint that that company was 
the authorized agent of a disclosed 
principal, the Home. Where an agent 
is duly constituted and names his prin- 
cipal and contracts in his name and does 
not exceed his authority, the principal is 
responsible and not the agent. Here the 
Taylor Co. was acting as agent, not for 
plaintiff, but for its codefendant, the 
Home. Consequently, the Taylor Co. 
was not liable. Order denying motion 
to dismiss the complaint was reversed 
and the motion granted. 





FRANK A. FERGUSON DEAD 


Within less than three weeks after 
the death of his business partner, Frank 
A. Ferguson, president Ferguson & Wal- 
lace agency, Saginaw, Mich., and one 
of Michigan’s veteran agents, died at his 
home there recently age 79. He had 
been ill since last Spring. His associate, 
William Wallace, who was 77, died No- 
vember 30 last. 


British Court Decision 
In Stamp Duty Litigation 


A novel point relating to stamp duty 
has just been decided in the British 
High Court in the case of Commercial 
Union Assurance v. Commissioners of 
Inland Revenue. The question at issue 
concerned the stamp duty payable on a 
policy under which, in return for a lump 
sum payment, the company undertook to 
repay to the assured the same amount 
with interest, but spread over a period 
of years and payable in semi-annual in- 
stalments. 

The commissioners had assessed the 
stamp duty payable on the policy at £10, 
being at a rate of 10s for every £50 on 
the amount of the lump sum of £1,000. 
Their decision was based on the ground 
that the policy was security for an annu- 
ity bought. 

Company’s Contention 

The Commercial Union appealed against 
this decision on the ground that the case 
fell within the provisions of the Stamp 
Act as being a security for the payment 
of any annuity or periodical payments by 
way of repayment, and was accordingly 
to be charged with the same duty as a 
similar security for the payment of 
money so lent. Under this contention 
the stamp duty payable would be 2s6d% 
on the sum of £1, 

This view was upheld by the court 
and the company’s appeal allowed. Al- 
though such transactions are not fre- 
quent in insurance business, the decision 
is considered important in view of the 
large amount paid in the aggregate by 
insurance offices in stamp duties. 


ARMBRUSTER INCORPORATES 





The Armbruster Insurance Agency, 
Inc., 8854 St. Charles Rock Road, St. 
Louis, County, Mo., has been incor- 


porated, 


PREDICTS CROP INSURANCE 





Senator Pope Says Wheat Rider Will 
Be Kept in Farm Bill; Provides 
$100,000,000 Corp. 

Senator Pope, Democrat, of Idaho, last 
week predicted that United States Sen- 
ate conferees will insist upon retention 
of a wheat crop insurance rider on the 
farm bill. It would provide for creation 
of a Federal corporation, capitalized for 
$100,000,000 under the Department of Ag- 
riculture, to write insurance on farmers’ 
wheat crops in much the same way as 
fire insurance is written on their homes 
and barns. Expenditures of the corpora- 
tion would be limited to $20,000,000 in 
any one year. 

The proposed corporation would insure 
75% of a farmer’s normal production of 
wheat against all unforseen natural haz- 
ards including weather, insect and dis- 
ease losses. Purchase of the insurance 
would be entirely optional, Senator Pope 
said. 

Premiums would be determined by 
average losses and general growing con- 
ditions in the sector in which the insured 
farm is situated. They would be pay- 
able in grain—or in cash—and would, it 
is believed, range as low as 0.3 of a 
bushel of wheat per acre, or as high as 
2 bushels. Indemnities, in return, would 
be paid in grain, or if the grain had 
been sold, in cash. 

The corporation, since it could sell 
wheat only to pay farmers’ losses, or 
prevent deterioration, would form a valu- 
able adjunct to the ever-normal granary, 
Senator Pope asserted. In the case of 
wheat, being sold to prevent deteriora- 
tion, he pointed out, the corporation 
would be forced to purchase a similar 
amount of new wheat on the market. 


Grand Rapids Suburban 


Fire Protection Delayed 


The long debated question of increas- 
ing charges for fire protection given by 
Grand Rapids, Mich., authorities to sub- 
urban territory will not be settled for at 
least ninety days. The present arrange- 
ment has been extended for that, period 
pending receipt of additional informa- 
tion by a special committee representing 
business men in the affected area. The 
city officials seek a sufficient return from 
the service to finance extensive personnel 
increases in the fire department, opera- 
tion of the fifteen mill property tax lim- 
itation having reduced the department’s 
strength to a point where it is felt to be 
dangerous to property owners within the 
city to send men and equipment outside. 








Issue Calculating Tables 


For Unearned Premiums 

The Recording & Statistical Corp. of 
New York City has issued a valuable 
and attractively prepared book entitled 
“Unearned Premium Calculating Tables” 


for fire insurance. The company states 
that the tables in this book are for 
use in calculating unearned premiums 


from the figures of business in force. 
There are two tables for each month ex- 
cept December, Checking the accuracy 
of calculations is facilitated by using re- 
ciprocals for each decimal equivalent. 
One table is used where premiums in 
force are on a yearly expiration basis 
and the other is used where premiums 
in force are on a monthly expiration 
basis. 


BRITISH FIREBUG RELEASED 

With the release of Harry Gould from 
Maidstone jail on December 20 the last 
of Leopold Harris’ notorious gang of 
firebugs has been freed. Only Harris 
himself now remains in prison and, un- 
less he receives special remission for 
having rendered assistance to the au- 
thorities in respect of other cases since 
his conviction, or in regard to Sir Sam- 
uel Hoare’s new plans for the reduction 
of sentences, he will not be released un- 
til 1943. Gould served more than four 
years of a six years’ sentence passed 
upon him for his part in Leopold Harris’ 
arson conspiracy of 1933. He is Harris’ 
brother-in-law. 
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INSURANCE OFFICE, LIMITED 


FOUNDED 1710 
United States Branch 


55 Fifth Ave. New York 
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Chicago 
Pacific Department 
100 Sansome Street 
San Francisco, Cal. 











SPECIAL ASSESSMENT LEGAL 





Michigan High Court Upholds - Lower 
Tribunal in Case of Farmers 
Mutual Fire of Yale 

The Michigan Supreme Court, in a 
current opinion denying the right ‘of two 
farmers mutual members to appeal lower 
court decisions, upheld the right of farm- 
ers mutual fire insurance carriers to levy 
special assessments to mect extraordi- 
nary losses. A judgment for the Michi- 
gan Farmers Mutual Fire of Yale, di- 
rected by Judge Fred W. George of the 
St. Clair County Circuit Court, was al- 
lowed to stand by the appeals court 
through its action denying review. A 
similar decision had been made in an- 
other case involving the same mutual by 
Judge X. A, Boomhower of Bad Axe, 
in the Sanilac-Huron County 
Court. 

Judge George’s directed verdict had 
held valid a $69.69 special assessment 
on a $11,700 fire policy of Arthur and 
Herbert Priehs of St. Clair township. 
He found the mutual was entitled to co 
lect the amount of the assessment when 
the defendants surrenderd their — 
The Yale mutual, it is understood, 
going ahead with a special suena 
against all policyholders. Some of the 
actions have been under way for two 
years. 





National Fire Joins 
National Advertisers Ass’n 
The National Fire of Hartford has be- 


come a member of the Association oi 
National Advertisers, Inc., its representa- 
tives being Jarvis W. Mason, manager 
of the advertising department. "Ten other 
insurance companies are also members of 
the A.N.A. Their names, together with 
those of the individuals representing the 
insurance companies in the association, 
are as follows: Aetna Life & Affiliated 
Companies, Stanley F. Withe; America 
Fore Group, Frank S. Ennis; Bankers 
Life, B. N. Mills; Equitable Life Assur- 
ance Society of the U. S., Arthur H 
Reddall; John Hancock Mutual Life, 
Henry H. Putnam; Home of New York, 
Cc. A. Borg; Insurance Co. of North 
America, Clarence A. Palmer; Liberty 
Mutual, Bennett Moore; Metropolitan 
Life, James L. Madden, and the Pruder- 
tial, Henry B. Sutphen and Arthur A 
Fisk, 


AETNA FIRE CHICAGO CHANGES 


The Aetna Fire Group on January ! 
opened a brokerage and service office in 
the Insurance Exchange Building at Chi- 
cago. P. F. Conley, who has had a nun 
ber of years’ experience in the Wester 
department handling brokerage and spe- 
cial risk lines, is in charge. Announce- 
ment is also made of the transfer 0 
Marine Special Agent Charles M. Hay- 
nor from Minneapolis to Detroit, suc 
ceeding Arne B. Moe, who was recently 
promoted to superintendent of the West- 
ern marine department. 








AS A FIELDMAN SEES HIS CAR 


Said the insurance executive, “Well 
you have had a car for years but never 
had a wreck.” 

“Pardon me,” said the field man, “yo! 
mean I had a wreck, but never had 4 
car.” 
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How Valuable a Prospect for An 
Agent Is the $1,800 a Year Man? 


\n interesting question is raised by R. 
C. Dreher, editor of the Accelerator, 
publication of the Boston and Old Col- 
ony companies, in the current issue of 
that house organ, He opens discussion 
of the problem of how valuable a pros- 
pect for a local agent is the man whose 
income amounts to about $1,800 a year. 
Is he worth cultivating for insurance 
purposes or should agents confine their 
activity to wealthier prospects, who con- 
stitute only a small minority of the resi- 
dents of the average community? Mr. 
Dreher does not answer the question 
completely in this issue. He will deal 
further with it in February. Some in- 
teresting data for local agents is pre- 
sented for agents in the following: 

Not very long ago, if you asked the 
average local agent what group of people 
he considered his really good prospects 
—people on whom he preferred to spend 
most of his time and thought—he’d be 
likely to tell you “people in the ‘country 
club’ class.” He’d tell you that it’s easier, 
perhaps, to coax dollars out of the pock- 
ets of people who haven’t so much. They 
seem to spend money more easily on the 
whole. But he’d add that he counts the 
prosperous people his real income pro- 
ducers. Certainly, people in the “coun- 
try club” class have the larger incomes, 
live in the more luxurious homes, own 
more things, travel more often, do more 
in general, and have more insurable pos- 
sessions. They need more protection and 
have the money to pay for it. Any agent 
will cultivate this group with all the 
powers of persuasion he can muster. 

But there’s a serious drawback to it. 
The number of families in the very pros- 
perous group in any community gives out 
too soon. 

Let’s see what some of the new mar- 
ket studies have brought to light in this 
connection. 


Only 15% in “Country Club” Class 


Take your own town. Unless your 
community is more than ordinarily 
wealthy or more than ordinarily lim- 
ited in resources, they say that just 15% 
of the families in it are likely to fall 
in the “country club” class. (Push this 
up or down a bit as the general character 
of your community dictates.) It’s not 
many, comparatively speaking, whatever 
the actual figure. In fact, the first 159 
(according to the figures worked out by 
the Committee of Economic Research in 
its survey of 1935) takes in families all 
the way down to incomes of $3,000, a 
sum not so deeply tinged with country- 
club purple. Add another 10% of the 
families in your town (again the average 
percentages for the country) and it car- 
ries you down to incomes of $2,000 a 
year. 

Totaling these figures, we get the fol- 
lowing: 

25% of the families in any average 
community have incomes of more than 
$2,000 a year. 

75% of the families have incomes of 
less than $2,000 a year. 

Carrying the figures through to all 
their implications, we find that though 
it looks as though the money (and the 
insurance premiums) still might be on 
the side of the 25%, this is not a fact. 
The bulk actually falls on the other side 
because in totals there are so many more 
buyers on the other side. 

Before the depression, business didn’t 
know as much as it knows now about 
this fact. Those who had goods and 
services to sell shaped their policies 
Pretty uniformly to win the favor of 
the prosperous, that is, the person with 
the larger income. Prospect lists cen- 
tered on the Upper North Side or wher- 
ever the first 15% lived. Advertising 
was directed to them. Salesmen jostled 





each other in competing for the business 
of that restricted territory. There wasn’t 
enough business to go around. 

Then, with the slowing down of activi- 
ties in the period from 1929 to 1935, re- 
search people, public and private, had a 
chance to dig in and do a little extra 
studying. They had always had plenty 
of information about production. But 
there were some things they wanted to 
know about who bought the goods and 
services produced. 

The new information is the result, 

And since their charts and various fig- 
ures have been finding their way into 
print, a great change has been taking 
place in the thinking of businesses inter- 
ested in volume sales. 


New Kind of Preferred Prospect 


A new kind of preferred prospect has 
walked onto the business man’s books— 
and consciousness of his value is grow- 
ing daily. 

This new kind of preferred prospect 
is — the average man. Clerk, factory 
worker, railroad man, pipe-fitter, driver, 
etc.—earners of moderate wages in every 
line. 

All because, when they got face to 
face with the facts, researchers found 
that: 

75% of the total value of goods and 
services absorbed are bought by families 
with incomes of less than $5,000; 

65% are bought by families with in- 
comes below $3,000; and 

54% are bought by families with in- 
comes below $2,000. 

Families with the larger incomes spend 
more per family. But families with mod- 
erate wages spend more in totals as a 
group. Again, because there are so 
many more of them. 

The story as far as the insurance busi- 
ness is concerned seems clear. A few 
insurance premiums from the “country 
club” class will run into money—and will 
always be attractive business. Many pre- 
miums available from the moderate-in- 
come and wage-earner class will also run 
into money—perhaps more money—and 
should not be overlooked when volume 
is desired. 

Of course it isn’t overlooked. Some 
of your best business comes from staunch 
friends in the wage-earner group. 

In view of the new figures that are 
being presented, it might not be a bad 
idea, though, to raise the question in 
your own mind—“Am I pulling maximum 
business from both groups?” 

It’s certainly surprising to look at some 
of the actual money totals expended by 
the various income levels. Total expendi- 
tures by the group of families having 
$1,000 to $2,000 to spend were, in one 
year studied, $35,506,000. Other groups 
with higher incomes spent in contrast, 
one, two, four millions. The group hav- 
ing $5,000 to $10,000 (which probably cor- 
responds with the usual “country club” 
prospects) spent a total of $5,614,000. 
The contrast between the cross section 
that spent thirty-five million and the 
cross section that spent five million is 
marked enough to prove a good many 
contentions in favor of the $1,000-$2,000 
group- 

Business Week, another important in- 
terpreter of statistics that have been 
gathered along this line, says: 

“It is clear that the American con- 
sumer market is a small-income market 
and is much more dependent upon wages 
and salaries than upon other sources of 
income. The higher income brackets in- 
clude too few individuals to contribute 
more than an insignificant amount to 
total consumer demand.” 





NATIONAL LIBERTY DIVIDENDS 


Directors of the National Liberty have 
declared an extra dividend of 10 cents a 
share on the common stock in addition 
to the regular semi-annual dividend of 
10 cents, both payable February 15. 


FORM FIELD CLUB IN MAINE 





John B. Knox Elected President, Com- 
missioner Lovejoy Tells of Program 
to Reduce Incendiary Fires 
Addressing more than fifty fire com- 
pany fieldmen last week, at the Lafayette 
Hotel, Portland, Me., Insurance Com- 
missioner C. W. Lovejoy discussed his 
new program of intensive investigation 
of incendiary fires in Maine. Stating 
his conviction that far more fires than 
is generally realized were of “doubtful 
origin,” he advised that his department 
is now prepared and equipped to investi- 
gate carefully where circumstances seem 
to warrant. The National Board of 
Underwriters has provided two men to 
work in Maine; also, an officer has been 
assigned by the state police to give full- 
time assistance. Already, convictions of 
firebugs seems to be in progress and it 
is anticipated that the efforts will have 
a very desirable effect, generally. The 
commissioner solicited, and was prom- 
ised, the cooperation of the insurance 

men, in the program outlined. 
Following the commissioner’s address, 


forty-nine stock company _ fieldmen 
organized the Pine Tree State Field 
Club, electing the following officers: 


president, John B. Knox; vice-president, 
L. L. McIver; secretary, W. orm- 
wood; treasurer, A. V. McKowen. By- 
laws are to be drawn up by the execu- 
tive committee consisting of E. F. Hop- 
kins, G. Taylor, W. T. Jordan, H. 
C. Allen and D. W. Tozier. 

Exchange, adjustment bureau, or other 
stock company affiliates are eligible to 
membership in the club, which will be 
pledged to give proper consideration to 
Business Development Office activities, 
with help and advice from that body to 
be solicited. The Maine Agents’ Asso- 
ciation will receive consideration on 
propositions or problems presented to the 
club, for the good of the business. Three 
or four meetings a year will be held at 
call of the president, and desirable re- 
sults are looked for when the new club 
starts to function. The next meeting 
is expected at an early date for the 
adoption of completed by-laws and pro- 
gram planning. 





MICHIGAN AGENTS’ TESTS 


Following an accumulation of license 
applications in Detroit, the Michigan In- 
surance Department has conducted its 
first examination outside Lansing under 
terms of the fire and casualty agents’ 
qualification law passed at the 1937 legis- 
lative session. The law became effective 
October 29 and its operation has greatly 
reduced the number of applications while 
the number of licenses actually issued has 
been out even more deeply. 

Seth Burwell, who is in charge of the 
licensing division, personally conducted 
the Detroit examination for fifteen ap- 
plicants, the number appearing to take 
the tests after twenty-six had been noti- 
fied to be present. Of those examined 
only two failed to receive the passing 
grade of 70. Mr. Burwell said that the 
examination, almost entirely written, was 
distinguished by the evidence of prepara- 
tion on the part of those examined. 
Nearly all were candidates for full time 
agents’ licenses rather than solicitors’ 
permits, he said, and they were above 
average in intelligence, experience, 
knowledge of insurance procedure, and in 
good past records. 





COLUMBIA FIRE PROMOTIONS 


Forrest E. Beachler, secretary of the 
Columbia Fire of Dayton—one of The 
American of Newark Group—has been 
appointed manager of the Dayton depart- 
mental office of the group, succeeding 
P. A. Gregory, deceased. Mr. Beachler 
will continue as_ secretary of the 
Columbia. Ford L. Stacey, formerly pro- 
duction supervisor of the Watt Insur- 
ance Agency of Cleveland, has been ap- 
pointed assistant manager of the Dayton 
departmental office. 


MISSOURI DEP’T MOTION 





Asks Court to Compel Fire Companies 
to Restore $133,000 Plus Interest on 
$1,785,000 Fund 


The Missouri State Insurance Depart- 
ment has filed a motion in the Cole 
County Circuit Court to compel the sev- 
enty-four affected fire insurance com- 
panies to replenish the $1,785,000 of 
excess fire insurance premiums im- 
pounded by the court in the state case 
involving the 16-2/3% increase in rates 
put into effect by the companies on June 

1930, over the protest of the then 
Superintendent of Insurance Joseph B. 
Thompson. The Missouri Supreme Court 
recently ruled that all of the premiums 
held by the court should be returned to 
the policyholders. Up to November 1, 
last, a total of $133,000 had been spent 
out of the fund to cover the administra- 
tive expenses of Circuit Clerk Guy M. 
Sone who was appointed by Judge Sevier 
to act as custodian of the impounded 
premiums. 

In the motion the insurance depart- 
ment takes the position that the com- 
panies should be held responsible for the 
expenditure from the fund on the grounds 
that they “wrongfully and illegally col- 
lected the excess premiums and wrong- 
fully caused the transfer of the excess 
premiums to the custodian, Sone.” The 
motion also asks that the companies be 
required to augment the $1,785,000 with 
interest at the rate of 6% per annum. 

Circuit Clerk Sone had been allowed 
$27,000 as custodian while his special 
counsel, T. S. Mosby, Jefferson City at- 
torney, was awarded $55,000 in fees by 
Judge Sone. The balance of the $133,411 
paid out of the funds up to November 1, 
last, covered clerk hire, etc. The funds 
have been on deposit in a local bank 
without interest. 





FIRE APPARATUS COMMITTEE 


The president of the National Fire 
Protection Association has appointed a 
committee on municipal fire apparatus in 
response to a request from the United 
States Conference of Mayors. This com- 
mittee will carry forward and bring up 
to date the former N, F. P. A. specifi- 
cations on various types of municipal fire 
apparatus which have not been currently 
considered by the association since the 
former N. F. P. A. committee on this 
subject was suspended in 1920. The 
committee includes in its personnel a 
representative group of fire chiefs and 
other public officials, insurance men, 
manufacturers and general interests. The 
chairman is Chief Joseph N. Sullivan of 
the Utica, N. Y., Fire Department (now 
Commissioner of Public Safety). 





TALKS ON FIRE CONTRACT 

The fire insurance group of the Insur- 
ance Institute of Hartford, held its 
weekly meeting at the Hartford Fire 
Building on Tuesday. At that time the 
members of the Institute had the oppor- 
tunity of hearing a discussion on the 
subject, “The Policy Contract,” by John 
A. North, assistant secretary of the 
Phoenix of Hartford. Mr. North, who 
is also a director of the Insurance Insti- 
tute, traced during the course of his re- 
marks recent developments of standard 
policies and where each are used. Other 
topics coming within the course of his 
talk were titled, “An Interest of As- 
sured,” “Direct Loss by Fire,” “In- 
crease in Hazards; Property Not Covy- 
ered by Policies, Cancellation.” 





BALT.-AMERICAN DIVIDENDS 


Directors of the Baltimore American 
have declared an extra dividend of 5 
cents a share on the common stock in 
addition to the regular semi-annual dis- 
bursement of 10 cents, both payable on 
February 15. 





B.D.O. LOUISVILLE MEETING 

Zone 9, Louisville and Jefferson Coun- 
ty, Ky., Business Development Office, 
will meet at the Kentucky Hotel, Louis- 
ville, January 18, starting with a noon 
luncheon. 
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Federal Appeals Court Dismisses 
the Almirante Case 


Complaints in 


In appeals by all parties from judg- 
ments for plaintiffs (18 F. Supp. 441) in 
the Federal District Court for southern 
New York, in three actions by the Aetna, 
the Union Marine & General, formerly 
the Union Marine, and the Boston 
against the United Fruit Co., the Second 
Circuit Court of Appeals, 92 F. (2d.) 576, 
reversed the judgments on the defend- 
ant’s appeal and dismissed the com- 
plaints, 

The actions were to recover money re- 
ceived by the insured in payment of a 
judgment recovered by it against the 
United States. They were based on the 
theory that the payment was in the 
nature of salvage and was for the ac- 
count of both underwriters and owner. 
The question was on what principle it 
should be divided. 

The three companies in 1918 issued 
valued hull policies upon defendant’s ship 
Almirante. The agreed value was $632,- 
610, far less than the actual value of the 
ship. The total insurance was $582,002, 
divided about equally between American 
and English insurers. Thus the defendant 
was a coinsurer for about $50,000, and 
was in addition undercovered in the event 
of a total loss. To cover the latter it 
took out additional English hull insur- 
ance, “P.P.I.” (Policy Proof of Interest) 
amounting to $141,614 and other English 
P.P.L. policies not strictly hull insurance, 
but upon losses incidental to total loss of 
the ship. These P.P.I. policies were 
“honor” policies, and expressly surren- 
dered all rights of subrogation. In 1918 
the Almirante was sunk in collision with 
S.S. Hisko, a vessel owned by the United 
States. The hull underwriters paid the 
full amount of their coverage to the de- 
fendant and so did the P.P.I. under- 
writers. 


U. S. Judgment Paid in 1932 


The owner and the hull underwriters 
then secured the passage of a special 
act of Congress authorizing a suit against 
the United States, which resulted in a 
judgment for $1,761,693, the true value 
of the Almirante, $1,750,000 and of her 
equipment, supplies, etc., $11,693. The 
judgment was paid in 1932 and the de- 
fendant undertook to make distribution 
of the proceeds. They engaged Johnson 
& Higgins to make a “recovery state- 
ment,” in which they apportioned the 
expenses (mostly attorney’s fees) be- 
tween the defendant and the hull under- 
writers in the proportion of four to one. 

This adjustment the English under- 
writers accepted, but the American’s 
protested; first, because they should not 
have been compelled to pay any part 
of the expenses of the recovery; and, 
second, because, although they had paid 
the defendant in 1918, they received no 
interest for the delay, except what the 
money had earned after the defendant 
collected the judgment. The court below 
decreed that no deduction should be 
made from the plaintiffs’ recovery of any 
part of the expenses of the suit against 
the United States, but refused to allow 
interest when none had been recovered. 

The Circuit Court of Appeals said that 
its “decision must depend upon the effect 
to be given to the agreed value in a 
‘valued hull policy.” On the one hand, 
the provision might be understood as 
meaning that in all future relations be- 
tween owner and underwriter, however 
arising, the stipulated amount must be 
taken as the actual value of the ship; 
on the other hand, it might be under- 
stood as meaning only that the under- 
writers should not be called upon to 
pay more than the agreed amount, and 
that they should not be free to assert 
that the vessel was worth less, when 


sued upon their policies. Some courts 
have taken the first view as to the hull 
policies, though none have ever done 
so either as to cargo policies, or in any 
but marine insurance.” 


Argument of Companies 

The plaintiffs admitted as much, and 
stood upon the doctrine as an exception 
so well established as to be implied in 
the terms of all hull policies; and they 
defended it in principle. They argued 
that since the hull underwriter of a 
valued policy must pay all partial losses 
in full, unlike any other insurer, he 
ought not to be obliged to let in the 
owner as a coinsurer when there is a 
total loss. 

The court said: “It is true that the 
rule has become settled in cases of 
‘valued’ hull policies that the under- 
writer pays partial losses in full, and it 
is also true that consistently with the 
principles of other insurance he ought 
not to be so charged. However, the 
reason is not that the agreed value is 
taken as an estoppel, but that partial 
losses in the case of hulls commonly re- 
sult in repairs, the injured hull not 
being appraised like cargo. That this is 
the real explanation is confirmed by the 
fact that the rule is not applied even 
in hull cases when the claim does not 
result from repairs. The argument does 
not therefore seem to us convincing.” 

The plaintiffs next argued that when 
the owner has covered his excess value 
with P. P. I. policies not entitled to 
subrogation, it would be unjust to the 
hull underwriters if it is allowed to 
share with them any recovery against 
tort-feasors. 


Position of Court 

The court said: “He should not be 
treated as a coinsurer as to the excess 
value in dividing that recovery if he 
has been identified pro tanto by ‘P. P. I’ 
payments. Indeed, it may well be that 
such payments should be brought into 
hotch pot in ascertaining the total 
amount recovered, and if they and the 
recovery together cover the loss, the 
hull underwriters will recoup in full; 
but if there be a rump left over, they 
should have no claim upon that; the 
venture was not their’s and the owner 
has merely had a windfall, owing to 
the peculiar nature of the ‘P. P. I’ poli- 
cies. Finally we are not convinced by 
the arguments of Brown, J. in The 
St. Johns (D. C.) 101 F, 469, 473, that 
since in cases of full insurance the hull 
underwriter is wholly indemnified, the 
owner should not complain of the same 


—. 
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F Connecticut Orders Financed Car 


Insurers to Give Buyers Full Data 


Insurance Commissioner John C. Black- 
all of Connecticut this week issued an 
order to all fire and casualty companies 
doing business in the state that hereafter 
in Connecticut every purchaser of an 
automobile under a financing plan, when 
said car is insured for his benefit, is en- 
titled either to an insurance policy in his 
own possession or to a certificate of in- 
surance in his own possession in the 
event that a master policy covers such 
cars through a common vendor or financ- 
ing company. The policy or certificate 
in the hands of the purchaser should 
contain a true and factual statement of 
the premium paid for the insurance, the 
policy period and the amount and nature 
of the coverage, and should be counter- 
signed by a resident agent. A facsimile 
may be used. 

“The Department is informed,” says 
the Commissioner, “that to expedite 
bookkeeping a flat rate or premium is 
charged by some companies on every car 
when joint interest is involved, regard- 
less of its size or value. This practice 
is discriminatory and should cease im- 


mediately. Any excuse that the Insur. 


ance Department has no jurisdiction ove§ 


financing companies will not be accepted 
in so far as the insurance features of 
the transaction are concerned. 

“The Department will insist that the 
purchaser of an automobile through , 
financing company is entitled to the same 
rights as his interest may appear in the 
unearned premium on the cancellation of 
a joint interest policy as he would have 
under his contract if no financing com- 
pany were involved. 

“In connection with mutual fire insur. 
ance companies, if a dividend is paid by 
the company, the purchaser shall be en- 
titled to participate in the dividends a; 
his interest may appear.” 

These new rules were issued by Com. 
missioner Blackall following complaints 
from purchasers of financed cars _ that 
they were not securing sufficient infor- 
mation with regard to insurance protec- 
tion. Connecticut now follows similar 
action already taken in New Jersey and 
Tennessee to provide automobile buyers 
with full insurance information. 





result when he chooses to undervalue 
his ship and so to save premiums. 

“That reasoning might indeed prevail 
in cases where the underwriter had been 
led to suppose that the agreed value was 
the full value, but that is never the case; 
at least it was not the case here. When 
it is not, there can be no inequity in 
letting in the owner as coinsurer, unless 
a contrary stipulation is to be implied 
in the policy; for the underlying under- 
standing in any sort of insurance is that 
the insured is to be made whole at the 
insurer’s expense; not that the insurer 
is to be preferred.” 

The court discussed the authorities for 
and against its opinion and continued: 

Point Not Settled in U. S.- 


“There remains, however, the question 





N. J. Agent Victim of Auto 
Test Law He Supported 


Grey W. Higbie, local agent at Mor- 
ristown, N. J., long an advocate of auto- 
mobile safety movements and when an 
Assemblyman in the New Jersey legis- 
lature a supporter of the compulsory au- 
tomobile test bill in 1936, had his own 
car rejected because of faulty brakes, 
improper adjustment of headlights and 
failure of stop light to work when his 
car was tested on the first day the new 
law went into effect this week. Mr. 
Higbie made a short talk in Morristown 
on Monday at ceremonies opening the 
new testing station, saying that he be- 
lieved that the cost of the semi-annual 
inspections should be deducted from the 
fees for drivers’ licenses when they are 
renewed. 
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whether, regardless of how we shoul 
decide the point were it before us for 
the first time, we should assume that the 
rule was written into the policies sub 
silentio as part of the settled law. What- 
ever be the case in England, there js 
no ground for supposing it settled here. 
The St. Johns, supra (Lb. C.) 101 F, 
469, was indeed cited in The Livingstone, 
supra (C. C. A.) 130 F. 746, though 
it is not clear for what purpose; but 
its reasoning was necessarily overruled, 
and although unquestionably it has the 
great authority of the judge who de- 
cided it, we cannot regard it as un 
impaired.” 


EXCHANGE OF LOSS DATA 


No Final Decision Yet Reached in Pro- 
posal of Automobile Claim Men 
and Underwriters 


Automobile claim men and home office 
underwriters in New York conferred 
several months ago on advisability of 
organizing a bureau for exchange of in- 
formation on bad and doubtful risks in 
the fire, theft, collision and _ property 
damage classifications. A joint commit: 
tee made recommendations to the east- 
ern regional committee of the National 
Automobile Underwriters Association. 
Support from the National Bureau on 
the bodily injury and collision classes 
was also sought. The cost for easter 
territory has been estimated at between 
$4,000 and $5,000 a year. Plans are still 
incomplete and no final decision has been 
reached on the proposal. 











General Names Wilson Mgr. 
Of Inland Marine In N. Y. 


The General of America announces the 
appointment of C. A. Wilson as managet 
of its inland marine department in the 
Eastern office at 116 John Street, New 
York City. 

Mr. Wilson has had many years of in- 
land marine experience, being previously 
connected with one of the largest inland 
marine writing companies in the United 
States. He is an underwriter and pro- 
duction man of broad experience, having 
been helpful in aiding agents with their 
inland marine problems over the Eastern 
and mid-Western sections of the country. 
He is succeeding H. K. Horan as East- 
ern department inland marine managet 
so that Mr. Horan may return to his dw 
ties as manager of the inland marine de- 
partment in the home office at Seattle, 
Wash. 


UNION COUNTY, N. J., MEETING 
The Union County, N. J., Association 

of Underwriters will hold a meeting on 

Thursday evening, January 27. 
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Decide To Go Ahead 








, Tn sur. 
Rr . . 
ccesnit, With 15% Reward Plan 
ures of _—— 
FOR PRIVATE CAR DRIVERS 
hat the 
‘ough 3 Companies Do Not Accept Counter Pro- 
he same posal Made by General Agents; 
r in the Public Favorable to Plan 
ation of ie 
Id have The safe driver reward plan was re- 
iz com-—f afirmed by the member companies of 
B the ? National Bureau of Casualty & Sure- 
e insur-f ty Underwriters at a special meeting of 
paid by the entire membership Wednesday, Jan- 
be en-f vary 12, and after a joint conference by 
ends ase a committee of company representatives 
» with committees of producers’ organiza- 
y Com-§ tions on Tuesday, January 11. Announce- 
nplaints ff) ment of the companies’ action was with- 
rs that held to permit further discussion with 
t infor-M producers’ groups at a meeting in the 
protec-—& Bureau offices Thursday morning, Janu- 
similar Bary 13. 
sey and The Wednesday meeting of the Bureau 
buyers membership was called to consider the 
plan’s preliminary reception by the insur- 
______ ing public, by producers generally and 
by organizations of producers. In addi- 
shoul! § tion, the companies carefully examined 
us forB an alternative safe driver reward plan 
hat the B% submitted on Tuesday by the representa- 
ies subBe tives of the producers’ groups. Such 
What- » consideration of all alternative proposals 
here isB disclosed no adaptable improvements in 
d here. B the essentials of the plan as heretofore 
101 FB) announced. 
gstone, BF Leslie’s Statement 
though » Following the meeting with producers’ 
e; but he vroups on Thursday, William Leslie, gen- 
erruled, B eral manager of the National Bureau, 
1as the ; said: “The member companies are strong- 
ho de-B ly impressed by the enthusiastic recep- 
aS UN-Be tion of the safe driver reward pian by 
the insuring public. This reception was 
| spontaneous and widespread. It is a 
TA » clear indication that a monetary reward 
> through a rate differential on the basis 
n Pro-B of an individual’s own record is generally 
en » looked upon as in the public interest 
» from the point of view of promoting safe 
e office driving, of giving the public more for its 
nferred > money and of encouraging more private 
lity of B passenger car owners to carry adequate 
of in-& liability insurance protection.” 
isks in Presented Counter Proposal 
roperty RB =Specifically the National Association 
ommut- BS of Insurance Agents and National Asso- 
e east: BH) ciation of Casualty & Surety Agents pro- 
ational > posed to the National Bureau a counter 
ciation. B proposal for giving rate recognition to 
au Ol BR no-accident car drivers in the private 
classes B passenger class. This recognition would 
easter! B take form as an increasing reward to the 
etweel B driver year after year, the percentage 
re still B being 10% first year, 15% second year, 
s been BP and a maximum of 20% if he continued 


' his no-accident record for four years. 
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After reaching this point the insured 


§ would continue to get it until his record 
was marred by a claim or claim reserve. 


Then he would have to start all over 
again. Present commission rate would 
be unchanged. The idea of a certificate 
or medal for no accidents was urged. 
Among other features, it is understood 


» that the agents’ plan would not provide 
| for a loading in the basic rate before 


credit was applied; the reward would be 
granted slightly before expiration of the 
Policy rather than thirty days thereafter, 
and it would be credited against the re- 
nNewal premium rather than as a “divi- 
dend check” to the insured. The agents 
strenuously objected to the latter pro- 
cedure on the grounds that it smacked 
too much of the mutual company system. 

Following the all-day meeting with the 
agents the full membership of the Bu- 


reat. went into session Wednesday after- 
noon which lasted until 6:30 p. m. Faced 
with the need for either adopting the 
counter proposal of the agents’ associa- 
tions or reiterating their support of the 
original 15% plan, the executives had 
Plenty to talk about. 


Agents Attending 


Agents in town included Charles F. 





Liscomb of Duluth, president, National 
Association of Insurance Agents; W. H. 
Menn, Los Angelés, executive committee 
chairman; Walter H. Bennett, genera! 
counsel ; Kenneth H. Bair and 7. We. 
Henry of Pennsylvania, who also con- 
ferred with Bureau officials on the work- 
men’s compensation commission cuts in 
that state under the new act; George W. 
Carter, Detroit; Eugene Battles of Los 
Angeles; A. J. Smith, just reelected pres- 
ident of the New York City Association 
of Local Agents; Cliff C. Jones, Kansas 
City; C. A. Abrahamson, Omaha, C. H. 
Burras, Chicago, W. G. O’Gorman, New- 
ark, J. T. Harrison, N. Y., all represent- 
ing the National Ass’n of C. & S. Agents. 
N Ass’n Supports Plan 

As the New York confreres went into 
session local and state associations con- 
tinued to register their opposition to the 
original 15% reward plan, with one ex- 
ception. That was the North Carolina 
Association of Insurance Agents whose 
membership voted in favor of the prin- 
ciple of the plan after listening to Wil- 
liam Leslie, the Bureau’s general man- 
ager, outlined features of the plan at a 
meeting in Greensboro. 

A New York City broker—Mervin L. 
Lane—also came forward on Monday with 
enthusiastic endorsement of the plan and 
based his opinion largely on the fact that 
it offered the insured a definite incentive 
for reducing his premium rate. Instead 
of worrying over loss of income because 
of the commission reduction provided 
under the plan Mr. Lane stressed that 
“the plan will definitely benefit com- 
panies and brokers alike, through reduc- 
tion in claims; there is also the angle 
of added public good will. 

Reactions From Assureds 

To get the reaction to the new plan 
from assureds Mr. Lane contacted some 
of his automobile clients following the 
initial announcement of the safe driver 
reward, and here are typical responses: 


Case No.1. Office manager of in- 
vestment trust. Nassau County rates 
apply. He said: “It’s about time,” and 


then added that if he qualifies for the 
15% reduction he will want to put that 
money into higher limits. 

Case No. 2. Owner of swank Madison 
Avenue shop. Westchester County rates 
apply. This chap has plenty of claims, 
is a good driver, but careless. Most of 
his claims are small and only a few have 
cost the carrier any money. He said 
that he doubted whether he would ever 
see “the color of their money,” but he 
certainly would “take a crack at it.” 

Case No. 3. Advertising manager 
Queens County rates apply. Hadn’t car- 
ried insurance in last two years because 
of salary cuts. I haven’t seen this man 
yet, but he mailed me a copy of the 
front page story in the New York Times 
and wrote across it in blue pencil, “Cover 
me for $5/10,000 when this is effective.” 

Case No. 4. Real estate broker. Car 
garaged in New York City. Insured in 
Mutual for two years. This lady ’phoned 
in to say she had read the story in the 
papers and figured that now the differ- 
ence in cost was so slight she could again 
afford to have our office handle the in- 
surance—and would we do so? 








Claim Practice Decision 


Attorneys of the American Mutual 
Alliance have been directed to appear 
in the Circuit Court at Columbia, 
Mo.. January 14, presumably in con- 
nection with the action of six large 
mutual casualty companies against 
Boyle G. Clark, general chairman of 
bar committees in Missouri. This is 
the much talked of unauthorized prac- 
tice of law case that affects the rights 
of adiusters from forcing the carriers 
to place claims in the hands of li- 
censed attorneys. It is expected that 
the decision will be appealed to 
higher courts no matter which way 
the Columbia court decides. 
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Fete Upington, Oakley 
On 40th Anniversaries 


BOTH TOOK PLACE JANUARY 10 





Fidelity & Casualty and United States 
F. & G. Executives Win Plaudits 
' of New York Fraternity 





Two veterans of forty years of service 
in their respective companies—Harry V. 
Upington, metropolitan manager of the 
Fidelity & Casualty in New York, and 





HARRY V. UPINGTON 


Alonzo Gore Oakley, vice - president, 
United States F. & G. in charge of 
New York operations, have had a busy, 
happy time this week, receiving the con- 
gratulations of their many friends. Not 
unlike the season’s debutantes they have 
been dined and wined, received dozens of 
letters, telegrams and personal wishes, 
and had so many compliments paid to 
their long service and achievements that 
they are almost dizzy. 

Coincidentally their fortieth anniver- 
saries fall on the same day—January 
10—and early that morning Mr. Uping- 
ton paid a courtesy visit to Mr. Oakley 
accompanied by John A. Brodsky and 

Nichols, his assistant managers. 
It was a pleasant surprise for Alonzo 
Gore Oakley and indicative of the friend- 
ly feeling existing among casualty-surety 
managers along William Street. When 
Mr. Upington returned to his office at 
80 Maiden Lane he was greeted by a 
bouquet of roses presented by his “boys 
and girls” in the metropolitan office. 
That evening his intimates in the F. & 
C. of long standine cave a dinner in 
his honor at the Hotel Lafayette, New 
York, which will long be remembered 
for its sentimental aspects. 

Gathering of Veterans 

Practically all of those attending have 


. 


been with the company twenty-five years 
or more, the veteran being W. P. Har- 
vey with fifty-two years’ service. Mr. 
Upington’s first F. & C. job was in the 
accounting department and three of his 
buddies in those days, still with the com- 
pany, were on hand to greet him. They 
are Philip H. Sheridan, forty-two years’ 
service, now superintendent of the home 
office accident department ; John J. Can- 
avan, forty-three years’ service, metro- 
politan department, and Lewis A. Nich- 
olas, assistant secretary and head of the 
F.& C. st atistical department, forty-two 
years’ service. Frank A. Christensen, 

































ALONZO GORE OAKLEY 


executive vice-president, was among 
those who honored Mr. Upington, and 
during the day he received a telegram 
from Chicago signed by the O’Brien 
brothers and a group of mid-West man- 
agers in session there.’ Memories of the 
early days were recalled by hearing from 
H. E. Colwell, president of a successful 
New Rochelle agency, with whom Mr. 
Upington had his first job at $8 a week 
before joining the F. & C. 
Before his present post in New York 
H. V. Upington was Detroit resident 
manager for eighteen years and greatly 
endeared himself to the fraternity there. 
Starting in New York, his objective was 
to put profitable business on the books 
and this he has accomplished with char- 
acteristic dispatch and success. By 1937 
his premium volume reach $6,000,000. 
He works quietly but effectively, makes 
friends for himself and good will for 
(Continued from Page 3%) 





CHICAGOANS HEAR HOLTZMAN 

A. M. Holtzman, president of the Na- 
tional A. & H. Association, talked on 
“Eyes and Ears—For What?” at the 
January meeting of the Chicago Acci- 
dent & Health Association. Mr. Holtz- 
man is with the Colorado Life of Denver. 
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—* GREAT PIONEERS 


AMERICAN LIABILITY INSURANCE 


a) 


No. 18—The Late John H. Thom 


VICE-PRESIDENT 
STANDARD ACCIDENT OF DETROIT 


a) 


as seen sy EDSON S. LOTT 


BOARD CHAIRMAN, U. S. CASUALTY 








John Thom was a mighty nice man. I 
was very fond of him. 

He was born in Quebec, January 20, 
1859, and educated in Montreal. In his 
early youth he spent two years as an ap- 
prentice sailor on a ship sailing from 
Montreal to and from the West Indes 
and France, and he always retained an 
abiding interest in the sea. 

Mr. Thom began his insurance career 
with the Accident Insurance Co. of 
North America, of Montreal, when he 
was about 25 vears old. A few years 
later he was employed by the Standard 
Accident Insurance Co., of Detroit. The 
Standard began writing liability insur- 
ance in 1891 and Mr. Thom was asscci- 
ated with the department writing that 
line. He showed unusual talent for solv- 
ing the perplexing problems of this new 
form of insurance. He soon became 
superintendent of the liability dcepart- 
ment, then general superintendent, and 
later director, member of the cxecutive 
committee and vice-president. 

Helped Create Liability Conference 


I first met Mr. Thom over forty years 
ago at the meetings of the old Liability 
Conference (which he helped create), 
and he immediately impressed me as one 
of the most level-headed and best in- 
formed men who attended those meet- 
ings. 

He was widely known by insurance 
men and whenever and wherever his 
name was spoken praise ensued. If he 
ever lost his temper, it was when he was 


out of my sight. He liked everybody 
and everybody liked him. He had an 
enormous capacity for hard work and 


he was the wheel-horse of every com- 
mittee of which he was a member. 

He was gentle in speech and most 
deferential in manner; reticent to a de- 
gree; yet in our conferences it was 
significant that no one ever thought of 
taking a final vote without getting his 
views. 

He early 
insurance 


treatisc on liability 
unexpectedly 


wrote a 
which was—not 


of great value to every liability insur- 
ance underwriter in the country. 

He was one of the first advocates of 
the adoption of the payroll as a_ basis 
for computing premium rates for em- 
ployers’ liability insurance. 

Early Advocate of Plant Safety 

In the early days of employers’ lia- 

bility insurance, the American Tin Plate 


Co. (later merged with the United States 
Steel Co.) encountered difficulty find- 
ing an insurance company which would 
cover its risk—it had so many accidents. 
Mr. Thom agreed to write an employers’ 
liability policy on the risk, provided he 
was given authority to develop and sup- 
ervise safety measures within the plant. 
The authority was granted med the 
Standard Accident wrote the policy. Mr. 
Thom conducted a safety campaign far 
in advance of anything theretofore at- 


tempted by the American Tin Plate Co., 
with the result that the company was 
greatly pleased and the Standard car- 


ried the risk at a profit. This was one 


JOHN H. 


THOM 


of the beginnings of the safety measures 
now a permanent feature of all liability 
insurance companies. 

Mr. Thom inaugurated a system for 
keeping track of loss costs which en- 
abled the Standard Accident to furnish 
the old Liability Conference with ac- 
curate statistics—something only a few 
of the insurance companies could then 
do. He was highly instrumental in build- 
ing the fine reputat‘on enjoyed by the 
Standard Accident Insurance Company. 
Developing Young Men His Createst 


Pride 


One of his most striking characteris- 
tics was his wide sympathy with people 
and his broad charity toward human 
failings. This bound to him the agents 
of the Standard Accident. His great- 
est pride, perhaps, was in his successful 


efforts at developing young men, many 
of whom are now important factors in 
casualty insurance, and all of whom 


cherish his memory. 
He was tall and slight with a ruddy 


complexion. Despite his prematurely 
white hair, he was always of youthful 
appearance and physically active until 


his death. 


He was fond of golf and devoted to 
Freemasonry. 

He lost two sons in the Great War. 
One was accidentally killed overseas 
just after the armistice and the other 
died after reaching home, from wounds 


received in battle. 

John H. Thom died while on a visit to 
Melbourne, Fla., January 4, 1937. 

He was an inestimable asset to the 
Standard Accident Insurance Co.; a 
faithful servitor to the business of cas- 
ualty insurance as a whole; and a sin- 
cere friend to the citizenry of his adopted 
country. 








William BroSmith 


Edson S. Lott’s series of personality 
sketches of “Great Pioneers in Ameri- 
can Liability Insurance” will close 
with the life and achievements of the 
late William BroSmith, vice-president 
and general counsel, Travelers Insur- 
ance Co. This will be published with- 
in the next few weeks, following 
which it is expected that the entire 
series will be published in book form. 
Since last August when the first 
sketch appeared Mr. Lott has written 
about the late Samuel Appleton, Em- 
ployers’ Liability; Kimball C. Atwood, 
Preferred Accident; James G. Batter- 
son, Travelers; John R. Bland, United 
States F. & G.; Morgan G. Bulkeley, 
Aetna Life; Louis F. Butler and S. C. 
Dunham, Travelers; F. Highlands 
Burns, Maryland Casualty; C. P. EI- 
lerbe, Union Casualty & Surety; 
George M. Endicott, Employers’ Lia- 
bility; Theodore E. Gaty, Fidelity & 
Casualty; Oscar Ising, Ocean Acci- 
dent; W. C. Maybury. Standard Acci- 
dent; W. F. Moore, New Amsterdam 
Casualty; George F. Seward, Fidelity 
& Casualty; John T. Stone, Maryland 
Casualty, and John H. Thom, Stand- 
ard Accident. 











NEW W. C. FORMS ISSUED 





Procedure As to Revocation and Elec- 
tion by Executive Officers Explained 
by Compensation Rating Board 
of New York 
Copies of the election and revocation 
forms promulgated by the Industrial 
Commissioner for use by executive offi- 
cers pursuant to Section 54, Subdivision 
6 of the New York workmen’s compen- 
sation law as amended, effective as of 
July 1, 1937, have been issued by the 
Compensation Insurance Rating Board. 
The new form of election notice, un- 
like the present form, requires the execu- 
tive officer to fill out the election form 
in connection with each policy or’ re- 
newal thereof under which his corpora- 
tion is insured if he wishes to be ex- 
cluded from the coverage of the policy. 
Particular attention is directed to the 
fact that the form requires the insertion 
of the policy number. In this connec- 
tion the Industrial Commissioner states 

as follows: 

“The board feels very definitely that 
unless the executive officer elects to be 
excluded from coverage of a particular 
policy, that he is entitled to the benefits 
of the act and this interpretation appears 
to be in conformity with the first sen- 
tence of Section 54, Subdivision 6. In 
view of this it would be misleading to 
the carriers and executive officers to ap- 
prove any form which did not call for 
the policy number.” 

Bulletin R. C. 630 of the Rating Board, 
issued October 21, 1937, provided a tem- 
porary procedure for executive officers 
who desired to revoke their election 
pending the promulgation of the official 
revocation form. Now that the revo- 
cation form is available the Rating 
Board suggests that steps be taken to 
obtain the revocation of the executive 
officer on the official form in accordance 
with the instructions. 





TEXAS CASUALTY MEETING 


A special meeting of the Texas Asso- 
ciation of Insurance Agents will be held 
in Dallas January 24 to discuss casualty 
and surety matters as follows: 

The new blanket fidelity bonds; auto- 
mobile insurance, with particular empha- 
sis on education and safe driving; mis- 
cellaneous casualty lines, and compen- 
sation. The meeting will be held in the 
Adolphus Hotel. 





LEE ALLEN PHILLIPS DEAD 


Lee Allen Phillips, board chairman Pa- 
cific Indemnity Corp. and Pacific-Amer- 
ican Fire Insurance Co., died at his home 
in Los Angeles, January 7, age 66. 


Compensation Statute 
Violated Frequenily 


NEW YORK CONDITIONS SHOWN 





Employers Simply Ignore Law and Have 
No Insurance; Several Complaints 
Against Physicians 





Speaking before the Medical Society 
of the County of New York December 
20 State Industrial Commissioner Elmer 
F. Andrews discussed violations of the 
workmen’s compensation law encoun- 
tered by the Department of Labor dur- 
ing the current year, with special atten- 
tion to violations by physicians of the 
“free choice of physicians” provisions 
enacted in the 1935 amendments to the 
law. Commissioner Andrews said in 
part: 

“Violations of the compensation law 
divide themselves into three categories, 
viz: Failure of employers to carry work- 
men’s compensation insurance as required 
by law; Violation of the provisions of 
Section 13 enacted by the so-called med- 
ical practice amendment of the work- 
men’s compensation law; Violations of 
provisions of the law which are really 
administrative, such as the displaying 
of a poster in an industrial plant show- 
ing that the employes are covered by 
workmen’s compensation insurance, and 
the filing of notices of injury to workers 
with the Department of Labor. 

“Cooperation of the Attorney-General 
has made it possible for the Labor De- 
partment to campa‘gn effectively against 
both these open violations and the at- 
tempted evasions. From the first of 
January to the first of December this 
year, 1.222 prosecutions were instituted 
and 1,073 were disposed of, 949 resulting 
in convictions and 124 being dismissed, 
leaving 149 still pending. 


Physicians Criticized 


“There are several types of complaints 
involving implications, at least, of infrac- 
tions of the compensation law by author- 
ized physicians. The first is that physi- 
cians refuse to operate on injured work- 
ers unless written authorization to do 
so is received from the employer or the 
insurance carrier, or until a decision has 
been made by the Industrial Board hold- 
ing that the workers’ injuries are com- 
pensable and that they are entitled to 
operations. 

“Another complaint is that physicians 
limit their treatments or discontinue 
them entirely upon the suggestion of 
the insurance carrier. A third complaint 
is aroused by the failure of physicians 
to file medical reports as required by 
Section 13-a. A complaint, not so fre- 
quently heard as the others, is that phys- 
icians are demanding and accepting fees 
from the injured workers. 

“In discussing these criticisms with in- 
dividual doctors at various times I have 
been informed that there is some hesi- 
tancy on the part of some doctors to 
perform an operation when the employer 
or insurance carrier unreasonably with- 
holds authorization. This is because of 
the difficulty the physicians find in col- 
lecting their bills for services rendered 
if the case should be held non-compens- 
able, when the physicians’ only recourse 
for recovery of fees is against the in- 
jured workers.” 





REINSTATES A. & H. CARRIER 


Commissioner Charles E. Gauss of 
Michigan has reinstated the license of 
the Michigan Casualty Co., Detroit co- 
operative assessment health and accident 
carrier following disclosure that it was 
suspended. The carrier had been charged 
by the Department with unethical ad- 
vertising, failure to pay claims, and im- 
pairment of reserves. The suspension 
order followed a recent examination. 

Commissioner Gauss explained that the 
carrier’s license had been reinstated 
after its officers had agreed to correct 
objectionable practices and had depos 
ited an additional $4,000, to bring its 
cash deposit with the state treasurer [0 
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Fidelity Bond Drive 
Planned in Michigan 


STRONG ORGANIZATION BUILT 





Many Companies and Leading Pro- 
ducers Join in Active Campaign to 
Begin Early in March 





Plans are progressing rapidly for the 
cooperative educational and production 
campaign for fidelity bonds among 
agents and prospective bond buyers of 
Michigan, to be put on by a majority 
fidelity and surety companies, So 
far the following companies have agreed 


Bio contribute financial and active sup- 


port to the success of the campaign: 
\etna Casualty & Surety, Fidelity & 
Deposit, Standard Accident, Maryland 


b Casualty, National Surety Corp., Ameri- 
can Bonding, Continental Casualty, Na- 


Band 


Massachusetts Bonding 
United States F. & G,, 


tional Casualty, 
Insurance, 


© Central Surety & Insurance, Michigan 


® mercial 
§ Hartford 


® associate 


Metropolitan Casualty, Com- 
Casualty, Fidelity & Casualty, 
Accident & Indemnity, New 


Surety, 


} York Casualty, American Surety, Royal 
» Indemnity. 


At the fidelity bond committee meet- 


bing held January 4, the following sub- 


@ dent, 
fice, Aetna Casualty & Surety. 


committees were appointed by General 
Chairman T. A. Eggleston, superinten- 
bonding department, Detroit of- 


\dvertising Chairman Rankin Martin, 
manager Detroit office, Na- 


H tional Surety Corp., assisted by Roger 
) IF. Quail, Standard Accident, and James 
} Fenwick, United States F. & G. 


® resident 
» Fidelity 


i 


B demnity 


Programs Chairman Ashby C. Taylor, 
vice-president Detroit office, 
& Deposit, assisted by Robert 
B. DeVore, Hartford Accident & In- 
and Walter Lewis, Michigan 


® Surety. 


© Massachusetts 





Public Relations Chairman H._ J. 
Jeffery, manager Detroit office, Metro- 
politan Casualty, assisted by Harris Carr, 
Fidelity & Casualty, and Edward Pfalz, 
3onding, and Leon Mal- 


} lett, Detroit Insurance Agency. 


5 Manager 


Publicity Chairman Albert A. 
bonding department 


Clark, 
Detroit 


) office, Standard Accident, assisted by W. 


ss. Cumming, 


Maryland Casualty, and 


= George Wareing, American Surety. 


George Bortz, manager Detroit office, 


§ Fidelity & Deposit, committee member, 
B and |. C. Smith, manager Detroit office, 
} American Surety and New York Cas- 





ualty, ex-officio committee member as 


president of the Surety Association of 
Michigan are utility members of the 
committee to assist wherever needed. 
List of Meetings 

It is planned to have five meetings, 
starting carly in March, to be held in the 
following Michigan cities: Detroit, Grand 
Rapids, Saginaw, Battle Creek and then 
a second and final meeting in Detroit. 
Entertaining, well informed speakers are 
being engaged. Some novel and instruc- 
tive plans are being developed to forcibly 
drive home to agents and buyers the 
very great importance of and need for 
fidelity protection. The entire campaign 
is being carried on with the cooperation 
of the Insurance Agents Association in 
Michigan, the Detroit Association of In- 
surance Agents and the local associa- 
tions of insurance agents not only in the 
citics where meetings will be held but 
in all towns and cities throughout the 
state. 

All agents of the state are cordially 
invited to attend and bring with them 
any of their customers who may be in- 
terested in fidelity coverage. Entertain- 
ing speakers are being sought from com- 
panies represented, well informed agents 
and buyers of fidelity bonds. The com- 
mittee has elaborate plans and is work- 
ine hard to make the Michigan cam- 
pwvgn one of the very best that has been 
put on in the country thus far. Th> 
xact dates and locations of meetines 
will be announced snortly and a!l agen‘s 
are urged to watch for the mecting date 
scheduled for the city nearest their home 
and plan to attend with their prospective 
fidelity customers. 


CHARLES R. BOYD DEAD 
Charles R. Boyd, connected with the 
Newark office of the Aetna Affiliated Com- 
panies, died suddenly December 15 in a 
Passaic hospital. Sixty-one years old, he 
lived in Belleville. 





KALKMAN TO LOS ANGELES 

G. W. Kalkman, manager, Birmingham 
claim division of the Maryland Casualty, 
has just been named claim manager in 
the company’s Los Angeles office suc- 
ceeding the late Gordon King. 





BIG BURGLARY CONTRACT 

Burglary insurance protection for the 
575 Pennsylvania state liquor stores has 
just been awarded to the American Cas- 
ualtvy of Reading, Pa. Coverages pro- 
vided in the policy are $5,000 open stock, 
$5,000 safe burglary, $5,000 inside rob- 
bery and $1,000 outside robbery and P. D. 








Key Men of the Towner Rating Bureau, Inc. | 


UTHERFORI) H. TOWNER 
tion 


rating pioneer of the country. 
and 


MARTIN W. LEWIS 


JOHN J. HALL ON TRIP 





To Confer With Public Officials on 
Street and Highway Traffic Control; 
Creating Safer Communities Theme 

John J. Hall of the National Conser- 
vation Bureau left New York Sunday, 
January 9, for a series of addresses and 
conferences with public officials on 


He 


street and highway traffic control. 


JOHN J. HALL 


will go first to Peoria, Iil., where he 
will be one of the principal speakers 
at the convention of the Illinois Con-. 


tractors Association. He spoke at the 
afternoon session on January 12. 

After leaving Peoria, Mr. Hall 
confer with public officials in 
Wisconsin, Nebraska and New York. 
These conferences will deal with the 
“Creating Safer Communities” project 
now being carried on in those states 
with the co-operation of the National 
Conservation Bureau, as well as other 
phases of the state street and highway 
safety activities where the Bureau’s aid 
is engaged. “Creating Safer Communi- 
ties” is a handbook for organizing com- 
munity programs to reduce traffic acci- 
dents by removing their causes. Alto- 
gether, the National Conservation Bu- 
reau has co-operated in the distribution 
and promotion of twenty-nine official 
state editions of the handbook. 


will 
Illinois, 





Greystone Studios, Inc. 


J. D. KIRKWOOD 


"he Towner Rating Bureau, as announced last week, has entered a new era of its history with its incorporation and elec- 
of officers and board of directors. Rutherford H. Towner, who has assumed the post of board chairman, is the surety 
) Martin W. Lewis, newly elected president, is widely known for his rate-making astuteness, 
he will be ably assisted by J. D. Kirkwood, secretary-treasurer, and P, A. Zimmermann, assistant treasurer. 


. 








EXECUTIVE: CASUALTY 
CLAIM ATTORNEY 


Now seeks wider field of usefulness. 
Twelve years experience superintend- 
ing injury 
claims and suits at home office of 


country-wide personal 
large group in New York City. Three 
years in field investigating, adjusting 
and as assistant manager of claims. 
Practiced law for self before taking 
up casualty work. College and law 
Member of Bar. 


school graduate. 


Recommendations on request. 
Box 1315 


THE EASTERN UNDERWRITER 
94 Fulton Street, New York 











NEW POLICY FOR FLYERS 


Aero Underwriters Covers Pilots, In- 
structors and Students Under 
One Simplified Form 
Aero Insurance Underwriters, New 
York, announce that they now have 
available for pilots and flying students a 
personal accident policy to be known 


“Aero-Age.” This is a_ simplified 
policy which covers pilots, instructors 
and students whether flying or on the 
ground, in one form. Hitherto, it has 
been necessary for flying personnel to 
secure separate policies for the ground 
and flying coverages with all the attend- 
ant duplication of work. 

George L. Lloyd, manager, says that 
not only “is this whole policy in itself 
an innovation but Aero Insurance Un- 
derwriters, in a determined effort to fur- 
ther safety in the initial stages of flying, 
will only issue policies to students who 
confine their dual and solo instruction 
to that given by a certified instructor. 
Pilots who believe they have the neces- 
sary qualifications can apply for an ap- 
proval certificate. Their application will 
then be checked by the engineering de- 
partment and if it is found that the pilot 
satisfies minimum requirements, a formal 
approval certificate will be issued.” 


as 


The companies in this aviation in- 
surance group are Eagle Indemnity, 
Globe Indemnity, Great American In- 


demnity, London Guarantee & Accident, 
Phoenix Indemnity, Royal Indemnity. 





Two Hospitalization Plans 
Approved by Pa. Department 


Authorization to two non-profit group 
hospital corporations to begin operation 
of approved hospitalization plans has 
been granted by Insurance Commissioner 
Owen B. Hunt, Pennsylvania. The cor- 
porations are Hospital Service Associa- 
tion of Pittsburgh and Abington Hos- 
pitalization Plan, Inc., Abington, Pa. 
30th have been formed under new leg’s- 
lation adopted at this year’s session of 
the state legislature. The two corpora- 
tions plan to carry out the “three-cents- 
a day” hospital plan under which indi- 
viduals or groups pay a small sum on 
a monthly or annual basis and receive 
a stated amount of hospital care should 
it be required. 

Operation of such plans, Commissioner 
Hunt explained, is permitted only to 
non-profit Pennsylvania corporations or- 
ganized under a special amendment: to 
the non-profit corporation laws which 
regulate corporations of a benevolent or 
philanthropic nature. 


G. W. KING DEAD 

Gordon W. King, claims manager at 
Los Angeles for Maryland Casualty and 
president of the Casualty Insurance Ad- 
justers’ Association of Los Angeles, 
passed away recently following a heart 
attack at the conclusion of a meeting in 
connection with the fake claim campaign. 
He is survived by a daughter, Ruth. 
Masonic funeral services were conducted. 
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Illinois Attorney General Answers 
Variety of Questions About Lloyd's 


Holds That Individual or Joint Method of Deposit is Accept- 
able; Defines “Net Maximum Amount,” and 
Credits Allowed for Reinsurance 


Prior to licensing Lloyd’s, London, in 
Illinois Director of Insurance Palmer 
addressed an inquiry to Attorney Gen- 
eral Kerner concerning the manner of 
making statutory deposit by Lloyd’s or- 
ganizations. Director Palmer wanted to 
know whether the statute requires in- 
dividual deposits on the part of all the 
underwriters of a Lloyd’s, or may the 
underwriters unite in making a joint and 
several deposit of the same amount as 
would be required for the aggregate of 
the individual deposits. 

The attorney general gave an opinion 
in which he said that the individual de- 
posits meet the requirements of the 
statute but the joint and several deposit 
does more. He held that either plan 
comes within the terms and provisions 
of the statute. To so hold does not re- 
quire departure from the literal meaning 
of the statute, he said, although such de- 
parture is permissible whenever it is 
necessary to carry out the manifest in- 
tention and purpose of the legislature. 
He said also: 

“It is obviously the intent of the en- 
tire Code that the policyholder shall be 
firstly protected by a guarantee fund 
and secondly by reserves which must be 
kept by the insurer. This intent is ex- 
pressed in the statutory language of the 
Code as to all insurers, whether they be 
stock companies, mutual companies, 
Lloyd’s, or reciprocals. The minimum 
guarantee fund of a corporation au- 
thorized to do both kinds of business de- 
fined in classes 2 and 3,of Section 4 is 
$500,000 surplus. As to a Lloyd’s doing 
both Class 2 and Class 3. business it is a 
minimum amount of $500,000 in excess of 
all other liabilities. A Lloyd’s must 
maintain the same reserves as are re- 
quired of a corporation, and the reserves, 
like those of a corporation, must be 
equal to the liability established by the 
statute for such reserves respecting all 
insurers.” 

He therefore holds that the procedure 
followed by Lloyd’s complies with the 
statutes. 

Other Questions Asked 


Director Palmer also wished to know 
whether the Department, in determining 
the maximum risk which may be re- 
tained by any individuals doing business 
as Lloyd’s, through an attorney-in-fact, 
licensed under Article V, may disregard 
that portion of any risk which has been 
reinsured in a domestic or an approved 
foreign or alien company in view of the 
provisions of Section 144. 

The attorney general replied that the 
words “net maximum amount” appearing 
in Section 98 respecting domestic Lloyds 
are not specifically defined in the Code, 
but these words are commonly under- 
stood in the insurance world to mean the 
maximum amount of any risk retained 
after reinsuring a portion thereof. This 
theory, he added, is expressed in Sec- 
tion 144 as the rule which should be fol- 
lowed by the Department of Insurance 
in applying the limitation of risk pro- 
vision. That it was the intention of the 
legislature that the limitation of risk 
provision contained in Section 144 be 
applicable to a Lloyd’s is further ex- 
emplified by the fact that in Section 2, 
clause (e) of the Code the word “com- 
pany” is defined to include an individual 
or aggregation of individuals engaging 
in any kind of insurance or surety busi- 
ness. 

Allowance of Credits 

In answer to Mr. Palmer’s inquiry as 
to whether the Department may allow 
credits taken by an alien Lloyd's, for re- 
serves on risks reinsured in an author- 
ized or approved company, including an- 
other Lloyd’s, the attorney general said 
that Section 173 provides, in sgbstance, 


that any domestic company which has 
ceded by a reinsurance agreement all or 
part of its risks to another company 
having power to make such reinsurance, 
may take credit for the reserves on such 
ceded risks to the extent reinsured, pro- 
vided the company accepting the reinsur- 
ance is authorized to do business in 
Illinois or is a solvent company approved 
by the Director, upon a showing by the 
ceding company that it is unable readily 
to procure such reinsurance on reason- 
able terms with an authorized company. 

In answer to an inquiry whether in- 
dividuals may be underwriters in more 
than one Lloyd’s at the same time, the 
attorney general said that this must be 
determined from general principles, be- 
cause there is no specific provision in 
the Code upon this point. 


Limitation of Risk 

Director Palmer directed attention to 
the fact that sub-section 3 of Section 
103 provides that each alien Lloyd’s shall 
be subject to all limitation of risk pro- 
visions imposed upon domestic Lloyds. 

The attorney general held that Sec- 
tion 98 of the Code does not require a 
domestic Lloyds to keep and maintain 
admitted assets in Illinois, other than 
the statutory deposits, and as the same 
rule must be applied to alien Lloyd’s, the 
latter are not required to hold their as- 
sets, above their statutory deposits, in 
Illinois, but as all assets and liabilities 
of a domestic Lloyds are taken into con- 
sideration in applying the limitation of 
risk provision, so, also, all assets and 
liabilities of an alien Lloyd’s admitted to 
do business in Illinois should be taken 
into account in applying the limitation 
of risk provison of the statute. 


Fete 40-Yr. Veterans 


(Continued from Page 33) 


his organization. He makes only nec- 
essary moves in the right direction. 
He doesn’t use high pressure nor 
is he spectacular. He has the human, 
personal touch. His small policyholders 
get sympathetic attention and the large 
ones get service in plenty. His touch 
of humanity is also uppermost in his 
dealings with employes although he is a 
strong advocate of discipline. He be- 
lieves in upholding manual rates and is a 
staunch supporter of insurance organiza- 
tions. 


A bachelor, master of the culinary art 
and a delightful host, Mr. Upington’s 
parties are long remembered by his 
guests. A violinist and organist in his 
early days, demands of business have 
prevented him from keeping up his mu- 
sic. H. V. came to this country from 
Ireland when a boy. He has received 
many advancements while in the F. & C. 
service and has trained several men who 
now hold responsible posts in the casu- 
alty-surety field. His uncle, the late Sir 
Thomas Upington, was prime minister of 
Cape Colony, South Africa, and has a 
town named after him there. 

Oakley Honored at Luncheon 


First of a round of parties in honor 
of Alonzo Gore Oakley came Monday 
noon when his immediate associates gave 
ly luncheon at the Drug & Chemical 

lub. 

Those attending included William H. 
Estwick, Adolphus A. Jackson, Kenneth 

. Wood, Albert J. Rowland, Charles 
E. Finken, Howard L. Cox, William J. 
McArthur Harry Lees, Ray L. Walker, 
S. Frank Hedges, William S. Hering, 
A. J. W. Hyde, Arthur J. Hand, M. M. 
Mason, E. J. O'Shaughnessy and How- 
ard Irwin. 

On Wednesday the Casualty Managers 
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WASHINGTON SERVICE OFFICE 


OR over twenty years this office has served the field force 
The following, from an agent in 
Tennessee, is typical of many letters. 


“Telegrams to this office in regard to contracts in 
which we are interested are of great assistance to 
us and are promptly sent us by the Washington 
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Lloyd’s Delays Writing 
Of Illinois Business 


ATTORNEY-IN-FACT TELLS WHY 


J. S. Lord Acquaints Agents and Brokers 
With Requirements Under Which 
Business Will Be Accepted 








Delay by Lloyd’s of London to write 
new business in Tllinois following issu- 
ance of its new license “pending com- 
pletion of certain details” has caused 
considerable speculation. The suspen- 
sion request, cabled from London to 
John S. Lord, attorney-in-fact in [linois 
for British underwriters, tersely said: 
“No new business, either under binder 
or in the open market, including surplus 
lines, will be accepted at Lloyd’s pend- 
ing completion of certain details.” One 
rumor had it that there was possibility 
that Lloyd’s Underwriters might lodge 
protest over restrictions surrounding 
their relicensing in Illinois. In response 
to this and other rumors Mr. Lord said 
this week that new business was being 
held up in order that brokers and oth- 
ers with whom Lloyd’s would have deal- 
ings might be made thoroughly acquaint- 
ed with all the facts under which the 
license was issued. 

Eight Requirements 
It is known that eight requirements 





Association honored both Mr. Oakley 
and Mr. Upington as did the Surety Un- 
derwriters Association the following day. 
Outstanding among the tributes paid to 
Mr. Oakley is the following by White 
& Camby, Inc., U. S. F. & G. agents, 
uptown New York, in its monthly paper, 
Contact: 


Forty Years Young! 


“Back in 1898—in what we today call the 
‘gay nineties’\—the United States Fidelity & 
Guaranty Co. opened their New York office. 

“In that same memorable year and _ coinci- 
dent with the dawn of the U. S. F. & G. 
insignia in the New York area, another historic 
event was recorded in the archives of ‘the 
Street’-—Alonzo Gore Oakley—man among men, 
with the creed of a Conquering Chieftain— 
joined forces with this fine old company and 
apparently resolved to stick to his post ‘till 
Hades freezed over.’ 

“Quietly, effectually and consistently, year 
after year over the two-score period, the Oakley 
philosophy and reputation left an indelible im- 
pression on the minds and hearts of thousands 
of people . . . and today a double-anniversary 
is celebrated—the fortieth service anniversary of 
both Alonzo Gore Oakley and his office! Both 
have made history . . . both have grown! And 
the measure of growth can be determined in no 
better way than by the fealty, friendships and 
devotion which come to full bloom as countless 
loyal friends, who have weathered the years, 
raise their voices in a chorus of friendly tribute, 
a tribute that can mean nothing more, or less, 
than ‘God Bless You.’ 

“Well along the road to the peak of achieve- 
ment the man and the office, in 1938, face for- 
ward to even greater opportunities—Forty Years 
Young!” 


were imposed by Lloyd’s Underwriters 
through Attorney Lord in reaching an 
understanding with the Illinois Insur- 
ance Department for relicensing. They 
include production daily reports to be 
made by agents or brokers to the attor- 
ney-in-fact on forms acceptable to the 
Department; filing of monthly reports 
on bordereau forms, approved by the 
Department, with the attorney-in-fact on 
or before tenth day of the month suc- 
ceeding monthly business was written; 
all licensed agents and brokers. shall 
tuake monthly reports to the attorney- 
in-fact on all remittances made to Lon- 
don for premiums and salvage savings, 
The attorney-in-fact also insists on a 
monthly record of return premiums, loss 
payments, adjustment expenses or any 
other receipts which licensed producers 
or adjusters may receive from London. 

The attorney-in-fact also requires that 
licensed agents or brokers deliver all 
policies written by Lloyd’s Underwriters 
to him for countersignature, and_ they 
must agree that no such policy will be 
delivered to an assured without such 
countersignature. As regards counter- 
signing of surplus line policies the agent 
must show a notification from the attor- 
ney-in-fact to the effect that the risk is 
not acceptable to Lloyd’s Underwriters. 

As a matter of fact, surplus line busi- 
ness is acceptable under Lloyd’s require- 
ments only from brokers who will join 
an association to be formed in TIlinois, 
whose secretary is to be selected by the 
attorney-in-fact and whose records and 
office will be maintained in Mr. Lord's 
office. This association, he explains, will 
determine how surplus lines are to be 
handled. 

Mr. Lord denied that London Lloyd's 
will soon begin to write automobile P. L 
and P. D. in Illinois, which lines are 
not now permitted. Agents and brokers 
were this week acquainted with the 
aforementioned requirements and as soon 
as they are thoroughly understood Mr. 
Lord’s office will be ready to accept new 
business. 





HARPER SIBLEY ON BOARD 


Harper Sibley of Rochester, N. Y., was 
elected a trustee of the American Surety 
in the class expiring January, 1941, ata 
meeting of stockholders held January Il. 

A director and a former president of 
the U. S. Chamber of Commerce, Mr. 
Sibley has many and varied interests. 
Among them: President and director of 
Santa Rita Ranch, California; vice-pres'- 
dent and managing director of Round-T- 
Ranch, Alberta, Canada, and vice-presi 
a Hollister Lumber Co., Rochester, 


aN. 





JOINS ST. PAUL MERCURY 


Charles H. Stevenson recently resigned 
from the Norwich Union Indemnity t° 
join the St. Paul Mercury Indemnity 4 
manager of its newly organized home 
office A. & H. department. 





Henry G. Thole, vice-president, Se* 
board Surety, leaves New York shortly 
on a month’s Pacific Coast trip. 
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On the Production “Firing Line” 
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Herbermann 15 Years 
Accident Ins. Agent 





HAS 10000 CLIENTS IN N. Y. 
Puts Personal Contact With Clients 
Paramount; Has Had Steady Pre- 


mium Gains and Low Loss Ratios 





After fifteen years of selling accident 


» insurance exclusively O. J. Herbermann 
S of Flushing, 


Long Island, is convinced 


» that the personal contact with the client 


) is the paramount consideration. 


He has 


) made a specialty of this line and success- 
F fully so as his steady record of produc- 


} tion will indicate. 
} sion period included, 
) to increase over the previous period. To- 
| day Mr. Herbermann has close to 10,000 
l accident insurance clients between the 
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| Mmium from a new client. 


In no year, depres- 


did his sales fail 


Battery and 72nd Street, New York, and 
he has represented for many years just 
three companies—the Ocean Accident, 
Phoenix Indemnity and New Amsterdam 
Casualty. 

Mr. Herbermann started his insurance 
career in 1913 as a clerk in the late John 
G. Hilliard’s office and did accounting 
work there until 1917 when he decided to 


) go into selling as an accident insurance 


specialist. In those early days it was not 
unusual for him to go into a big office 
‘cold canvass” and work it from 


get results from this method is that in 


© one such building he has 3,200 customers. 


His selling day began at 8:30 a. m. and 


© ended at 6:30 p. m., although he would 
© often work up in the 42nd Street theater 
i district after that time. 
» stage 
| Broadway are among his clients. 


Many of the 


hands, velectricians, etc, along 
His Selling Rules 


Mr. Herbermann has adhered closely 
to these selling rules throughout his ca- 


» reer: 


1. No client of mine will ever be sold 


insurance as a “money-making scheme.” 


That’s one of my objections to selling 
health insurance for which the protec- 
tion is limited as compared with accident 
insurance which in case of total perma- 
nent disability will pay for years and 
thus is protection for the home. Health 
insurance is also unsatisfactory from the 
in my opinion. 

2. The company must be considered 
first. This has been my opinion for 
years and it is to my client’s best inter- 
ests because if I build up a low loss 
tatio with my company I can be assured 
that all of my claims will be paid 
promptly, Thus, my clients will be kept 
satisied and will in turn become my 
salesmen. 

Over a period of years the loss ratio 
on Mr. Herbermann’s business, accord- 
ing to companies he represents, has been 


f low, thus indicating his ability at se- 


lectivity. 

3. Unlike many producers the commis- 
sion is not paramount to him. He says: 
‘I never try to extract too much pre- 
It is far better 
to start him off with a policy which fits 
his income and gradually increase the 
Protection as his income rises. This 
means keeping in frequent touch with 
clients which I have always done. It also 
elps me on collections.” 


NEW POST FOR H. J. PIERCE 
Howard J. Pierce, for the past eleven 
years with the Globe Indemnity as a 
special agent in northern New Jersey, 
has resigned to join the London & Lan- 
cashire Indemnity in a similar capacity. 
Mr. Pierce has a wide acquaintance 
among agents and brokers in this terri- 
tory. He will be associated with John 
~Y ung in the Newark service office 
of ‘the & L. Indemnity. Mr. Pierce 
Was in ‘so insurance brokerage field 
Prior to his Globe connection. 





New Accounts Campaign 

A St. Louis agency, Lawton-Byrne- 
Bruner—not content to sit back and wait 
for business to get better, has just dem- 
onstrated to itself and insurance agents 
in general that new accounts can be ob- 
tained if the production campaign is in- 
telligently planned. This agency has 
just closed a “new accounts campaign,” 
in which substantial prizes were award- 
ed to agents obtaining business from 
brand new customers. Planned by Briggs 
A, Hoffman, in charge of publicity and 
sales development in Lawton-Byrne- 
Bruner, all lines were included in the 
drive and points awarded on a sliding 
scale, i.e, one point for any premium 
up to $50. 

In four weeks’ time the average num- 
ber of new accounts has risen from twen- 
ty-five to sixty-five a week, which is a 
definite indication that there is no pessi- 
mistic feeling in the Lawton - Byrne - 
Bruner agency as regards the business 
recession. 





FIRST A. & H. LECTURE JAN. 18 





New York Club’s Season Opens With 
Sales Demonstration for Producers; 
Dinner Meeting January 20 

The 1938 season of the Accident & 
Health Club of New York will formally 
get under way next Tuesday, January 
18, when the first of its series of edu- 
cational lectures for producers will be 
held in the Great Hall of the Chamber 
of Commerce of New York under the 
chairmanship of Wesley T. Hammer, 
Loyalty Group, who is club vice-presi- 
dent in charge of education. A sales 
demonstration on “How to Sell Accident 
and A. & H. Insurance” will be pre- 
sented and among the participants will 
be Leland M. Willson, superintendent, 
A. & H. department, Century Indem- 
nity; James R. Garrett, National Cas- 
ualty, and Harold F. ‘George, United 
States F. & G. 

The expectations are that the attend- 
ance at this lecture will be excellent as 
already close to 500 acceptances have 
been received by the committee from 
brokers and life agents in response to an 
invitation sent Monday to 3,000 produc- 
ers in Greater New York. 

Educational activities of the New Year 
have been mapped out by Chairman 
Hammer and a committee composed of 
William L. Kick, Century Indemnity, 
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vice-chairman; Luke M. Farrell, Hart- thiliti 
ford Accident, treasurer, and Roy P. Great Possibilities 
Constable, United Casualty, secretary. In Sale of A. & H. 


This committee will be expanded as its 
activities require. Julius L. Ullman of 
W. L. Perrin & Son has been reappoint- 
ed chairman of publicity for 1938. 

The dinner meeting January 20 at the 
Hotel George Washington, New York, 
will be the second event of 1938 and 
will mark the induction of new officers 
by William Otis Badger, well known in- 
surance attorney. As _ previously an- 
nounced, L. W. Winslow, Fireman’s 
Fund Indemnity, is the new president, 
and associated with him are Vice-Presi- 
dents E. H. O’Connor, U. S. Casualty; 
W. T. Hammer. Loyalty Group; T. A. 
Beirne, Massachusetts Accident; Treas- 
urer Irving C. Kick, L. & L. Indemnity; 
S. J. Graf, Metropolitan Life, assistant 
treasurer, and W. F. Casey, Accident & 
Casualty, secretary. 





Permission Requested to 


Assess Keystone Members 
Permission to assess subscribers of the 
Keystone Indemnity Exchange, Philadel- 
phia, which has bzen in liquidation, was 
requested in the Dauphin County Court 
by Insurance Commissioner Hunt. The 
assessment is asked for the purpose of 
paying off outstanding claims against the 
exchange, which handled automobile in- 
surance. The claims unpaid at dissolu- 
tion and recommended to the court for 
allowance are approximately $300,000. 
The organization was a reciprocal ex- 
change, so that the subscribers had the 
joint status of insured and insurers, Mr. 
Hunt explained. The exchange had about 
30,000 members in Pennsylvania and 
nearby states. Mr. Hunt pointed out 
that because of similarity of name the 
exchange had sometimes been confused 
with the Keystone Automobile Club, also 
of Philadelphia, with which it has no 
connection. 


ADMITTED TO VIRGINIA 
The American Casualty of Reading, 
Pa., has been admitted to Virginia to 
write general casualty lines. 
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STRONG PLEA _ BY O’CONNOR 


Sees Medical nw a Contract as 
Finished Product; Talks Income 
Protection Always 


E. H. O’Connor, assistant 
United States Casualty, who is vice- 
president of the National Accident & 
Health Association and of the A. & H. 
Club of New York, addressed the Phila- 
delphia Accident & Health Insurance 
Club January 6 and, as usual, made out 
a particularly strong argument for that 
class of insurance, both from the stand- 
point of the agent and broker, and the 
buyer. Mr. O’Connor speaks of A. &.H. 
as income protection instead of adhering 
to the unattractive title it had for years. 
He hammers on income protection re- 
peatedly. He says the man who sells 
this class of insurance is really selling 
social security, and something within the 
reach of a large number of persons. 

Accident or disability insurance pro- 
tects the income of the man who must 
pay premiums on life insurance. It is, 
according to Mr. O’Connor, the first line 
defense of the home. Most people in- 
sure, against everything other than the 





Secretary, 


income that makes all other material 
things possible to them. 
Another point is that while A. & H. is 


of real value to the purchaser, it pays the 
agent or broker particularly well in com- 
missions, year after year the same rate, 
not just a small renewal. The salesman 
is helped wonderfully by the stories. in 
the papers every day telling about acci- 
dents. It is not a line for a specialist. 
Any intelligent agent or broker who 
wishes to can sell it. It’s a fine entrec 
to other business. Accident and health 
insurance contracts have now been made 
simple and understandable to the public. 
They were not always so, but they are 
now. 

Mr. O’Connor sees in the medical re- 


imbursement policies a finished product 
superior to anything the business has had 
before. ; 

Leaving Philadelphia Mr. O’Connor 


went on to Chicago to attend the mid- 
year executive committee meeting of the 
National A. & H. Association on January 
10, and from there will visit agents in 
mid- west and southwest states including 
Oklahoma. 


DETROIT CHANGE 

C. L. Miller is the newly appointed 
manager in the Detroit branch office of 
the Standard Accident in charge of 
Michigan territory. The bonding depart- 
ment of the branch will continue under 
the management of A. A. Clark. F. A. 
Hackett, associate manager, recently 
went to a similar post in Newark, N. J. 


OREGON ASS’N ELECTS 

The Oregon Casualty Association has 
clected as officers: President, Fred Reed 
of Bates, Lively & Pearson; secretary- 
treasurer, Fred J. Horn, National Bu- 
reau of Casualty & Surety Underwriters’. 
Executive committee: W. E. Schiffer of 
Seeley & Co., chairman; Lowell Miller, 
Hartford Accident, and J. S. Laird of 
Lamping & Co. 


URMSON INSTITUTE SPEAKER 


J. Urmson, vice-president and secre- 
tary London & Lancashire Indemnity, 
addressed the casualty meeting of the 
Insurance Institute of Hartford recent- 
ly on general consideration of insur- 
ance transaction. 
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Employer-Employe Relationships 
Featured in K. M. Wehinger’s Book 


Karl M. Wehinger, president of Weh- 
inger Service, Inc., and one time employ- 
ment superintendent at New York of the 
Aetna Life & Affiliated Companies, has 
written a book on employer and em- 
ploye the title of which is “Employers 
and Their Greatest Asset.” It is de- 
signed to point “a way to more proht- 
able employer- -employe relationships and 
is dedicated to “the human being.” Mr. 
Wehinger as an employment agency ex- 
ecutive has done a large amount of work 
for insurance people as well as others. 
Publisher of the book is Francis Emory 
Fitch, New York. 

Mr. Wehinger doesn’t like the expres- 
sion “employe versus employer: ” He likes 
to think of both those groups as part- 
ners; that they are aspiring to reach 
the same goal and should be cooperat- 
ing, not competing, and that the one 
sure way to bring about the desired re- 
lationship is by employer and worker 
benefiting when they reach the goal for 
which they are striving. He says that 
in our economic structure there is no 
substitute for the private employer, pol - 
ticians, public officials and self-serving 
labor leaders to the contrary notwith- 
standing. Then he dwells on the im- 
portance of the emp oye, observing that 
the gifts of the soil and earth are of no 
value until workers have suaented and 
transported them. 

Notes Unrest Among Employes 

After noting an excessive amount of 
unrest among even desirable employes, 
the author puts a part of the blame on 
employers. As to the contributing causes 
of unrest he points first to the self- 
serving politicians who feed on discon- 
tent Their 1 goal is votes. A paragraph 
in the chap ter on governmental action 
reads: “Despite all good intentions of 
the President with respect to ‘the more 
abundant life’ for the low. salaried 
worker, many of the policies and meas- 
ures of some of his subordinates have 
been detrimental to good employer-em- 
ploye relationships and have been harm- 
ful to the workers for whom the Presi- 
dent labors so long and vigorously.” The 
author deals with these governmental 
actions in detail. Then he has some- 
thing to say about the publication cir- 
culation seekers who misguide workers 
and lead them into the camps of favored 
political office aspirants. 

Employers are taken to tas sk for a 
number of errors of omission and com- 
mission that keep the employer-employe 
relationship from being what the author 
believes it should be. Quoting from the 
chapter on employers: “It is amazing 
how few employers have, for their own 
best interests, the most beneficial poli- 
cies with regard to personnel; to em- 
ployment, to training, to promotion, to 
dismissal and to the most profitable 
method of compensating employes for 
services rendered which means for their 
part in the creation of profits.” 

Under the chapter heading ‘ 
to Prosperity” this appears: 
management, unfortunately is not close 
enough to the one thing that it should 
be closer to than anything else on earth, 
if its own best interests are to be served. 
That all-important thing is its ally, the 
human being; its employes and its cus- 
tomers. It is equally important, if not 
more so, for the management of an indi- 


‘The Key 
“Industrial 


vidual business to be closer to its own 
employes than to its customers, instead 
of the entire factor of closeness being 


directed toward the purchasers of its 
products.” The author believes that every 
employer of any considerable number of 
workers should have a capable personnel 
director, and if he has not one he is 
losing money there by the omission. 
Referring to employers collectively, 
Mr. Wehinger believes that as employers 
are being shot at from all sides the vari- 
ous factions within the country have 
made it necessary for a real organiza- 


for the common good 
of all. Conditions make it imperative 
that employers organize far beyond their 
individual trade associations. 


“Sit Down and Take Stock” 


On the employe doing his part the 
author starts his chapter: “For his own 
benefit, it is high time that every em- 
ploye sit down and take stock. It is time 
he analyzed things and learned who is 
kidding him and who is not; time that 
he began to realize that, in the last 
analysis, it is he who pays the bill; time 
he realized who is paying his wages; 
time he came to the shocking realization 
of what it is all about.” 

The government is admonished to be 
less troublesome in a number of ways; 
the newspapers and magazines are ad- 
monished to cease muck-raking and 
trouble breeding; some of the labo; lead- 
ers are advised to place the real welfare 
of their members above all else and 
thereby bring about more profitable cm- 
ployer-employe relationships. There ‘sa 
short chapter on salesmanship and a 
long one on public relations, and in the 
last one, “Proof.” (a heart to heart ta'k 
with employers) the author says he does 
not represent himself to know all the 
answers. He welcomes comment whether 
in approval or disagreement. 


tion of industry 





Retrospective Rate Plan 
Rejected in Pennsylvania 


A retrospective rating plan submitted 
to the Pennsylvania Compensation Rat- 
ing & Inspection Bureau has been dis- 
approved. “The proposed plan is not an 
the present rating 
Commissioner Owen 
“It is rather an addition 
to the present structure than an attempt 
to remedy any defects in the present 
plan. It seems to be in violation of anti- 
discriminatory clauses in the Pennsyl- 
vania law. 

“Submission of the proposed plan indi- 
cates that its sponsors believe the pres- 
ent experience rating plan to be inade- 
quate to a certain extent, but not to the 
point that it would be eliminated,” Mr. 
Hunt added. “The retrospective plan 1S 
considered as supplementing the exper- 
ience rating plan. It has been stated 
that the experience rating plan is not suf- 
ficiently responsive in its operation and 
therefore does not encourage the incen- 
tive to accident prevention which factor 
is claimed for retrospective rating. 

“The Department is not governed by 
the thought that rating plans are un- 
changeable and permanent. The Depart- 
ment will welcome any plans designed to 
insure responsiveness, with due regard 
for the stability of the rating structure 
and the insurance laws, but believes that 
such improvement should come from 
changes in the present experience rating 
plan or by substitution of a ‘more im- 
proved plan which would conform to the 
insurance laws’.” 


improvement on 
method,” Insurance 
B. Hunt said. 
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Boston, Mass. 


OVER $2.00 OF ASSETS FOR EACH $1.00 OF LIABILITIES 


THERE'S AN ADVANTAGE in offering complete 
personal income coverage IN ONE COMPANY. 


PROTECTIVE LIFE INSURANCE COMPANY 


Income Protection since 1895 





HEALTH AND ACCIDENT 


Policies include non-cancellable forms. 
Hospital reimbursement available. 
Practically all occupations insured. 








LIFE INSURANCE 


All popular forms. 
Participating basis. 
Retirement Income. Juvenile Endowment. 











W. H. Estwick Gets Two 
High Surety Posts 


U. S. F. & G. MANAGER IN N. Y. 


President, Surety Underwriters Ass’n 
and Vice-Chairman, Surety Managers; 
Career Dates Back to 1904 





In the past month William H. Estwick, 
United States F. & G. manager, has been 
elected to two important posts in the 


WILLIAM H. ESTWICK 


surety fraternity of Greater New York. 
He is the new president of the Surety 


Underwriters Association, which this 
week at its luncheon meeting paid 
tribute to Alonzo Gore Oakley, U. S. F. 


& G., and H. V. Upington, Fidelity & 
Casualty, on their respective fortieth an- 
niversaries, and vice-chairman of the 
Surety Managers Association. That Mr. 
Kstwick will perform with distinction the 
duties of these two offices is indicated by 
his record of service in the United States 
F. & G. organization. 

His surety career dates back to 1904 
when he was attorney for the old Law- 
yers Surety, owned by the U. S. F. & G. 
In this capacity he figured prominently 
in the transfer of that company’s active 
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REINSURANCE 


EXCESS UNDERWRITERS, INc. 


JOSEPH P. GIBSON, Jr. 
PRESIDENT 


90 John Street 


MORTIMER D. PIER 
SECRETARY 


New York, N.Y. 














Insurance Cos. Pay 
Nearly $3,000,000,000 


PROPERTY COVERS TAKE 1‘ 


Automobile Accidents Cost More Than 
Either Personal Accident or Work- 


men’s Compensation 


American insurance companies _ pail 
nearly three billions of dollars in bene- 
fits to policyholders and beneficiaries las 
year. Figures available at this time in. 
dicate that the combined disbursements 
inade by life, casualty and fire insurance 


companies totaled approximately 42- 
783,000,000. 

These figures, which were announced 
by B. D. Flynn, vice-president and 


actuary Travelers Insurance Co., show 
that for every five dollars paid under 
policies insuring human beings, only one 
dollar was paid under policies insuring 
property. Before the depression, les: 
than ten years ago, the ratio was two- 
to-one. The shift is due partly to the 
growth of life and accident insurance, 
partly to fluctuations in property values, 
partly to a reduction in the number of 
fires and partly to other lesser factors. 

Automobile accidentsw@ hich last year 
cost an estimated total of more than 
40,000 deaths and more than a_ million 
serious injuries, caused payments under 
automobile policies to exceed those paid 
under either personal accident or work- 
men’s compensation contracts. Even dis- 
counting the undertermined amount paid 
under personal acc’dent and workmen's 
compensation policies because of auto- 
mobile accidents, highway mishaps 
amounted to more than 35% of all cas- 
ualty insurance benefits. 





SUES LONDON LLOYD'S 


Joseph Newman, owner of race horses, 
has brought suit in the Superior Court 
at Chicago against Lloyd’s of London 
seeking to recover $2,000 in insurance 
that he carried on a horse which broke 
its leg last September and was de- 
stroyed. Lloyd’s have refused payment, 
according to the suit, because the horse 
was destroyed in keeping with the cus- 
tom among horsemen. 





business to the parent company when it 
was decided to retire the Lawyers Surety 
from the field. Upon completion of this 
job Mr. Estwick became court bond su- 
perintendent in the New York office o! 
the U.S.F.&G., which post he held until 
1927. Thereupon he took charge ol 


agency and business development activi-f 


ties; was promoted to assistant man- 
agership, and in 1935 was appointed man- 
ager upon the retirement of E. R. Lewis 
and election of Alonzo Gore Oakley as 
an executive vice-president of the com- 
pany. 

Mr. Estwick is a graduate of the New 
York Law School and was in private 
practice for a few years before entering 
the surety business. He and Assistant 
Managers Kenneth H. Wood and A. A. 
Jackson are now in the midst of prepara- 
tions for the observance of a double an- 
niversary—the fortieth for their boss, 
Vice-President Oakley, and the fortieth 
year of continuous U. & G. opera- 
tions in New York. Formal ceremonies 
are planned for the Spring when_ the 
company’s new addition to its 76 William 
Street offices is completed. 
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